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New-Car Sales 
Near 1,500,000 


In First Quarter 


March Performance 
Is Likely to Hit 
546,000 Units 


By Robert M. Lienert 
Associate Editor 
H the first quarter nearly 
completed, preliminary reports 
indicate that it will: be the second- 
best such period in new-car sales 
history. 

Last year, of course, set the 
record, with 1,552,735 registra- 
tions recorded for the first three 
months. 

According to Automotive News 
estimates, the total for the first 
three months of 1956 should reach 


_ 1,468,000. - 


* * * 


HIS total should be attained 

despite the fact that neither 
January nor February found new- 
car sales reaching 500,000. 

At the current daily sales rate 
of 20,250 units, March registra- 
tions should total 546,750. That is 
a bit below preliminary estimates 
which in some quarters had 
pegged the eventual March total 
as high as 580,000. 

Actually, the restricted March 
performance is preventing the 1956 
first quarter from being the largest 
of all time. 

The first two months of this 
year saw approximately 921,250 new 
tars registered, compared with 916,- 
$08 in January and February of 


F last year. But in March last year, 


fealers crashed through to deliver 
$36,534 cars. 
* = ~ 
HE third-highest first quarter 
in new-car sales was established 
m 1951, when 1,416,162 cars were 
registered. Other first-quarter totals 
of this decade have been: 1950-— 
\,286,437; 1953 — 1,269,147; 1954 — 1,- 
(91,021, and 1952—919,715. 
Industry observers believe that 
new-car sales, in the first quarter, 
have settled at the level they are 
destined to hold for the rest of 
the year. That is, they will con- 
tinue to trail 1955 but will run 
ahead of all other years. 
That is the pattern being estab- 
ished for March, too. 
This second-best rating is not 
tarticularly cheering to dealers — 
ind they are realistic enough to 
ealize that they can’t set new 
ales marks every year. 
” x * 


| space sobering fact is that while 
sales are second-best, stocks of 
risold new cars continue to hold 
t record levels. 

“When you can’t match alltime 
high stocks with alltime high 
sales, and you’re scraping along 
at alltime low profits, you are a 

(Continued on Page 4, Col. 2) 
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Sweepstakes 
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Top Cars 


New-car registrations for one 
month plus 11 states for Febru- 


1956 Pos. 
1—126,036 
2— 99,315 
3— 51,559 
4— 43,157 
5— 42,108 
6— 33,249 
Ii— 23,028 
8— 17,825 
9— 12,999 

10— 9,562 

1ll— 8,673 

12— 8,184 

13— 6,486 

14— 3,419 

15— 3,240 

17— 

18— 


Make 
Chev. 
Ford 
Buick 
Plym, 
Olds. 
Pontiac 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Stude. 
Nash 
Lincoln 
Packard 
Hudson 
Imperial 1,195—17 
Cont’l. 

Misc. 3,896 
Total All Makes 
0 507, 


91,011— 2 
104,810— 1 
57,971— 3 
54,545— 4 
45,819— 5 
41,382— 6 
24,605— 7 
23,499— 8 
14,169— 9 
13,975—10 
10,248—11 
7,738—12 
5,314—13 
2,432—15 
2,170—16 
3,086—14 


Further details on Page 48. 


Output Steady at I 32,000 
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Salesmen Sought in Big Cities ... 


Unionizing Pace Rises 


By Bob Sheldon 
Associate Editor 


NION activity among dealer- 

ship salesmen flared last week 
in three of the auto trade’s most 
important and com- 
petitive markets — 
Chicago, Cleveland 
and Los Angeles. 

Organizers claimed 
gains in all three 
cities, although there were sofhe 
setbacks, too. 


In Chicago and Cleveland, 
National Labor Relations 
conducted bargaining-agen 
among the _ sales - staffs 
dealerships. Nine groups voted for 
union representation whife 21 re- 
jected it. One election, fin Cleve- 
land, was-tentatively,.ghalked up 


Despite Storms in East kL 


By Martin L. Whitmyer | 

Staff Writer 
NOWSTORMS in the East 
curbed auto output somewhat 
last week, but the industry asi a 
whole still managed to turn out an 

estimated 132,426 cars. 
Last week’s car output was 
105.5 percent of Automotive News’ 

three-year index, 


units. Last week’s output, how 
ever, was 25.6 percent below t 
same week a year ago, when th 
manufacturers assembled 173, 
cars. F 


Car production for the first 1 





Chevrolet Pares 
Detroit Quota to 
Curb Bootlegging 


By Robert M. Finlay 
Editorial Director 
QE of the steps taken by Chev- 
rolet to reduce bootlegging is a 
25 percent reduction in the new-car 
quota of the Detroit zone, it was 
learned last week. 

There was no factory confirma- 
tion of this reduction. When 
asked about it, B. A. Koether, 
zone manager, declined comment. 
However, from other sources it 

was learned that factory officials 
are disturbed about the number of 
new cars which turn up on used- 
car lets in various parts of the 
country and which originate with 
Detroit dealers. 
* * a 

Ware there have been reports 

to the contrary, it is under- 
stood that these cars do not 
originate with any one dealership, 
and thus the quota of the entire 
zone was cut. 

A few weeks ago, a group of 
Detroit Chevrolet dealers met 
with zone officials and asked 
relief from what they charged 
were undercutting and bootleg- 
ging tactics. on the part of a 
dealer who was not identified at 
the time. 

Lynn Wertz, general manager of 
Don McCullagh, Inc., the world’s 
largest Chevrolet dealer under one 
roof, called last week to identify 

(Continued on Page 8, Col. 1) 


work days of M irch totalled 449,- 
844 units for an/ average of 26,461 
units per day. i 
maintained thr 

ing five work 

industry will 

mately 582,1 

the month. 


below thé alltime high 
cars assembled during 
ar ago. 


ide car production is 


Motors is running ap- 
tely 7.4 percent behind 
of a year ago; General 
is 8.1 percent off its 55 


of a year ago. 
sler, American Motors and 
ere the only makers to sched- 
roduction increases last week. 
; * * * 

HRYSLER upped its schedules 
to 18,050 cars last week, as 
compared with 16,311 the previous 
week; American Motors jumped 
from 3,749 units a week earlier to 
3,870 last week, and S-P upped its 
projections to 2,971 units last week 

from the 2,742 a week earlier. 
Chrysler Corp.’s increase came 
about through increased sched- 

(Continued on Page 61, Col. 3) 








as a union victory, but the final 
outcome was in dispute. 
J * * cd 
‘(LOS ANGELES, organizers 
ere carrying a big club after a 


ulltime new-car salesmen. 


Voting in Chicago affected 29 
dealerships. After the smoke had 
cleared, 20 were still nonunion, 
but the salesmen at nine dealer- 
ships — including the two with 
the largest employe’ groups, 
Arrowhead Olds Co. and Esser- 
man Motor Sales, Inc. (Dodge- 
Plymouth) — chose representa- 
tion by Chicago Truck Drivers 
Local 705. 


Controversy had been generated 
by proposed procedures for the 
balloting. It finally ended up with 
dealer observers witnessing elec- 
tions at the individual dealerships 
but with no representatives of the 
union on hand for the actual vot- 
ing. 

The votes were counted at 
NLRB’s Chicago headquarters. 

* * = 

WO elections were held in the 

Cleveland area, where Beer & 
Beverage Drivers Local 393, headed 
by John J. Felice, has its sights 
set on organizing nearly 5,000 new 
and used-car salesmen. 

By a 12-1 margin, salesmen at 
Earl Davis Buick, Inc., rebuffed 
the union. 

A few hours later, the union 
issue was put to the 21-man 
sales staff of Central Chevrolet, 
Inc. Twenty ballots were cast, 
but only 18 were counted. On 
this basis, the union won a 10-8 
decision. 

The two ballots which were not 
counted were challenged by the 
union on grounds that the men 
who cast them were supervisors 
and therefore ineligible. If both 
votes opposed the union and a 
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10-10 tie resulted, the union would 
have lost the election. 

The whole situation now will be 
referred to NLRB in Washington 
for determination. 

o * = 
ROFESSIONAL unionists in 
Los Angeles were astonished at 

the turnout of salesmen for a meet- 
ing that had been called with only 
four or five day’s notice. With a 
seating capacity of 780, the conven- 
(Continued on Page 4, Col. 1) 


Liberal Changes 
Are Promised 


Chrysler Dealers 


By Joseph M. Callahan 
Staff Writer 

eS changes and other 
concessions now being prepared 
for Chrysler Corp. dealers will be 
as liberal as those granted to Gen- 
eral Motors Corp. dealers several 

weeks ago. 
Paul Herpolsheimer jr., assistant 


general sales manager of DeSota~ 


division, told Automotive News last 
week: 

“We're certainly going to come 
up with a contract that will be 
competitive in every respect. 
We’ve had all of them (the GM 
dealer concessions) under con- 
sideration. We’re working on 
them right now and we're abso- 
lutely sincere.” 

While MHerpolsheimer naturally 
could not speak for Chrysler, 
Dodge and Plymouth divisions, sev- 
eral factory officials agreed they 
almost would be compelled to equal 
all DeSoto changes. a 

* * . 

HIS isn’t to say that the new 

franchises will be identical. Nor 
will they too closely resemble the 
GM concessions. 
Principal reason for this will 
(Continued on Page 58, Col. 1) 


Auto Credit Called Tight, 
Terrible and Healthy 


AT is the current auto finance 
situation? Dealers and finance 
men give vastly different pictures. 

Dealers say the finance situa- 
tion is extremely tight and is 
holding down the sale of new 
cars. 

Finance men say credit is sound 
and healthy, and that there is 
plenty of finance money available 
but there will be little loosening of 
credit this year. 


Inside Automotive News... 


Battle of the crankshaft—forge vs. foundry. 
Engineering Section highlight, Page 25. 

How are General Motors dealers warring on un- 
ethical sales practices? Page 2. 


William Ullman 


sional hearings. Automotive Washington, 


11. 


plans for new Congres- 
age 


What makes a top salesman? Page 2. 
Court Decisions cites cases involving clean deal- 


ership floors, Page 56. 
and prices, Page 


48. 


Used-car auctions an@ prices are on Pages 6 and 49-53. New-car 
registrations 


Production by makes, 
Page 18. 


EPOSSESSIONS are few in 

relation to the tremendous 
sales of 1955, but those cars which 
do come back represent extremely 
high losses. As a result, customers 
who do let their cars be repossessed 
are viewed as “poison” as far as 
future credit goes. 

Formerly, a bank, finance com- 
pany or a dealer could repossess 
a@ car, fix it up, auction it off and 
escape with a loss of $100 to $200. 
Occasionally, the repossessor even 
made a little money on some of 
the deals. 

But the repossessions in recent 
months regularly have produced 
losses of $600, $700, and $800. The 
lending agencies have begun to 
realize that it takes a good many 
sound deals to make up for one 
“repo.” 

x + x 


(Paces is divided as to exactly 
what kind of a situation was 
produced by the recent rash of 
repossessions. 

Bank and finance com offi- 
cials say the current auto credit 
market is sound and. healthy. They 
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Inside Story from Cream of the Crop... 





What Makes a Top Salesman? 


By W. C. Lockwood 
Staff Writer 
HAT makes a salesman? That 
question has been debated over 
and over. Some say they are born. 
Others insist they have to be de- 
veloped. 

The other day a reporter from 
Automotive News joined a group 
of top Chevrolet salesmen touring 
Detroit to try to find the answer. 

What did he find? Well, he 
found a bunch of fellows that 
looked just like any other bunch 
of fellows. Some were tall, some 
short, some thin, some portly, 
some young, some a little older. 

Actually, they had only one thing 
in common. A good sales record. 

+ * * 
— reporter clambered aboard 
a bus at General Motors Tech- 
nical Center and joinded the gang. 
It was no trouble getting ac- 
quainted. They were an affable sort, 
laughing and enjoying themselves. 

But what do you suppose they 
were talking about? Selling cars. 

“How much do you pay ‘bird 
dogs’?” asked Chicago to the 
crowd in ‘general. 

“Nothing,” snorted New York. 
“Oh, maybe I give their kids a box 
of candy or something. Heck, with 
deals as thin as they are, I can’t 
afford to pay them anything.” 

“All my customers are ‘bird 
dogs’,” said Washington State. 
“They're happy and we keep them 
happy and they tell their friends.” 

* * a 


““7EAH,” rejoined Chicago, “but 


you guys live in smaller 
towns... .” 
“New York is small?” yelped 
New York. 
“Anyway,” said Chicago dog- 


gedly, “it pays me. I pay ’em up 
to $25 a car. Let me tell you 
about the guy that runs a service 
station down on the South Side. 

“Why that guy brought two deals 
up to me. He told his pals ‘this is 
a good deal.’ They signed. Say, it 
was worth something for that guy 
to leave his station and bring those 
deals to me. I paid him.” 

* * od 


z YY,” yelled Virginia, pointing 

out the window at the cars on 

the GM parking lot. “What are all 

those Fords and Plymouths doing 

there?” 

“Know what we did?” asked 

Chicago joyfully and whacked 

ington State on the back. 

e ._Ford has a plant not far 

' fm9m us and we went on their 

ng lot and plastered every 

there with ‘would you takes.’ 

You know what? We sold a lot of 

_@eals. There’s more and more 

Chevrolets popping up on that lot 
all the time.” 

“Hey,” Washington State asked 
the reporter, “what happened to 
used-car prices here in Detroit? 
I went shopping on Livernois 
when I first hit town and they’re 
giving ‘em away compared to 
what we're getting.” 


That started everyone comparing 





j Se . te 
Fighting Phony Deals— 

Pat Neelands models a “phony deal ear 
protector” designed to focus attention on 
the allout fight launched by the Oakland 
(Calif.}) Zone Chevrolet Dealers Assn. to 
protect the public from false claims and 
fake discounts. The association's 164 
members, located in Northern California 
and Nevada, are cautioning new-car 
buyers to check the “cash difference” 
before buying any new car. 








used-car prices in their areas. Then 
the bus started to pass some deal- 
erships. Silence. Necks craned look- 
ing them over. 

“What a heck of a way to mer- 
chandise used cars,” one muttered. 
“If we did it that way, we’d starve.” 

* * * 


zA* THE hotel, the salesmen split 
up in groups in various rooms 
waiting for dinner. What did they 
talk about? Selling cars. 

What’s the most important thing 
about selling cars? 

“Work,” said New York. “I eat 
and dream selling cars. You know 
what? I always dream of selling 
a red car. Wonder why?” 

“Lots of friends,” said Washing- 
ton State. 

“Closing,” said Alabama. 

“Yeah,” said Texas, “but you got 
to get the prospect before you can 
close him.” 

“Some people talk too much,” 
said New York. “We had a rookie 
on the floor and he yaps-yaps all 
the time. One day I saw him talk a 
guy out of a deal. I walked up to 
him and said: ‘Samson killed a 
thousand guys with the jawbone of 
an ass. The same thing in this busi- | 
ness will kill a thousand sales.’” 

* * * 
. E HAD a young guy start 
with us and he was a nice 


Packard Prices 


2 ‘Executives’ 


DETROIT. — Company officials 
disclosed last week that the cars 
in the new Packard Executive 
series would be priced at $3,465 for 
the four-door sedan and $3,560 for 
the two-door hardtop. The 
advertised-delivered prices include 
automatic transmission as _ stand- 
ard equipment. 

Packard-Clipper dealers will in- 
troduce the new models to the 
public Apr. 9. 

Heretofore in the 1956 model | 
run, cars bearing the Packard 
nameplate had all been in the 
$4,000-and-up class. The new 
models will bridge a price gap 
between the medium-priced Clip- 
pers and the high-priced Packards. 








guy, real earnest. But he had a bad 
habit of saying to a customer ‘T’d 
like to sell you this car.’ I told 
him and told him never to say the 
word ‘sell’. It scares ’em. Finally 
he got it through his head, stopped 
saying it and started to sell,” said 
Washington State. 

“Yeah,” said another, “and these 
factory guys that never sold a car 
give me a pain. One time we had 
a rookie DM (district manager) out 
at our place and he was working 
with me, 

“I closed 40-45 deals that 
month. (It was April or May and 
I was clicking). He said to me 
‘just luck.’ Yeah, I said, and it 

seems that everytime I’m lucky, 
I’m working like hell.” 

They went downstairs to dinner. 
Art Baker, Chevrolet’s silver-haired 
salesman on TV, was displaying 
quite a melodious singing voice. A 
trio was playing. Some salesmen 
joined in. The others looked around 
for awhile, then split up in little 
groups. What were they talking 
about? Selling cars. 

* * * 


_—— big shots get me down,” | 


said New York. “Me. I never 


let them bother me. Let me tell) 
you about the time I cracked a} 


fleet account that’s been my baby 
ever since. 


“I spotted the guy’s trucks and 
then found out where his office 
was. I went in, gave my card to 
the gal and sat down. In about 
two seconds she was back. With 
my card. Said the boss couldn’t see 
me. 


“I took one look at the card 


and got mad. The least the buz- | 


zard could’ve done was to do me 

the courtesy of keeping it. I 
waited until the gal sat down, 
then I bounced in the guy’s of- 
fice. 

“I tossed the card on his desk. 
He looked up, surprised. I said: 
‘Look, this didn’t cost me a dime, 
buddy. You can have it.’ I wheeled 
around and started to get out. ‘Wait 
a minute,’ he yelled. You got more 

(Continued on Page 6, Col. 1) 


GM Dealers Push Drive 
Against Misleading Ads 


ENERAL MOTORS dealers 

across the country are embrac- 
ing Harlow H. Curtice’s edict to 
wipe out misleading advertising 
and eliminate price packs. 

Many individual dealerships 
and dealer groups have found 
that an effective way to promote 
the campaign is to publish price 
lists and to remind customers 
continually that the cash differ- 
ence is the most important figure 
in any automobile purchase. 

The dealers realize, of course, 
that any attempt to fix prices in 


a given area would be frowned | 


upon by the Federal Government, 
but they have found that by add- 
ing transportation and local service 
charges to the factory suggested 
advertised delivered price, they can 
arrive at a more-or-less standard 
dealer-delivered price. 
od + * 
ie ALBUQUERQUE, N. M.,, 
General Motors dealers combined 
to list delivered-in-Albuquerque 
prices of all their 1956 models. 
They pledged: “We will not 





inflate the price of a new car above 


factory suggested price in order to 


mislead you by an inflated used- 


* |car allowance or discount.” 


They stressed that purchase of 
additional accessories is at the 
buyer’s option and emphasized 
their “difference” formula: “Low 
delivered price minus fair trade- 
in value equals lowest net cost.” 
The ad was signed by Darwin 


Kissin’ Cousin? 

DETROIT. — Warren Avis 
(Ford) parked his car on the park- 
ing lot of the Country Club and 
some inconsiderate person bor- 
rowed it. However, police soon 
reported to Avis that the car had 
been found, unharmed. The car? 
Oh, it was a 1956 Eldorado Cadillac. | 


Buick Co., Oden Chevrolet, Inc., 
Galles Motor (Oldsmobile-Cadillac) 
and Chief Pontiac. 


* * * 


N CALIFORNIA, the Oakland 


Zone Chevrolet Dealers Assn. is 


running a series of advertisements 
designed to protect the public from 
false claims and fake discounts. 

One ad warns buyers not to 
be tempted by the bait of phony 
tradein allowances and declares, 
“Be sure to check the cash differ- 
ence before you make a deal for 
a new car ... Remember, your 
Chevrolet dealer gives you all the 
facts and backs up every deal 
he makes.” 

Southern California Oldsmobile 
dealers have adopted an advertis- 
ing code of ethics which bans 
certain deceptive words and ex- 

(Continued on Page 59, Col. 2) 





| in sales in 1955. 





In Factory Reports .. . 


| 


issued new reports on 
Among them 


jers have 
| sales performances. 


| are: 


Lincoln 
Lincoln dealers sold more cars in 
lthe first 10 days of March than in 
any such period in history, accord- 


| sales manager. 
“It was the fifth consecutive 


| record January and February sales, 
it puts Lincoln well within reach of 
the best first quarter in its 34-year 
history.” 

| Sales in the 10-day totalled 1,269 
|units. This was 27 percent greater 
| than a year ago and exceeded the 
|old record of 1,102 units sold in the 
| first 10 days of March, 1949. 


Willys 





| four-wheel-drive commercial vehi- 
cles almost doubled those of other 
|}commercial cars in 11 Western 
|states during 1955, according to 


|Hickman Price jr., sales vice- 
| president. 
Willys had a registration in- 


crease of 56 percent over the previ- 
|ous year, while the industry as a 
|whole increased only 30 percent in 
|the 11-state area, he said. 

| Leading in the Jeep sales in- 
Willys commercial car growth of 
72 percent. The industry showed a 
38 percent growth in the state dur- 
ing the year. 

Other leading Willys increases 
by states were Nevada, 70 percent; 
Arizona, 67 percent; New Mexico, 
58 percent; Colorado, 57 percent; 
Idaho, 56 percent; Montana, 52 
percent; Washington, 49 percent; 





Business Barometer 


Auto Production — 155,716 cars, 
truckss in week vs. 203,871 year ago. 

Business Failures — 300 in week 
vs. 226 year before. 

Department Store Sales — Up 7 
percent from year before. 

Freight Loadings — 697,601 cars 
in week, an increase of 35,318 cars 
from year before. 

Gasoline Stocks — 194,928,000 
barrels, an increase of 741,000 barrels 
in week. 

New-Car Registrations — 498,- 
870 in 1956 to date vs. 507,865 year 
before. 

New-Truck Registrations — 83,- 
060 in 1956 to date vs. 76,253 year 
before. 

Oil Stocks — 255,993,000 barrels, 
a decline of 2,094,000 barrels in week. 

Soft Coal Output — 9,520,000 


tons “estimated in week vs. 8,404,000 
tons year earlier. 

Steel Output — 99.4 percent of 
100.6 percent 


capacity estimated vs. 
week earlier. 
Used-Car Prices —$877 average 
in March to date vs. $873 in February. 
Wholesale Prices — 112.5 per- 
cent on the 1947-49 index vs. 112.4 


week earlier. 
>< 


Common Stocks 
March March 1955-1956 
21 7 High Low 
7% «8% 13% 
775 78% 101% 
60% 61% 

47% 47% 

BY. 9% 


40.30 41% 


Am. Motors 
Chrysler 





Average 





| ing to Henry B. Daniels, general | 


record-breaking 10-day sales pe- | 
| riod,” Daniels said. “Coupled with | 


| Registration increases of Willys | 


crease was California, which had a | 


Chevrolet's Top-Ranking Retail Salesmen— 


Ranked as Chevrolet's top salesmen, this quartet was honored in Detroit along 
with 44 others as the elite of the company’s 25,000 salesmen. 
their national ranking, are John P. Haggerty, Ferrell-Hick Chevrolet, Inc., Chicago; 
Stanley E. Reedman, Reedman Motors, Levittown, Pa.; Leonard H. Young, Southern 
| Chevrolet, Decatur, Ga., and James E. Kelley, Don Allen Chevrolet, Inc., Miami. 
| Chevrolet estimated that the 48 salesmen accounted for approximately $40 million 


From left, in order of 


March Sales Rise Noted 


| DETROIT. — Auto manufactur- 





| Utah, 42 perceat; Oregon, 36 per- 
;}cent, and Wyoming, 35 percent. 


Oldsmobile 


January registrations gave Olds- 
mobile 8.5 percent of the new-car 
market compared to 8.2 percent for 
all of 1955, according to Jack F. 
Wolfram, Oldsmobile general man- 
ager. 

He added that dealer used-car 
isales for the first two months of 
(Continued on Page 59, Col. 1) 





Boyd Replaces 
| VanDerzee in 


Hudson Sales 


DETROIT. — Virgil E. Boyd, 43, 
|has been appointed general sales 
manager of Hudson, replacing N. 
K. VanDerzee, former sales vice- 
president, who hon inne. 





V. E. Boyd 


N. K. VanDerzee 


Boyd had been serving as assist- 


Romney, president of American 
Motors Corp. 


For seven years prior to his re- 
turn to AMC in July, 1954, Boyd 
was an automobile dealer in Sioux 
City, Ia. and Alliance, Neb. As 
a dealer in 1953, Boyd served as 
NADA line committee chairman 
| for Nebraska. 


| Boyd entered the auto business 
}in 1931, becoming assistant ac- 
|counting manager for General Mo- 
tors Acceptance Corp. Most of his 
25 years in the industry has been 
in sales, and 12 of those years were 
with AMC and its’ predecessor, 
Nash-Kelvinator. 


| His experience at AMC includes 
| office manager and car distributor 
|at the branch office in Omaha, dis- 

trict manager in Kansas City, 
| assistant to the general sales man- 

ager and office manager at the 
| company’s central office in Detroit. 


GM, That's Who 


| DETROIT. The editors of 
|Who’s Who in America have 
jawarded to General Motors their 
|first “Citation for Corporate Edu- 
cational Philanthropy” in recogni- 
tion of GM’s $2 million annual pro- 
|gram of scholarships to students 
|and grants to colleges. 
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Dealers tell me 


By John O. Munn 


URING the last NADA direc- 

tors’ meeting a committee was 
appointed to investigate coopera- 
tive purchasing on a national basis. 
In other words, buying supplies 
and merchandise that is not fur- 
nished by automobile manufac- 
turers but is used or sold by au- 
tomobile dealers in major quanti- 
ties. This would include _ such 
items as tires, lubricants, oil, bat- 
teries, piston rings, spark plugs, 
etc. 

An outstanding committee was 
appointed, the chairman of 
which is NADA president Carl 
Fribley. Members include Frank 
Yarnell, Charles Freed, Robert 
Armacost, all past presidents, to 
gether with four other directors, 
one coming from each section of 
the country, as well as Frederick 
J. Bell, NADA executive vice- 
president, and Al Norman jr., 


Objectives Listed 
For Montana 
Dealer Group 


HELENA, Mont. — R. J. Hilger, 
president, Montana Automobile 
Dealers Assn., in a report to the 
membership, has outlined phases 
of the group’s program. 

He said a policy meeting was 
held to chart these objectives. 

Among the topics discussed were 
a safety program and all phases of 
teen-age driver education. Also on 
the agenda is a publicity campaign 
to create better customer-dealer 
understanding. 

Hilger said more interest should 
be created in legislation and candi- 
dates on local, state and national 
levels. These matters, Hilger said, 
are now in the formative stage 
and will not necessarily be com- 
pleted within the year. 

“Dealers who will give a little 
time to the association will be 
selected to head up these important 
functions,” said Hilger. 


R.L. Bill Would Cut 


Finance Profits 


PROVIDENCE. — A bill aimed 
at curbing profits in the financing 
of used cars has been introduced 
in the Rhode Island Legislature by 
Rep. Thomas W. Pearlman. 

The measure would reduce from 
30 to 6 percent the legal interest 
and service charge on loans ex- 
ceeding $50, excepting loans under 
$300 made by small-loan companies. 

Pearlman said finance compa- 
nies in the used-car field include 
insurance and other charges to the 
purchaser, who doesn’t realize he 
is paying as high as 30 percent on 
the unpaid portion of the sale price. 
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chairman of the Young Execu- 
tives Group. 

A committee made up of these 
outstanding people with mature 
judgment and much experience 
will without question eventually 
come up with the proper ‘recom- 
mendation. It is certainly always 
in order to investigate any method 
or activity that can be initiated to 
benefit members or add to the as- 
sociation income. 


There is no doubt that there 
are many existing suppliers of 
such merchandise who, lacking 
national distribution, would offer 
extremely advantageous terms to 
acquire such distribution, almost 
over night, under this auspice. 

There are also large manufac- 
turers who would be glad to add a 
special NADA brand to their cur- 
rent merchandise and gain this 
additional distribution. Most any 
manufacturer would be glad to 
gain duplicate national distribution 
of a new line of merchandise to 
compete with their brand-name 
products now sold through other 
outlets. In either case there isn’t 
any question that merchandise of 
the same high quality as is already 
sold in the field can be obtained 
through either of these two sources. 

x a * 


Question of Goodwill 


UT we in this trade — auto- 

mobile dealers—-need friends. 
Isn’t there a question but what 
the goodwill of the many excellent 
suppliers now in the field is worth 
more to us as a group than the 
profit to be returned either to the 
association or to the dealer by 
entering the cooperative purchas- 
ing field? 

It is purely on the basis of 
maintaining this goodwill from 
the current suppliers that the 
most careful investigation should 
be made. The field doesn’t lack 
high-quality products. 

There is no want of merchandise. 
Supplies are already stocked. Many 
of them are warehoused and readily 
available in all sections of the 
country. Competition already in 
the field assures high quality and 
low prices. The experiences of 
some of the state and local as- 
sociations in cooperative buying 
have not been very encouraging. 

We, as dealers, have always been 
concerned about the cooperative 
purchase schemes that have de- 
veloped in our field. Such attempts 
have always been discouraged by 
members of this trade. Can we in 
good taste form a buying syndi- 
cate for ourselves? 
* * ~ 


Shoe on Other Foot 


I AM NOT suggesting that the 
various industries, with which 
the NADA would compete, would 
retaliate. But following the same 
logic there would be nothing to 
prevent them setting up organiza- 
tions to buy automobiles at whole- 
sale. Or it wouldn’t be a stretch 
of the imagination to see every 
filling station turned into a used- 
car lot. 

These observations are merely 
to acquaint you with some reac- 
tions as to what may lay in store 
if the committee should take 
affirmative action. I am sure that 
in the process of making the inves- 
tigations the committee will re- 
quest dealers’ opinions. 

I am certain, too, that the 
committee expects you to give 
deep consideration to all the 
ramifications of such a program 
before giving your answer. 


I am for the survey. Conditions 
are constantly changing. We must 
always remain alert. We most cer- 
tainly need to look into any situ- 
ation or opportunity to improve 
dealer profit or serve customers 
more efficiently, more satisfacto- 
rily, more promptly and more eco- 
nomically. 


The investigation is in safe 
hands with these appointed leaders. 
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St. Louis BBB Adopts 


Correction Plan for Ads 


ST. LOUIS. — The Better Bus- 
iness Bureau has adopted a cor- 
rection plan to put teeth in its 
set of standards governing auto 
advertising. The bureat: will ask 
media to deny advertising space 
to firms which refuse to comply 
with the program. 


Under the correction plan, ad- 
vertisers who violate the set of 
standards will be asked to pub- 
lish a correction which gives 
the original misleading state- 
ment, followed by an accurate 
description of the article adver- 
tised and an offer of refunds to 
dissatisfied purchasers and/or a 
pledge that such inaccuracies 
will not recur. 











California Dealers Hear Monroney, Too... 





Ford’s Statement 
Disappoints Bell 


By Leon Pinkson 
Staff Correspondent 

SAN FRANCISCO. — Frederick 
J. Bell, NADA _ executive vice- 
president, has reported that he 
was “most disappointed” in the 
statement of Henry Ford II before 
the Senate hearing on auto mar- 
keting practices. 

Bell told a meeting of the 
Northern California Motor Car 
Dealers Assn. here that the state- 
ment did not indicate that the 





Lead Dealers in Northern California— 


Newly elected officers of the Northern California Motor Car Dealers Assn. are, from 
left, A. J. Schilder (Ford), Ukiah, treasurer; Arthur H. Kenny (Chevrolet), Vallejo, presi- 
dent; Ferris Miles, Redwood City, vice-president, and Amos T. Crowl, association man- 
ager. Joseph Buchanan (Oldsmobile-Cadillac), Hayward, is the new secretary. 





WASHINGTON. — NADA’s first 
Working Conference for car and 
truck dealers will open Apr. 27 in 
New York City’s Roosevelt Hotel. 

Attendance will be limited to 
500 northeast dealers, but with 
similar meetings being planned for 
other areas. 

Purpose of the conference, ac- 
cording to NADA, is to give 
dealers a chance to exchange 
ideas and experience, learn how 
to serve the public better and still 
realize a greater profit in their 
dealership activities. 

The trade association believes the 
limited attendance will assure 

greater participation by each dealer 


Blitz Ads Bother 
NADA, Congress, 
Miami Unit Told 


MIAMI. — Both NADA and con- 
gressional probers are deeply con- 
cerned about misleading and un- 
ethical automotive advertising, the 
Miami Automobile Dealers Assn. 
was told at its March meeting. 
Miami has had its share of blitz 
ads and wild offers. 

Charles B. Tutan (Dodge- 
Plymouth), state NADA director, 
told the dealers, “We better put 
our house in order or something is 
likely to happen.” 

Tutan played recordings of 
speeches delivered at the NADA 
convention by executive vice- 
president Frederick J. Bell and 
Senators Joseph C. O’Mahoney and 
A. S. Mike Monroney. 


Marietta (O.) Dealers 
Give Reins to Stewart 
MARIETTA, O, — The Marietta 
Automobile Dealers Assn. has 
elected William Stewart president. 
Vice-President is Francis Sum- 





Muriel Griffiths. 


NADA Slates Conference 


500 Northeast Dealers to Trade Ideas 
On Public Service, Profits 





and give each participant a chance 
to air his particular question. 

A highlight of the conference will 
be an address by Frederick J. Bell, 
NADA _ executive vice-president. 
Bell will discuss recent changes in 
factory-dealer relations and how 
they affect the future of the auto- 
mobile dealer. 

The conference also will em- 
phasize matters relating to em- 
ploye representative groups. 
John Fitzgerald, Danbury, Conn., 
and A. C. Hine, Hartford, Conn., 
will present examples of how 
employers have dealt success- 
fully with such groups. 

In announcing the conference, 
William Frame (Chevrolet), Mine- 
ola, N. Y., chairman of NADA’s 
business management committee, 
said: “Both the public and the 
dealer will benefit from these con- 
ferences because they will result 
in more efficient service to the 
public and ways for increased 
profits for the dealers through 
sound selling.” 








Dealer Aids Polio Campaign— 
There was no room for cars at Junction City Motor Co. (Chevrolet), Junction City, 
mers and secretary-treasurer is/| Ore., when the town turned out for the annual “Polio Feed Day.” The all-day event, 


necessary steps to satisfy dealer 
demands were being taken. 

However, Bell expressed con- 
fidence that Ford would change 
the present policy “when he 
realizes how deep dealer feeling 
i.” 

Senator A. S. Mike Monroney, 
Oklahoma Democrat and chairman 
of the subcommittee hearing, told 
the dealers that “supermarket” 
operations in the auto field would 
take over unless the trend which 
sees dealers earning 1.73 percent 
on investment while manufacturers 
earn more than 15 percent is re- 
versed. 

Monroney ‘said that when these 
“supermarkets” collapsed — as he 
felt sure they would—-then “chain” 
operators would take over and 
monopoly would then be in view. 
The whole auto industry would 
then be in the hands of a very few 
men. 

The senator said the aim of his 
subcommittee was. to preserve 
small businessmen ard local eco- 
nomic opportunity. 

Bell said that NADA does not 
want government control of the 
industry but dealers do want legis- 
lation which will give them a legal 
status in court so that they are 
no longer at the mercy of a few 
men who happen to be in power at 
the factories. 


Investigations of Congress, 
with the aid of NADA, Bell said, 
had resulted in such major policy 
shifts as General Motors Corp.’s 
appointment of Ivan L. Wiles to 
handle dealer operations. 

He said NADA was forced to go 
to Congress for help when manu- 
facturing leaders turned a deaf ear 
to dealer demands for a cleanup of 
such things as bootlegging, lack of 
contract security, phantom freight, 
etc. 

Bell reported, as did Senator 
Monroney, that as a result of 
dealer activities, phantom freight 
largely has been eliminated. Bell 
placed the savings to auto buyers 
at $300 million. 

Monroney placed emphasis on 
his point that the subcommittee 
was not for either the dealer or 
the manufacturer. He said the 
hearing, now in recess, was being 
conducted because the industry as 
a whole is the largest single eco- 
nomic factor in the U. S. economy. 

The senator said that some- 
where along the line, GM, Ford 
and Chrysler forgot that the 

(Continued on Page 61, Col. 4) 


Scranton Dealers 


Map Ad Cleanup 


SCRANTON, Pa. — Ways and 
means of preventing misleading 
advertising were discussed by the 
Scranton New Car Dealers Assn. 
at a meeting in the Scranton Club. 

Gimmicks and comeons were 
particularly criticized. 

Members also discussed plans to 
participate in the national safety 
campaign in May. 


| sponsored by the city's businessmen, netted $51,504. 
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Salesmen Sought in Big Cities... 
Unionizing Pace Increases 


(Continued from Page 1) 


tion hall of Embassy Auditorium 
was filled to overflowing, it was 
said. 

An auto salesmen’s division 
was formed within Retail Clerks 
Local 777, and an executive com- 
mittee was named to start draft- 
ing a program that eventually 
would lead to bargaining with 
franchised dealerships. 

However, some Los Angeles 
dealers minimized the movement. 
They said that with the new Sun- 
day closing of dealerships and 
additional benefits granted to sales- 
men, there was little likelihood for 
large-scale success of the unioni- 
zation drive. 

There were reports, also, that 
only 77 salesmen actually joined 
the union at the rally. 

” a * 

ERSCHEL WOMACK, secretary 

of the union, said the meeting 

was “one of the most amazing 
phenomena in organized labor that 
I have seen.” 

“What started out as a meet- 
ing intended to exchange ideas,” 
Womack said, “got caught in a 
stampede that wound up with a 
going organization that is now 
in a position to win for the auto- 


Terms Unsound, 
Bell Declares at 
Credit Conference 


ST. LOUIS. — Frederick J. Bell, 
NADA executive vice-president, de- 
clared last week that auto dealers 
are selling on terms they know to 
be unsound and “not in the public 
interest.” 

Bell, speaking before the Na- 
tional Installment Credit Confer- 
ence, said the practice must be 
stopped. 

“T think it is on the way to being 
stopped now,” he added. 

Bell charged that certain com- 
mercial banks are lax in not tak- 
ing the trouble to discover the 
actual value of autos on which they 
lend money. 

According to Bell, “we in the 
auto industry have had our little 
binge and the headache is severe, 
but the hangover will subside and 
when it does I hope we all get back 
on the wagon and stay there.” 

Bell said dealers across the coun- 
try had told him that they are 
aware that the terms they have 
been selling on are unsound. 


Enka Cuts Nylon Price 


NEW YORK.— American Enka 
Corp. has announced reductions in 
the price of Nylenka (Type 6 
nylon) filament yarns. These re- 
ductions are in line with recent 
changes in competitive nylon 
prices, according to C. C. Bassett 
jr.. general sales manager. The 
cuts range from $6 to $5 a pound 
for 15-denier nylon and from $1.48 
to $1.30 a pound for 8&40-denier 
high tenacity nylon. 


S 
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mobile salesmen what they have 

coming to them from their 

profession, guaranteed by a 
collective-bargaining contract. 

“There were no dissenting voices 
in the crowd. The enthusiasm 
went through the salesmen’s group 
when they realized that their sta- 
bility and security were within 
reach.” 

One of the speakers at the rally 
was John P. Philpott, of San 
Francisco, southwest division di- 
rector of organization of the Retail 
Clerks International Assn, Philpott 
served as first president of the 
Oakland (Calif.) auto salesmen’s 
local in 1937. 

* » * 

OSEPH T. DE SILVA, executive 

secretary of Retail Clerks Local 
770, comprised of food and drug 
clerks in Los Angeles County, told 
of gains won through joint effort, 
climaxed by the recent 39-cent 
hourly package for food employes. 
Help of the largest Retail Clerks 
local in the nation was promised 
the auto salesmen. 

Meantime, in turning down an 
appeal brought by Stoddard- 
Wendle Motor Co. (Ford), Spo- 
kane, the Washington State Su- 
preme Court ruled that state 
courts had no jurisdiction in 
disputes arising from peaceful 
picketing of firms engaged in 
interstate commerce. 

The decision referred specifically 
to cases where picketing was in- 
tended to induce employes to join 
a union. 

The court held that jurisdiction 
rested with NLRB and that 
Stoddard-Wendle’s more than $100,- 
000 in out-of-state business placed 
the company in interstate com- 
merce, 

* 7 2 

T= dealership was picketed last 

year by the Automotive Ma- 
chinists Union and the Spokane 
Automotive Trades Council. At the 
time, none of its 82 employes 
belonged to any of the unions 
involved. 


The pickets appeared in the 


Runner-U p First 


busy new-model announcement 
season and handed out “we do 
not patronize” leaflets. Another 
Ford dealership in Spokane is 
completely unionized. 


Stoddard-Wendle obtained a % 


temporary injunction to halt the 
picketing, but then the wives of 
pickets showed up, carrying the 
same signs and distributing identi- 
cal literature. 


Picketing was discontinued pend- 
ing the company’s appeal of a 
Spokane court ruling dissolving 
the injunction on grounds that a 
decision rested with NLRB. 


* * * 


Westinghouse Walkout 
Ends After 156 Days 


WASHINGTON. — A _ 156-day 
strike that cost untold millions of 
doliars in wages and- business 
ended last week when Westing- 
house Electric Corp. and the 
International Union of Electrical 
Workers came to terms. 


The union, representing 44,000 
Westinghouse workers, approved 
a settlement based on a plan pro- 
posed by Government mediators. 
Basically, a new five-year contract 
gives workers an annual pay hike 
of 5 to 22 cents an hour. 

An early agreement along similar 
lines was predicted in a strike of 
10,000 Westinghouse employes who 
belong to another union, the 
United Electrical Workers. 

* © 


‘Right-to-Work’ Laws 
Under Fire in House 

WASHINGTON. — Rep. John D. 
Dingell jr., Michigan Democrat, 
last week introduced a bill to re- 
peal the Taft-Hartley Act provision 
which authorizes states to pass 
“right-to-work” laws. 

Dingell said such laws were im- 
moral. He said they forced workers 
to accept conditions of employment 
without the benefit of union protec- 
tion. 


uarter? .. 





Sales Near 1,500,000 


(Continued from Page 1) 


good prospect for alltime high | percent sales is regarded as the 


difficulties,” said one dealer 
spokesman last week. 


The ending of the first quarter 
will also mark one of the best used- 
car winter seasons in recent years, 
particularly at the wholesale level. 

New peaks of activity were 
reached last week in the auction 
arenas, according to reports reach- 


ing Automotive News. 
* *® * 


A FLAT 79 percent of all con- 
signments went home with new 
owners last week—the highest sales 
ratio recorded in five years. Sixty 





Bridgeport Independents Elect Officers— 


Newly elected officers of the Greater Bridgeport (Conn.) Car Dealers, Inc., are, from 
left, seated, Peter DiNardo, recording secretary; Matthew B. Katz, president, and 
Vincent Anthony, second vice-president. Standing: Gus Salvaggio, treasurer; Carmen 
Dragone, vice-president, and Nicholas Baranowsky, financial secretary. 





norm in most auctions. 


The brisk bidding also resulted 
in good price performance, with 
a pickup noted particularly on 
late models, which have recovered 
smartly in the past two weeks 
after an earlier sag. 


The overall average price of 
all cars sold at wholesale auction 
last week stood at $877, an in- 
crease of $3 over the previous 
week, which in turn was $9 higher 
than the week before that. 

The average price of ’56s went 
up $17 to $2,262, while 55s gained 
$18 to $1,628 and ’53s advanced $3 


3 | to $755. 


Price declines were as follows: 
52s, down $4 to $507; ’51s, down $4 
to $346; ’49s, down $4 to $183, and 
’54s, down $6 to $1,092. 


Romney Denies 


AMC Big Cars 


|\To Be Dropped 


DETROIT. — George Romney, 
president, American Motors Corp., 
has denied reports that AMC would 
drop its Nash and Hudson big cars 
in 1958 and substitute a new line 
of “Super Ramblers.” 

Romney said the report was car- 
ried in a Wall Street Journal story 
which contained “misstatements 
and misrepresentations.” , 

Among the other points with 
which Romney took issue was a 
statement regarding AMC’s intro- 
duction of 1957 models. According 
to the American Motors president, 
the Journal said the cars are “due 
‘ after all other 1957 models 
bow.” 

This, Romney said, is “completely 
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Ground-breaking ceremonies were held last Friday (March 23) at this 200-acre 
site at Rosemead and Washington Bivds., 14 miles from downtown Los Angeles, for 
Mercury's new multimillion-dollar plant. Scheduled to start production in June, 1957, 
the plant will be capable of producing 175,000 cars a year. It will be the second 
largest in floor area of Mercury's five plants. 





Sales Pick Up 


in Boston; 


Unit Profits Remain Low 


By Harry Stanton 
Staff Correspondent 

BOSTON.— The used-car market 
has been better than anticipated 
and new-car sales have begun to 
pick up in the Boston area, accord- 
ing to key dealers here. 

The complaint is general, how- 
ever, that unit profits have con- 





UAW’s Assets Double, 


Reach $39 Million 


DETROIT.—The UAW, which 
will mark the 20th anniversary 
of its birth the last week of April, 
reported last week that its net 
worth had nearly doubled within 
a@ year. 

Assets at the end of 1955 were 
put at $39,405,360.61, compared 
with §20,083,455.71 at the end 
of 1954. Much of the increase was 
due to a $5 boost in dues for four 
months of last year. 

The union’s strike fund at the 
end of 1955 was reported at $26,- 
874,960.69, up from $7,254,978.35 
a year earlier. Membership for 
the same periods was 1,328,634 


as against 1,239,171. 





Mr. DeSoto— 


One of the original DeSoto dealers, 
George W. Byers, board chairman, George 
Byers Sons, Inc., Columbus, was acclaimed 
“Mr. DeSoto of 1956" by fellow dealers 
at a DeSoto-dealer forum in New York. 
Organized as a livery stable in 1897, the 
dealership has retail outlets in Columbus, 
Cincinnati and Louisville. In addition, the 
Byers wholesale operation services 68 


inaccurate.” It was, he added, “very | associate dealers in the Ohio-Kentucky 


damaging to our business.” 


area. 


tinued to be low, reflecting 

intensely competitive selling. 

Some dealers added that service 

absorption percentages also are 
down. 

Customers still are highly selec- 
tive and their demands for particu- 
lar color and upholstery combina- 
tions and mechanical features often 
force dealers to order cars despite 
high inventories. 

An exceptionally good winter has 
been reported by Nishan Atamian, 
Boston Nash Co., who said his 
sales of new Ramblers in January 
and February were more than 
double the figure reached for the 
same period last year. 

Loren White, Clark & White, 
Inc. (Lincoln-Mercury), said all 
15 Continentals he has received 
have been sold and that none of 
the buyers changed their minds 
after ordering them. 

He added that the Mercury 
Medalist is very popular with his 
customers. 


$29,705,093 Loss 
Reported by S-P 
For Last Year 


DETROIT. — Studebaker-Pack- 
ard has reported a net loss of $29,- 
705,093 for 1955, after year-end 
credit adjustments, special tax 
credits and net gains on sales of 
property. 

A year ago, its report for 1954 
showed a net loss of $26,178,315 for 
1954. 

Working capital as of Dec. 31 
was $54,793,411. 

The report said that operations 
so far in 1956 have been conducted 
with considerable losses. 

“This is very disappointing,” the 
report said, “in the light of the 
progress made in 1955 in product 
improvements, in the reduction of 
manufacturing costs ... and in 
bringing to competitive efficiency 
Packard facilities. .. .” 

Factory sales to dealers so far 
this year, the report said, also have 
been disappointing, due in part to 
record inventories of unsold cars 
with which the industry entered 
the new year. 

The report placed total consoli- 
dated sales in 1955 at $480,006,110. 
No comparable figures for the pre- 
vious year were given, the report 
said, because 1955 was the first full 
year of the company’s operations 
following the combination of Pack- 
ard and Studebaker in September, 
1954. However, a year ago S-P re- 
ported net sales of $222,305,553 for 
1954. 

The report noted that factory 
sales of Studebaker cars and trucks 
in 1955 totalled 138,472 units, com- 
pared with 113,920 in 1954. Packard 
and Clipper sales totalled 62,595 
units, compared with 32,856 in 1954. 
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: NOW’S THE TIME TO MAKE ’EM MOVE | 
e LER LP EPS PEER EPEAT j 
Springtime is used car time. And here’s help in getting those unsold units on the road—fast. 
; Associates’ Prompt-Action Used Car Sales Plan gives you complete one-stop finance 
and insurance service that fills every buyer requirement right at the time of the sale. 
It puts you in control. It gives you every tool to close the sale without letting the buyer 
P go shopping for finance and insurance—and maybe get lost. It gives you fast okays 
i 
t on credit, a simplified plan that is quick and easy to use, a complete finance and 
4 - ° { 
r insurance package wrapped up and ready to deliver as a sales clincher! Get set now. 
1 $ 
: Line up auto finance specialists on your side. Just call your nearest Associates office. 
i ' 
e : 
e ; 
: 
f ; 
; : 
’ | 
;' } 
B 3 
: 
s : 
3 Tht, Old Ste Aiyfe.. | 
} 
: “If you can‘t move used cars in the 
l spring, you can’t move used cars.” 
3 





(The Old Sage is a composite of all the 
successful dealers we've known in over 
a third of a century in the field.) Associates Investment Company 


Associates Discount Corporation 
Emmceo Insurance Company 
South Bend, Indiana 
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Inside Story from Cream of the Crop... 


What Makes a Top Salesman? 


(Continued from Page 2) 
guts than brains, I like that.’ He’s 
been my account ever since.” 


* * * 
HEY trooped in to dinner. 
Marched by the buffet, filled 


their plates, then filled the seats 
at the tables. Conversation hum- 
med through the room. What were 
they talking about? Selling cars. 
Frank Miles, Heflin, Ala. (21 
years old, the youngest man there 
and a car salesman for six years), 
Allan E. Denton, Cheney, Wash., 








George Walker, Houston, Tex., and 
Ralph Gatto, Katonah, N. Y., all 
found themselves at one table. 
“Look,” said Denton. “Suppose 
the bunch of us right here started 
a dealership. We’d do nothing 
but sell cars. Hire a sharp gen- 
eral manager to run the shop 
and push the absorption high as 
the sky, run the parts depart- 
ment and stuff like that. What'd 
we do?” 
They all looked at each other. 
“Man, we'd tear up the whole 





state,” said “Tex” Walker. 

They all agreed. (One thing, it 
seems that nearly all salesmen 
would like to be dealers. Although 
some of this top crew were con- 
vinced they’re making more money 
than their bosses in these days of 
the “thin deal”). 

“It'd have to be big,” said Gatto. 


“Big, wide and handsome,” agreed | 


Miles. 
“Boy,” Denton beamed at his 
990 


pals. “What a crew we'd make! 


PLEXIGLAS signs 
stay bright for years. User says— 
“not one iota of color deterioration” 
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Chemicals for Industry 


‘ROHM & HAAS 


COMPANY 


Canadian distributor: 


Crystal Glass & Plastics, Ltd., 130 Queen’s 


By the way, you got any idea 
what makes a salesman? 
oa * am 


Chevrolet’s Sales Elite 


Elect National Officers 

DETROIT. — Chevrolet’s top 48 
salesmen have winged their sepa- 
rate ways home after their annual 
pilgrimage here to tour the fac- 
tories and see how the cars they 
sell are manufactured. 

Forty-two of the men are zone 
presidents of the Chevrolet 50-100 
Car Club and six were honored as 
leading .the field in fleet sales. 

John P. Haggerty, 28, Ferrell- 
Hick Chevrolet, Inc., Chicago, was 
| selected as national president based 








PLEXIGLAS is @ trademark, 
Reg. U.S. Pat. Of. and in 
other principal countries in 
the Western Hemisphere. 


Washington Square, Philadelphia 5, Pa. 


Representatives in principal foreign countries 


Quay at Jarvis Street, Toronto, Ontario, Canada. 


on his sales achievement of 693 
cars and trucks in 1955. 

Other officers, also based on 
sales records, are Stanley F. Reed- 
man, Reedman Motors, Levittown, 
Pa., vice-president; Leonard H. 
Young, Southern Chevrolet, Inc., 
Decatur, Ga., secretary, and James 
E. Kelley, Don Allen Chevrolet, 
Inc., Miami, treasurer. 

The salesmen accounted for a 
total of $40 million in business 
for 1955, Chevrolet said. The others 
included: 

Ellis Balecom, George K. Herman 
Chevrolet, Inc., Ravenna, Mich.; 
Gaumer Lavercombe, Queen City 
Chevrolet Co., Cincinnati; Walter 
Bledsoe, Hunter Motor Co., Inc., 
Anderson, Ind.; Robert P. Severns, 
City Chevrolet, Inc., Akron; Edward 
| F. Casmer, Ver Hoven Chevrolet, 
|Ine., Detroit; Ralph Gatto, Gatto 
Chevrolet, Inc., Katonah, N. Y. 

Louis Modell, Luby Chevrolet 
Co., Forest Hills, N. Y.; Abraham 
Weisman, Ofgant-Jackson Chevro- 
let Co., Roxbury, Mass.; Newall 
|A. Wood, Valley Motor Sales, Inc., 
| Bethel, Vt.; Joseph P. Kuznia, Ray 
Benson, Inc., Utica, N. Y.; Daniel J. 
Brabender, Dailey’s Chevrolet, Inc., 
|Erie, Pa.; E. Leo Kenan, Kamin 
| Chevrolet Co., Pittsburgh; Michael 
R. Sher, The Park Circle Motor 
Co.; Baltimore. 

Joseph A. Kranitsky, Dominion 
Chevrolet Co.; Richmond, Va.; 
Charles V. Zabel, Fred Morgan- 
stern Chevrolet Corp., Reading, 
Pa.; Spurgeon L. Hagwood, Uni- 
| versal Chevrolet Co., Inc., Wendall, 
|N. C.; Paul E. Davis, Henry-Cisney 
Chevrolet, Inc., Central City, Ky.; 
Frank D. Miles, Buster Mile Chev- 
rolet Co., Heflin, Ala.; Gilbert P. 
Deering, Konshak Chevrolet Co., 
Brainerd, Minn.; Edwin J. Mueller, 
|Bird Chevrolet Co., Dubuque, Ia.; 
|Edwin Jonnson, Mayville Motor 
|Co., Mayville, N. D.; Gerald R. 
Griesbach, Grieshach Sales & Serv- 





|ice, Hortonville, Wis.; Melvin C. 
Dahlke, Rauscher Chevrolet Co., 
Kirkwood, Mo.; Paul D. Butler, 


| Bill Roberts Chevrolet Co., Bolivar, 
|Mo.; Dan Johnson, Burt Chevrolet, 
| Inec., Englewood, Colo. 

Arvie P. Phillips, South Side 
|Chevrolet Co. Batesville, Miss.; 
Howard N. Moore, Mac’s Chevrolet 
|Sales, Mapleton, Ia.; Larry B. 
|Wieter, Yingling Chevrolet Co., 
| Wichita; Winston D. Murphy, 
| Vincent Murphy Chevrolet Co., 
Archer, Tex.; Ralph H. Kennerly, 
|Ralph Penney Chevrolet Co., Lub- 
| bock, Tex.; Gyron W. Leggett, 
| Southern Chevrolet Co., Alexandria, 
| La.; George Walker, Jimmie Green 
|Chevrolet, Houston; Marlyn Nees- 
|sen, Rudolph’s Chevrolet, Phoenix, 
| Ariz. 

Richard J. Donahue, Don 
Gilmore-Hayward, Hayward, Calif.; 
E. George Bateman, A. B. Smith 
Chevrolet Co. Portland, Ore.; 
Richard L. Wilson, Harry Mann 
|Chevrolet, Los Angeles; Walter 
| Tonnesen, Staples Chevrolet Co., 
|Bountiful, Utah; Allan E. Denton, 
| Brown & Holter Motor Co., Cheney, 
|Wash.; Daniel C. Rose, Grand 
| River Chevrolet Co., Detroit.; John 
T. Cain, B. F. Curry, Inc., New 
| York; Melvin L. Stinchcomb, 
|Anderson Chevrolet, Inc., Balti- 
|}more; Donald B. Ferguson, Brig- 
| ance Chevrolet Sales, Oak Park, 
|Ill.; William N. Myers, Downtown 
Chevrolet, Inc. Oklahoma City, 
and Robert W. Diller, Fletcher 
| Jones Chevrolet, Los Angeles. 


| : 
AMC Schedules 
2-Millionth Car of 
Single-Unit Design 


KENOSHA, Wis.—American Mo- 
tors will produce its two-millionth 
car with single-unit construction 
tomorrow (March 27), according 
to E. W. Bernitt, automotive man- 
ufacturing vice-president. Produc- 
|tion schedules indicate the vehicle 
|will be.a Rambler. 


The company’s first single-unit 
car was built in August, 1940, by 
Nash, a division of the then Nash- 
Kelvinator Corp. Hudson adopted 
the construction in 1948 and it now 
is used in all AMC cars. 


In the process, the body and 
|frame are cone solidly welded unit, 
utilizing some 9,000 welds. Bernitt 
said single-unit construction re- 
sults in greater safety, more com- 
fortable ride, greater durability 
and more interior room. 




















IN THE 
NE 
H-VOLUNE 
FiELD! 


It’s going over bigger every day! The ““88”—Oldsmobile’s big-volume leader— 
has set up Olds dealers solidly in the ever expanding high volume field! 


Oldsmobile’s When it’s price people want, Olds dealers have it—a model that sells for less than 


many so-called “lowest-price” models. When it comes to performance— 


: Lowest-Priced there’s still nothing quite like the Rocket! As for style, prestige, value—the 
| ; big-volume buyers everywhere are naming the “88”! Everyone wants to get 
Rocket Engine Car out of the ordinary .. . and that means ... “right over to Olds!” 


Sets a Record-Smashing This record-smashing “88” success didn’t “just happen!” Months ago, 
Oldsmobile foresaw the trend, prepared for it, stepped up “88” production facilities : 

| Sales Pace for to meet the new demand. And Olds dealers again got what they wanted. 
Just as they have always gotten what sells best from Oldsmobile. Like the new 
Jetaway Hydra-Matic!* Like the new Rocket! Like Oldsmobile’s style-setting 


two-tone trim! No wonder they’re the envy of the industry! 


*Standard on Series Ninety-Eight; optional at extra cost on all other series. 


A QUALITY PRODUCT SOLD BY OLDSMOBILE QUALITY DEALERS! 


OLDSNMOB I LE 


DIVISION OF GENERAL MOTORS CORPORATION «© LANSING, MICHIGAN 
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‘Public Wants ’Em,’ Some Say... 





Dealers Unwilling 
To Drop Price Ads 


By John K. Teahen jr. 
Staff Writer 


_. auto makers have spoken 
for the record. They have de- 
nounced blitz advertising and have 
added, on a plaintive note, that they 
would like to see their dealers 
return to selling the product and 
not the deal. 

But many dealers—including a 
considerable number who con- 
demn misleading and unethical 
ads—insist that the public wants 
price ads and that the dealer 
must oblige in shouting his 
wares. 


“We're closer to the customer 
than the factory head,” they say, 
“and we know that the first thing 
a@ prospect asks is, ‘How much is it 
going to cost me?’ or simply ‘How 
much a month”’ 

od * * 
" E TALK safety; the customer 
says ‘How much?’ We point 


Peevrolet Pares 
Detroit Quota to 
Curb Bootlegging 


(Continued from Page 1) 
his firm as the object of the group's | 
wrath but to deny the charges. 

x cd * 
ERTZ claimed that the accusa- 
tions were seated in envy of 
McCullagh, who started in Detroit 
seven years ago and now has be- 
come the largest single Chevrolet 
dealership. 

Wertz asserted that he and 
McCullagh are on the job from 8 
in the morning to 10 at night, 
outworking the other dealers 
rather than undercutting them. 


As for the reported agreement 
of 40 Detroit-area Chevrolet dealers 
to aim at an average gross of $225 
a car, Wertz asserted that this was 
unrealistic and he doubted that any 
dealer in the area would pay any 
attention to it. 


* * 


ERTZ claimed that the boot-| 
legging charges resulted from | 
the fact that McCullagh does busi- 
ness with one of the largest list 
of legitimate fleet and lease ac- 
counts of any dealer in the country. 
Every fleet order, he asserted, is 
checked by McCullagh with the 
zone office for clearance. 
Wertz said that it is possible 


| 
i 





that some new cars find their way} 
into the so-called bootleg market 
from legitimate fleet and lease 
accounts, but ventured the opinion 
that McCullagh has one of the| 
cleanest records in town in this| 
respect. 

In spite of the big wholesale 
business done by McCullagh, | 
Wertz said that the McCullagh 
business is firmly based in retail 
operation. 
This, Wertz charged, is what is | 

worrying the other Chevrolet deal 
ers in town. 

“If they'd get off their and | 
work,” he asserted, “they'd be} 
selling more cars and worrying less | 
about the cars we sell.” 


Pontiac Output 
60% Hardtops | 


PONTIAC.—More than 60 per- 
cent of Pontiac’s 1956 model pro- 
duction has been devoted to hard- 
top body styles, 
according to R. 
M. Critchfield, 
general manager. 

He called the 
hartop “America’s 
favorite body 
style.” Critchfield 
said, in 1950, it 
took 8.06 percent 
of production; in 
1952, 19.05 per-| 

ee cent, and, in 1955, | 
R. M. Critehfield 31.30 percent. 

Pontiac’s general manager attri- | 
butes the hardtop “success story” 
to better vision and the sleek, low | 
styling offered by no-center-post | 
design. 








































out colors and styling features and 
we get the same question. We men- 
tion performance and it’s the same 
old story. 

“Since price is so important to 
the buyer,” the dealers conclude, 
“naturally we're going to feature 
it in our ads.” 


The problem, then, appears to 
be how to emphasize low prices 
while remaining within the 
bounds of good sense and good 
taste. 


The Hamtramck Automobile; 
Dealers Assn., in suburban Detroit, | 


attacked the problein with a two- 
column-by-two-inch ad which pro- 
claimed simply: “New cars cost 
less in Hamtramck.” 
* Ed * 

oe ad was signed by nine 

dealers along Jos. Campau Ave., 
Hamtramck’s “Auto Row,” and 
mentioned “21,793 cars sold in ’55— 
165 years combined service.” 

Bob Armstrong Buick, Inc., 
Detroit, took even less space. A 
one-column ad only an inch deep 
said, “For Buicks see Bob Arm- 
strong. Small ad, small overhead 
equals big deal.” 

Another clever price ad was pre- 
sented by Duncan’s (DeSoto- 
Plymouth), Louisville, which men- 
tioned 56 Plymouths for $487 down 
“by cash, trade or equity” and 


$49.98 a month “including all inter- | 
|} est charges.” 


The ad’s most interesting feature 


was a breakdown of monthly | 


charges for extras. Among - the 
items listed were PowerFlite $6.20, 
radio $2.67, heater $2.52, power 
brakes $1.37, and white sidewalls 


91 cents. 


* * * 


i NEW ORLEANS, Dumas 


Chevrolet announced, “75 new 
Chevrolets must go this weekend 
. .. Any deal, no matter how low, 
will receive consideration as we are 
after volume instead of profit in 
this sale.” , 

The ad was notable because of 
qualifying statements attached to 
two claims: “Name your price, 


;mame your terms—and we will try 
|to meet them 


We will not 


| knowingly be undersold.” 


_ The qualifying note also crept 
into an ad by Summers-Hermann 
(Ford), Louisville, which invited, 
“Write your own deal—you name 
your tradein allowance—no rea- 
sonable offer refused.” 

Dutch O’Neal (Ford), New Or- 

(Continued on Page 61, Col. 4) 


March 21 
(Sold 132 cars out of 176 entered.) 
BUICK—’56 Special 4-dr., $2,555*. °55 
Special Riviera, $2,075*, $1,985*, $1,- 


875*, $1,800*; 2-dr., $1,690*; Super 
Riviera, $1,950*. ‘54 Super 4-dr., 
$1,420*; Special 4-dr., $1,290*, $1,- 


275; Century 4-dr., $1,230* (ps). °53 
RM Riviera, $1,060*; Super Riviera, 
$960*; 4-dr., $860*, $830*. '52 Super 
4-dr., $570*. 

CADILLAC 


— "53 (62) 4-dr., $1,740* 


(ps). °51 (62) coupe de Ville, §$1,- 
010*. 

CHEVROLET—’'55 Bel Air (8) Sport 
coupe, $1,660*, $1,540*, $1,400*; Bel 


Air (6) Hardtop, $1,380; Handyman, 
$1,335. ‘54 Two-ten station wagon, 
$1,210*, $1,185; 2-dr., 2 at $860. °53 
Bel Air 4-dr., $840* (ps); 2-dr., 
$750*; One-fifty station wagon, $835; 
Two-ten 2-dr., $665. °52 SL Deluxe 
Bel Air, $475*; 4-dr., $450, $390*; 2- 
dr., $525*. 51 SL Deluxe Bel Air, 
a; coupe, $360. '49 SL Deluxe 4-dr. 


$110. 

CHRYSLER—’54 NY 4-dr., $1,340*. '53 
NY 4-dr., $940*, $915*. °52 Windsor 
Hardtop, $545*; 4-dr., $475*. 

DeSOTO — ’53 Fire Dome (8) 4-dr., 
$850*. 

DODGE—’53 Coronet (8) 4-dr., $590*; 
Meadowbrook 2-dr., $475; club coupe, 
$460; ™% ton pickup, $465. 
Meadowbrook sedan, $225. 

FORD—'56 Fairlane (8) 4-dr., $1,905* 
(ps); Main (6) 2-dr., $1,350. ’55 
Fairlane (8) 2-dr., $1,520*; Main (8) 
Ranch Wagon, $1,420; 2-dr., $880; 
Custom (6) station wagon, $1,390. 
"54 Crest (8) Victoria, $1,110; Cus- 
tom (8) 2-dr., $975*; Custom (6) 
2-dr., $880*; $855*; Main (6) 4-dr., 
$655; 2-dr., $635. '53 Crest (8) sta- 
tion wagon, $875; Victoria, $855*; 
Custom (8) 2-dr., $730, $670*; 4-dr., 


*S1 


Other Auction Reports Are 


Used-Car Bulletin from Detroit . . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday and F riday.) 


*Indicates automatic transmission or overdrive and (ps), power steering. 


= 
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Electronics Aid in Car Design— 


Plugging wires into an analogue computer's ‘‘problem board,” Fred F. Timpner, 
right, head of design analysis in automotive research, Chrysler Corp., and Raymond 


R. McHenry, engineer, are taking an electronic ‘‘ride’’ without leaving the confines 
of the laboratory. The resulting electronic circuit is said to make it possible to 
simulate, with the computer, the effects of bumpy or smooth roads on a cars 
springs and other stressed parts. The computer enables engineers to discover how 
new designs react to any given road condition before the actual parts are even 
manufactured or mechanically tested. 





Roundup of Linkup Plans .. . 


More Industrial Mergers 











A roundup of corporate mergers|has been announced. Price was 
and acquisitions, proposed and|/approximately $500,000 and was 
| completed, follows: | Young’s fourth purchase in two 
L. A. Young Coen ‘ 
Purchase of the assets of Wood- | ox gars ydraulic Corp. was 
side Power Loader division of — Ine go “ai ee 
; : ; * ’ — 
Woodside Industries Milwaukee, by July and Tracto-Lift Co., Kansas 
|L. A. Young Spring & Wire Corp. |City, last December. Woodside 
x manufacturing operations later will 
. |be transferred to Daybrook at 
Ford Assigns 2 Bowling Green and upper San- 


dusky, O. 


To Northeast 


| 


| DEARBORN. — Two major man- 7 7 
‘agement changes involving Ford| The directors of American- 
| division's northeastern sales region | Marietta Co., Chicago, and Press- 

have been announced by C. R, | tite Engineering Co., St. Louis, have 
Beacham, Ford division general|@PPproved an agreement providing 
| sales manager. 

They include the appointment of 
C. E. Bowie as northeastern re- 
| gional sales manager and Robert F. 
| McNulty as New York district | 
| sales manager. 
| MeNulty succeeds John F. Con- | 


American-Marietta 





business of Presstite to American- 
| Marietta. 

Presstite’s stockholders will vote 
on the recommendation at a special 
meeting last Thursday (March 22). 
William C. Ferguson, who founded 


| nors, who has joined the company’s | 
| special products division in Dear- | 
born. 


the firm which will be operated as 
an American-Marietta division. 


Mack Electronics 


White Industries, a wholly owned 
|subsidiary of Mack Trucks, Inc., 
has become Mack Electronics divi- 
sion, Inc., according to P. O. Peter- 
son, Mack president. 
| White was acquired by Mack 
jearly in 1955. Peterson said no 
|management or personnel changes 
are contemplated. Robert Edwards 





$660; Main (8) 2-dr., $485, $475; 
Main (6) 4-dr., $440. '52 Custom (8) 
station wagon, $655; 2-dr., $450; Main 


(8) coupe, $435*. ‘51 Custom (8) ||'Will continue as general manager. 
Victoria, $370*, $350*; 4-dr., $325*; W W k 
Custom (6) 2-dr., §305. ayne orks 
HUDSON—'54 Super Jet 4-dr., $600. y ‘ 
aan club coupe, $150. Purchase of A. J. Miller Co., 
AISER—’53 Deluxe 4-dr., $230*. B i 
LINCOLN—'55 Capri 4-dr., $1,970*. ’54 l¢ epee sil 0. P So. r of 
Capri Hardtop, $1,510*. 52 Capri 4- || funeral coaches and ambulances, 
dr., $700*. '51 4-dr., $255*. 50 Cos- ||has been announced by Wayne 
mopolitan club coupe, $155*. | j 
| MERCURY — ‘55 Montclair Hardtop, | Works, Inc., a Ind. It 
$1,940*, $1,850*: Monterey Hardtop. || W@S the second firm bought by 
$1,715*. '54 Monterey Hardtop, $1,- || Wayne, the first was Meteor Motor 
530*. $1,475*, $1,465*; Custom 4-dr., || i ; 
$1,150*, $1,010*. '53 Custom 4-dr., | Car Co., Piqua, O., in 1954. 
$840*. '50 club coupe, $175. - 
NASH — '53 Rambler Hardtop, $710; Textron-CWC 
Suburban, $620; Statesman 4-dr., i 
SR AR mage we nal 25 Textron American, Ine. has 


offered to purchase Campbell, 


$600. 
| OLDSMOBILE—'55 (88) 2-dr., '$1,800*; 
| 


4-dr., $1,680*. "54 (98) Holiday, $1,- || Wyant & Cannon Foundry Co., 
920*, $1,850*; 4-dr.. $1,700*; (88) : li 
4-dr. $1'550°. °51 (88) 4-dr., $410°. Muskegon, Mich., for $15.5 million, 

PACKARD—’55 Clipper Hardtop, $1, || @ccording to a joint announcement 
810*; 4-dr., $1,765*, $1,650. by the two firms. 


PLYMOUTH—’55 Savoy (6) 2-dr., $1,- 
300; Plaza taxicab, $575. ‘54 Belve- 
dere Suburban, $1,110*; Plaza 4-dr., 
$610. '53 Cranbrook club coupe, $545, 
$530. '52 Cranbrook club coupe, $315. 
"51 Cranbrook Belvedere, $305. '50 
Deluxe coupe, $135. 

PONTIAC—'55 Chieftain (8) 2-dr., $1,- 


Shareholders of the foundry 
company will vote on the proposal 
Apr. 19. Under the plan, liquida- 
tion payments would amount to 
about $48 a share for the 320,000 
shares of CWC stock. The firm 





995*. ‘54 Chieftain (8) Catalina, $1,- Sart aod 

350*; conv., $1,330*; station wagon, would become a division of Tex- 
$1,115*. '53 Chieftain (8) Catalina, || tron American and would continue 
$910*; 4-dr., $830* (ps). '52 Chief- under present management. 

tain (8) 2-dr., $500*. ‘51 Silver 

Streak (S) 2-dr., $360. ‘50 Silver tT 

Streak (8) 4-dr., $200, $155*. 


Mars Garage Burns 
CHICAGO.—A fire and explosion 
wrecked the service garage of Mars 
|Oldsmobile Co. and destroyed 23 
|cars, 20 of them new. Loss was 
estimated at $150,000. 


STUDEBAKER—'55 Commander 4-dr., 
$1,210. '53 Commander 4-dr., $585", 
$585; coupe, $525. 


on Pages 49, 50, 51, 52, 53 





for the sale of the assets and/| 


| Presstite in 1924, will continue with | 


ICC Accused 
Of Truck Rein 


Senators Cite Pinch 
On Smaller Firms 


WASHINGTON. — The Senate 
Small Business Committee, in a 
majority report, has demanded 
that the Interstate Commerce 
Commission “remove the shackles 
it has tightened around a large 
segment of the trucking industry,” 
especially small firms. 


The report followed an inves- 
tigation into competition, regu- 
lation and the public interest in 
the motor carrier industry. Sena- 
tor John Sparkman, Alabama 
Democrat, is chairman of the 
group. 

The report criticized the ICC 
for practices and policies “gravely 
prejudicial” to the interests of 
many small trucking concerns and 

small shippers. 

A minority report filed by Sena- 
tor Andrew Schoeppel, Kansas 
Republican, said the findings relied 
on the testimony of a few “dissatis- 
fied” shippers and truckers. 


The majority recommended that 
the law be amended to permit 
small qualified truckers free entry 
into motor transportation unless 
|the ICC finds it not in the public 
interest. 


The ICC at the present must 
have proof of public convenience 
and necessity before a certificate 
| can be granted to a trucker. 


Senator Schoeppel disagreed with 
this recommendation, and said it 
“runs counter to the policy of 
Congress.” 


Booth Conference 
Set in Asheville 
By Show Group 


ASHEVILLE, N. C.—The South- 
east Automotive Show, Inc., will 
sponsor a booth conference here 
|May 24-25 in line with its custom 
lof staging exhibit shows every 
other year, with conferences in off 
years. 


Speakers will include: George 
| Snook, president, Motor Supply Co., 
|Savannah, Ga.; H. B. Truslow, 
president, Richmond Auto Parts 
Co., Richmond, Va.; B. W. Ruark, 
general manager, Motor & Equip- 
ment Wholesalers Assn.; Dr. J. L. 
Brakefield, public relations director, 
|Liberty National Life Insurance 
Co., Birmingham, Ala. 

Thursday afternoon and Friday 
|/morning will consist of individual 
|booth conferences. Almost all of 
|the 127 booths have been reported 
reserved, it was said. 

Plans for the exhibit show to be 
held in Miami, Apr. 25-27, 1957, will 
be presented to jobbers and factory 
personnel at the conference. 








Select Your Brand New Car Today 
From These 
Highland Park Auto Dealers 


service values 


smart people shop locally tor tops in quality 


Se 


= 





He rTM NAL NC 


Your Presest Car Get The Best Deal 
Can Be Your Entire And Service From 
Down Payment— Your Highland Park 
Balance Om any Terme Automebite Dealers 
FINANCING NOW AVAILABLE at the 


BANK*/ HIGHLAND PARK 


“The Sorviee tam af Higham Pet” 


Bank Ad Aids Dealers— 


An innovation in bank advertising was 
put into effect when the Bank of -High- 
land Park, Highland Park, Ill., placed a 
full-page ad in the Highland Park News 
urging people to buy their new cars from 
local dealers. Harry J. Lazarus, board 
chairman, said the ad was the first of a 
series the bank plans to urge citizens to 
patronize businesses in their own com- 
munity. 
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Another De Soto Sales Pusher 


220 horsepower 


De Soto 
AX CRY@TATUUIES IP 





picked to pace 
Pikes Peak Race 











_ Kveryday there are more reasons why .. . 


it pays to be a DeSoto dealer! 
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1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
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{ 3. Guard the precepts of individual freedom, which made the U. S. A. | 


great and gave its citizens more of the better things of life than anywhere | 
else in the world. 
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Capsule Comment | 


Low-grade brake fluids are causing “nobody knows how 
-Many accidents,” according to Charles M. Heinen, of Chrys- 
ler Corp.’s chemical engineering laboratories. | 
The problem will probably be compounded when the | 
industry adopts 14-inch wheels on 57 models. 


x & * 


The National Safety Council, looking ahead to 1966 when 
it expects 82 million vehicles on the road, predicts that traf- | 
fic deaths may reach 53,000 per year compared with 38,000 | 
in 1954. 

Better roads and law enforcement are needed, the coun- 
cil says, but the chief hope lies in convincing the public to 
drive and walk safely. 





oe Bs * 


Although used-car stocks are climbing seasonally, the 
‘wholesale market is showing extensive strength, a survey 
by AUTOMOTIVE News finds. 

Improved new-car sales are a major factor in the inven- 
tory rise. 


* * * 


A fourth-quarter pinch dropped new-car dealers’ operating 
profit for 1955 to 1.7 percent, NADA’s year-end survey 
shows. 

It was the lowest profit for any full year since 1949, 
except 1954 when the figure was 0.6 percent. 
* 


* * 


_ All 60 members of the Cincinnati Auto Dealers Assn. have 
‘now signed a pledge to abide by a code of ethics on sales 
‘and advertising; previously only 39 members had agreed. 
Things have been happening fast in the auto industry in 
the past 30 days. 


* * * 


Top factory men are busy touring the nation, spurring 
their dealers to greater sales heights as the spring season 


opens. 
Seems like ol’ times. 





Coming 
Events 


| 
| 
Dealer Conventions | 
| 





March 25-27—lowa Automobile 
Assn.. Hotel Fort Des 


Dealers 
Moines, Des 


Moines. 

April 3--Brooklyn and Long Island Au- 
tromobile Dealers Assn., Gar yg a 
Hotel, Garden City, L. I., N. 

April 11 — Rhode Island Automobile 
Dealers Assn,, Sheraton-Biltmore Hotel, 
Providence, 

April Jl-l2—-Automobile Dealer Assn. 
of Ir jiana nc. C 1VpOCO Hote In 

May 4-5 Arizona Automobile Deale 
Assn., Camelback In Phoenix. 

May 4-5—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa J 

May 6-8—North Carolina Automobile 
De y r A rr; os yr na Hote P ne 
hurst, N. C, 

May 14-15—Missouri Automobile Dealers’ 
Assn., Muehlebach Hotel, Kansas City, 


Mo, 
May 14-15—Pennsylvania Automotive Assn., 


The Inn, Buck Hill Falls, Pa. 

May 15-l6—Massachusetts State Autome 
bile Dealers Assn., Inc., Hotel Statler 
Boston. 

— 20-22 Idaho Automobile Dealer 

n.. Hotel Boise. Boise. 

ii 24-26 Washington State Auto 

Dealers Assn., Cascadian Hotel, Wen 


itchee, Wash. 

May 26-28 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 

June 25-27 — Michigan Automobile 
Dealers Assn., Hotel Olds, Lansing. 
June 28-July I—New York State Automo- 
bile Dealers, Inc., Directors and County 
Vice-Presidents -Spring Meeting, Lake 

Placid Club, Lake Placid, N. Y. 

Aug. 26-27—Georgia Automobile Dealers 
Assn. General Oglethorpe Hotel, 
Sav annanh, 

Sept. 7-9 — Maine Automobile Dealers 
Assn.. Marshall House, York Harbor, | 
Me. 


Sept. 17-18—Minnesota Automobile Dealers 


Assn., St. Paul Hotel, St. Paul, 
Sept. 23-25 Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 
Sept. 24-25—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 
Sept. 26-28 New Jersey Automotive 
rade Assn.. Chalfonte-Haddon Hall, 
Atl antic City, 
Sept. 30-Oct. 2. —— ee Automo 
tive Assn., Gatlinbu Tenn, 


Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- | 
tion, The Concord, Kiamesha Lake, N.Y. | 





Oct. 14-26—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond, LT 
Oct. 21-23—Automobite Dealers Assn. of 
Alabama, Inc.» Buena Vista Hotel | ila 
Biloxi, Miss. > | 





o2. Paste Artomahite Dealers 6 A | i ? 
ssn., + Harri Hotel, ter, 
— rt Harrison Hote earwater ostess ¢ 


Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Nov. 11-19—-Kentucky Automobile Dealers 
Assn.. Seelbach Hotel, Louisville. 


Dec. 2-4—Ohio Automotive Dealers Assn., 


used, if you so request. 


Cleveland. 
Jan, 26-30—40th annual NADA Conven- | Asay We Go 
tion and NAD Equipment Exhibition, | So now the buyer of a new 


San Francisco. 
* * * 


Dealer Auto Shows 


March 20-27—Danville Auto Show, Neal's 
Tobacco Warehouse, Danville, Va. 

March 27-April 3—Raleigh Auto Show, 
William Neal Reynolds Coliseum, Ra- 
leigh, N. C, 

March 27-April 3 — Rocky Mount Auto 
Show, Rocky Mount, N, C. 

April 3-10 — Lynchburg Auto Show, Big 
Farmer's Warehouse, Lynchburg, Va. 
April — Lewiston Auto Show, Lewiston 

Armory, Lewiston, Me. 
April 20-22—Fargo- Moorhead Auto Show, 
Concordia Field House 


automobile will get a life insurance 
policy of up to $25,000 insuring him 
| against the chances that along with 
|his new car he is buying an ac- 
|cident that will bring him death. 

| At the rate things are going, 
dealers will soon provide a hostess 


duper model. You can hear her 
now, asking: 
“Have you adjusted safety belts? 
| “Crash helmets on firmly? 
| “Shoulder straps in position? 


Moorhead, | 


Automotive Cartoon 


Of the Week 


(During illness of Ogg Fitzgerald, other cartoonists are filling this corner). 






"Maybe we'd better increase the caliber instead 
of hiring more salesmen. We've only 
got standing room left!" 
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This is an open forum for the discussion of any subject of interest 4o our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


Address Editor, Automotive News, Detroit 26, Mich. 


have your Blue Cross and Blue 
Shield cards. 
“And your life insurance policy. 
“Also identification cards and in- 
structions as to next of kin. 
“Fine, Now your can get under 
way for a happy, carefree trip in 
your wonderful new car equipped 


| with its advanced safety features. 


to supervise the take-off each time | 
you start out in your new super} 


“Have you checked on rubber). 3 L ; , 
informative article, on inertia losses 


| during acceleration, in your Feb. 27 


Minn. } : 7 
Jan. 5-13—Chicago Auto Show, Interna. |P@ds of all exposed interior parts | 
tional Amphitheatre, Chicago. | of car? 

(See CALENDAR, Page 56, Col. 3) | “Good, Now, make sure you 


30 Years Ago... 


The Big Stories 


February car production in the United States and Canada aggre- 
gated 334,527, compared with 283,262 in January. Total production 
in the U. S. was 318,632, as against 272,011 in January, while Cana- 
dian factories turned out 15,895 units last month, compared with 
11,252 the previous month. Truck manufacturers in both countries 
produced 40,805 units, as compared with 32,629 in January. 

Removal from Detroit to South Bend of Studebaker Corp.’s manu- 
facturing, engineering and purchasing departments, with their 
executive staffs and personnel, has been announced. 

A string of automobiles 8,000 miles long was turned out of Ameri- 
can automobile factories and into existing streets and highways 
last year, according to estimates compiled by the Portland Cement 
Assn. During the same period only 5,900 additional miles of concrete 
roads were built. The association sees in this gap between highway 
surface and cars the primary reason for highway congestion about 
big cities. 

The total number of General Motors common and preferred stock- 
holders for the first quarter of 1926 was 56,693, compared with 50,917 
for the last quarter of 1925. 


—From the files of Automotive News. 








| 


| 
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|step on the pedal, 


Happy landing. But — oh — I for- 
got to ask you if you have made 
out your will.”—Artuur W. Stev- 
ENS, president, Automobile Safety 
Foundation, Boston, Mass. 

* * * 
Inertia 


You again came out with a most 


|issue. Even engineers could learn 


a lot from it. 

You did not mention that inertia 
considerations do not augur well 
for the gas-turbine automobile. If 
the rotor thereof has to be acceler- 
ated from say 5,000 to say 60,000 
revolutions per minute when you 
you will have 
to wait a while before the vehicle 
is accelerated. 

A similarly neglected subject is 
engine stalling in vehicles. —P. H. 
Scuwelrzer, head of diesel research, 


Pennsylvania State University. 
oK 


Wants Sales Guild 


I am active as an automobile 
sales counsellor and have over 
46 years accumulated information 
about, knowledge of and undimin- 
ished enthusiasm for and experi- 
ence with automobiles as a 
foundation for the suggestions 
hereinafter contained 

Mine may be a “still, small voice 
erying in the wilderness” — but — 
| perhaps the cry will be taken up 
| by many; a real effort made and 


|a dangerous situation alleviated 
(See LETTERBOX, Page 46, Col. 4) 
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AUTOMOTIVE WASHINGTON | 


Broad Retailer Bills 


away. 


give car dealers their much- 
publicized “day in court,” and half 
a dozen bills have been thrown 


* & * 


Final Auto Hearing 


Up for April Hearings 


By William Ullman 


Washington Correspondent 


. of the various auto proposals before Congress 


complain that most of the 


bills offer legislative relief to 


a single group of businessmen. If the problems of new-car 
dealers were unique, such criticism wouldn’t have much 


validity. But the fact is that 
reported serious difficulties 
with their suppliers. 


Gasoline station operators | 


and farm implement dealers say 
they have troubles, too, and small- 
business committees have received 


scattered complaints from a| 


number of other groups. 


Naturally, 
make a piece of legislation cover 
as much ground as possible. 

On Apr. 18, the House antitrust 
subcommittee, headed by veteran 
Rep. Emanuel Celler, New York 
Democrat, will begin three-day 
hearings on two 
bills much broader 
in scope than 
those considered 
by the Monroney 


subcommittee. 
One is H. R. 
11, the “freedom 


of opportunity” 
bill, introduced by 
Wright Patman, 
Texas Democrat. | 
The second is H. 





William Uliman 
R. 8395, the “freedom of choice in 


trade” bill, introduced by Rep. | 
James Roosevelt, of California, 
and Senator Wayne Morse, of 


Oregon, both Democrats. Roosevelt 
is chairman of Subcommittee No. | 
5 of the House Small Business | 
Committee, which has been holding 
hearings on problems of petroleum 


distribution. 


Following the Senate General 
Motors hearings last fall, the 
“freedom of choice” bill was 
redrafted, and the small-business 
staff in the House now believes 
the measure would answer some 
complaints of new car dealers 
as well as others. 

One provision of the new bill, 
for example, would make it 
unlawful for a supplier to interfere 
with the freedom of choice of any 
purchaser to sell merchandise in 
any volume he desires, unless the 
right of the supplier to do so is 
spelled out in the franchise. 

If the franchise fails to define 
the right of the supplier to “inter- 
fere,” the dealer then has the 
right “to conduct his business as 


lawmakers prefer to | 


retailers in other fields have 


hand, it should contain as 
loopholes as possible. 

Since every industry has de- 
veloped a lingo all its own, it’s easy 
to leave a verbal loophole wide 
|}enough for 20 corporation lawyers | 
to march through four abreast. 
| More than one law has had just 
the opposite effect from the one 
Congress intended for it. 

Lawmakers are having language 
troubles on the Senate side, too. 
So far, the staff of the Monroney 
auto marketing subcommittee has 
drafted half a dozen proposals to! 


few | 


Less weight for a 





an independent businessman and 
as he deems best.” 


} 
} 
* + | 


* 


Escape Clause? 


| 
| 

HE bill would also make it 

unlawful for a _ supplier to 

threaten a dealer for behaving as 
an “independent businessman” — | 
unless the “express term” of 
written contracts denies him the 
right to do so. 

Several attorneys who know the 
auto retailing business wonder if 
that last provision doesn’t offer 
manufacturers an “escape clause.” 
Most factory-dealer selling agree- 
ments include a clause which says 
that the dealer must develop his 
territory to the satisfaction of the 
factory. 

That clause is one of the 
“express terms” of the franchise, 
and presumably gives the manu- 
facturer the right to demand any 
sales performance he deems 
proper. 

Attorneys also wonder whether 
the courts will know how “an 
independent businessman” is sup- 
posed to behave. When courts find 
the language of a law too vague, 
they may declare it invalid. How 
do you define “an independent 
businessman?” lawyers ask. 

Questions raised by automotive 
experts are in no way a condemna- 
tion of the Roosevelt bill. But they 
point out once again the tre- 
mendous language difficulties faced 
by congressmen when they try to 
write a law. 

On one hand, a law should be 
general enough to protect the 


rights of all businessmen who face 
a common problem. On the other 


NLESS something , unexpected 
happens, the Senate auto 
probers have one final day of 


| hearings before them. Shortly after 


Easter, they will hear testimony 
from more congressmen on the 
pending auto bills. 


But as the Senate group winds 
up its investigations, the House 
subcommittee is coming to life 
again. Rep. Arthur G. Klein, 
New York Democrat, has an- 
nounced that his subcommittee 
of the House Interstate and 
Foreign Commerce Committee 
will resume auto hearings after 
the Easter recess. The House 
will adjourn from March 29 to 
Apr. 9. 

The Klein subcommittee, which 
heard from dealers and NADA 
spokesmen last summer, will listen 
next to officers of auto manufac- 
turing companies and the Justice 
Department and Federal Trade 
Commission. 
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They will be asked to testify on | 


LIGHTER! 


HIGH-PRESSURE HYDRAULIC HOSE 


given strength is the pay-off 


when FORTISAN-36 takes over here. Power trans- 


mission is more reliable. High tensile strength of 
this new fiber plus superior ability to withstand 
heat make hose safer as well. 








Miami Beach Visitors 


Prefer Auto Travel 


MIAMI BEACH, Fla. — The 
automobile is a decisive first 
choice as a means of getting to 
vacations at Miami Beach, ac- 
cording to a survey conducted 
for the Miami Beach Hotel Assn. 
by the Bureau of Business and 
Economic Research of the Uni- 
versity of Miami. 

The survey showed that 48.2 
percent of all guests came by 
automobile and 47 percent came 
by plane or train. The car-travel 
figure does not include hotel 
guests who rent cars on arrival 
at airport or railway stations in 
Miami. 





three bills—phantom freight, anti- 
bootlegging and territory security. 
* * * 

Highway Conference 

ined Sixth Highway Transporta- 
tion Congress will be held in 

Washington's Mayflower 

May 8-10. 

Sponsored by the National 
Highway Users Conference, the 
1956 meeting will take up such 
questions as the impact on states 





Hotel) pee. 31. 
|contract for delivery by June 30. 





11 


of a Federal-aid highway pro- 

gram. 

Delegates will also seek ways in 
which highway users can help 
reduce highway accidents. 

Keynote speaker at the Congress 
will be NHUC Chairman Albert 
Bradley, executive vice-president of 
General Motors. Bradley will be 
honored May 9 at a testimonial 


luncheon. 
* 


Nickel Still Short 


EFENSE Mobilizer Arthur S. 
Flemming has reported on his 
agency’s progress in stockpiling 74 
strategic defense materials. So far, 
he said, $68 billion worth of 
materials are on order, but the 
stockpile goal is $11.2 billion. 
Aluminum needs have been 
met, he added, but nickel and 
copper are still in short supply. 
Underscoring the copper short- 
age, ODM has deferred delivery of 
about 36,000 tons of copper until 
The copper was under 


* * 


The deferral was made to ease 
shortages in domestic industry. 

A similar deferral was expected 
for nickel. 


Here’s how and where Celanese 
Fortisan-36 rayon pays off 


STRONGER! 


RADIATOR HOSE-— Stronger than steel, pound 
for pound, FORTISAN-36 as reinforcing cord 
endows radiator hose with extra strength. It re- 
sists stretching, takes higher pressures than con- 


ventional fibers, is more flexible. 


STABLER! 


V-BELTS—“Infinitesimal change in cord length” 
is one V-belt maker’s report on FORTISAN-36’s 
performance. As reinforcement, this new Celanese* 
fiber won’t expand or contract under atmospheric 
changes or ‘‘work.’”’ Makes possible matching belts. 





Write for facts and figures on this sensational new 
Celanese rayon fiber made from saponified acetate—it 
can do a job for you. Ask for booklet TD20A. Celanese 


Corporation of America, Industrial Sales Dept., Textile 
Division, Charlotte, N..C. Branch offices: 180 Madison 
Ave., N. Y. 16; Pilgrim Sq. Building, 9 Overwood Rd. 
at W. Market St., Akron 13, Ohio (Tel.: TE 6-2392). 


*Reg. U.S. Pat. Off. 


FIBERS FOR 





Cc 
INDUSTRY 


FORTISAN* RAYON + FORTISAN*-36 RAYON » ARNEL* TRIACETATE + ACETATE+ VISCOSE-RAYON 











Golden Gate Bridge at San Francisco 











| Hreedom of 


the American 


A PROGRESS REPORT: 


On February |, 1956, a full-color, 124-page book, ‘Freedom of the American 
Road,” went into the mails. Nearly a quarter-million copies were individually 
addressed to public officials and community-minded citizens throughout the 
country. Copies were sent direct to federal government officials, governors, 
highway officials, mayors, judges, police chiefs, educators, and radio, tele- 
vision and newspaper people. The book was also sent to many individuals 
suggested by Ford Motor Company dealers. 


We prepared this book in the nature of a report to show what has been and 
is being done in many parts of the country to solve the “highway situation.” 
The key to the solution, we found, is the understanding and support of the 
private citizen, individually and collectively, working together with his local 
officials and highway experts to secure the benefits of better, safer roads. This 
is the American way of doing things. 

Response has been spontaneous and overwhelming. Thousands of letters 
continue to pour in commenting on the usefulness and timeliness of the 
information in “Freedom of the American Road.” Requests were received for 
additional quantities of the book for meetings of AAA, Highway User Confer- 
ences, NADA and other organizations urging action on a national highway 
program. Many civic-minded people have written to say that the case histories 
in the book have helped them encourage constructive community action on 
their own local highway, traffic and safety problems. These replies indicate 
that this book is doing the job for which it was intended—to help the nation- 
wide drive now under way for greater Freedom of the American Road. Ford 
Motor Company is proud of its part in this contribution to a better America. 


—=— American 


* 


Each Ford Motor Company dealer is aware—and proud—of his responsibility 
to the community which he serves. “Freedom of the American Road’’ is 
another example of the farsightedness and leadership that make it great to be 
a dealer in the Ford Family of Fine Cars. 


FORD + THUNDERBIRD + MERCURY 


| FORD MOTOR COMPANY } LINCOLN + CONTINENTAL MARK // 
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DeSoto Dealers Hold Regional Meeting— 


Discussing future plans at the Los Angeles regional meeting of the DeSoto Dealer- 
Factory Council are, from left, standing, John T. Urner, Taft, Calif.; D. H. Copeland, 
DeSoto western zone manager; Y. M. Posthuma, regional manager; Jim Love, Santa 
Pavia, Calif., and Henry Frost, Glendale, Calif. Seated: Roland L. Williams, Prescott, | 
Ariz.; H. R. McNeil, Los Angeles; Everett Pyle, Compton, Calif., and Bill Mead, San 
Gabriel, Calif. Frost was named to represent the dealers at the council's national 
meeting in Detroit. 





Meeting the Practical Problems .. . 





Case Histories of a Salesman 


Epitor’s Note: This is one of a | and the snow was falling like 
series of letters on practical mad when in came Mr. Parker, 
problems encountered in auto sell- an elderly man, asking for a 
ing. It is written by a veteran | windshield-wiper blade. Some- 
salesman, Bert. Simons, who is | one had stolen his, he said, and 


active in today’s market. he just couldn’t drive another 
en ers | foot without one. 
Dear Ed: — = 


UR dealership, like most | I STARTED to tell him our 
others in this area, closes its parts department was closed 
service and parts department at up tight and couldn’t help him, 
noon on Satur- but instead I said I would “bor- 
days. Many : row” one from a similar-model 
people don’t car in our used-car department. 
realize this, and I looked out to see he had a 
lots of them 48, went to one just like it, 
will come in got the wiper on his car, gave 
looking for a him my card, and away he 
part that we went very happy. And don’t 
salesmen can’t think I wasn’t pleased with 
get for them myself. I knew I did something 
if we wanted to good and was enjoying the 
except, may- thought of it. 

be, in the case Three days later, a man came 
of Harry Par- Bert Simons in asking for me. He introduced 
ker. Here’s what happened: himself as Bob Parker, son of 
It was late Saturday afternoon Harry Parker, who had wind- 
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How Great Lakes Steel guides quality 





FIRST QUALITY CHECK is madeat No. 1 Mill Stand. Here, anelec- 
tronic pyrometer relays the strip’s temperature to the panel. 





FINAL CHECK in this operation is made at the coiler. From 
slab to coil, the control panel spells far better quality. 


Here’s one of several electronic operation panels 
that take the guesswork out of quality control at 
Great Lakes. You’ll find this one guiding the entire 
operation of the 96-inch continuous mill. 


As the red-hot strip races from roll stand to roll stand 
and on to the coiler, the temperature, speed, width 
and thickness of the strip at each stage are instantly 
shown on the panel. 


A glance at the panel tells the operator if any 
adjustments are necessary to assure a finished 
product of the highest quality—a product that will 
stand the rigid test of your specifications. 


This is further proof that Great Lakes has what it 
takes—the experience and the very latest equip- 
ment—to make your product even better. Our 
representative is just one telephone call away. 


GREAT LAKES STEEL CORPORATION 


Ecorse, Detroit 29, Michigan @ A Unit of 


NATIONAL STEEL a CORPORATION 


District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand Rapids, 
Houston, Indianapolis, Lansing, Los Angeles, New York City, Philadelphia, 
Pittsburgh, Rochester, St. Louis, San Francisco, Toledo, Toronto. 








shield-wiper trouble the other 
day. Bob was passing our place 
when he remembered his father’s 
story of how I helped him, and 
felt he’d stop for a minute to 
meet and thank me. 
* * * 
ELL, Ed, after the usual light 
chatter, I learned that Bob 
was concerned about his father’s 
driving as his eyesight was not 
the best any more. 

I said, “Bob, the best thing 
you could do for your father is 
give him more vision when he’s 
driving. While I was installing 
your dad’s wiper the other day, 
I couldn’t help notice the dif- 
ference in the sizes of the 
windshields of his 1948 model 
and our ’56 cars of today. 


“Just take a look at this model 
on the floor, and then I'll take 
you out to our used-car lot and 
show you one like your dad’s. 
You'll know immediately that 
| your dad is being deprived of so 
| much vision, front and back, that 
this one feature alone would 
cause a worried son like yourself 
to put Dad into a new 1956-model 
car. 
| * * * 
gyno are many other im- 

provements, such as auto- 
matic shifting, power steering 
and power brakes. All these new 
driving assists point toward safer 
driving. 
“Bob, if you really want to 
make driving safer for your 
dad, give him the benefits of 
all the latest driving equipment 
and especially the large wind- 
shields of today’s cars.” 

He agreed with me _ and 
promised to bring Dad back to 

try one of our new models. And 
| when Dad drove my demo around 
the block, both he and his son 
were sold on the need for a 
change. 








Bert SIMons. 


Survey Calls $325 
Average Cost of 
Operating Auto 


NEW YORK.—Sixty percent of 
American families own automobiles 
|and they spend an average of $325 
|a year to operate them, according 
to a study conducted by the division 
of marketing, American Petroleum 
Institute. 


About $200 of the operating cost 
is spent on gasoline, motor oil, tires, 
batteries, accessories and services, 
the survey found. 


Gasoline, it was found, accounts 
for 43.2 cents of each dollar. Other 
expenditures were motor oil, 4.2 
cents; tires, 5.3 cents, and batteries, 
2.1 cents. 

A. J. Rumoshosky, marketing di- 
vision director, said the study was 
based on 1950 figures compiled by 
the Bureau of Labor Statistics. He 
said the patterns established were 
expected to stand up for some time 
| “because customs and habits change 
| slowly.” 






‘Powers to Head 


Buick Production 


FLINT. — Jesse L. Powers, a 
40-year veteran at Buick, has been 
named general manufacturing 
| manager. 
| Powers, who 
has been assist- 
ant general man- 
| ufacturing man- 
lager for five 
years, joined 
| Buick in 1916 as 
machine operator 
jin the engine 
|plant. He was 
made foreman in 
1923 and became 
| superintendent of J. L. Powers 
the engine plant in 1945. 

Donald F. Taylor has been ap- 
pointed assistant general manufac- 
turing manager and Joseph J. 
Schweinfurt, general superintend- 
ent of all plants. 

















More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 
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his ‘Jeep’ can increase your 1996 net profit! 


To many dealers the Universal ‘Jeep’ meant the difference 
between net profit and net loss in 1955 


Here are profit reasons why 712 new dealers 
joined the Willys team in 1955: 

1. Increased net profit opportunity. 

2. Actual deals show that, after final washout, sales of ‘Jeep’ 


family vehicles resulted in much larger retained gross profits 
than sales of passenger cars. 

3. Net profits further increased because overhead in facilities and 
Sales and Service Departments was spread over two lines. 





Add the ‘Jeep’ franchise to your present line. Like the 712 business- 
men above—and many others who are profitably selling ‘Jeep’ vehicles— you can 
increase your 1956 net profits because ‘Jeep’ vehicles: 


¢ Can be sold from your same physical facilities, without — overlap of products 
— weakening of position with present owners — or additional management 
personnel. 


¢ Can be handled with only a small additional investment, and practically no 
increase in operating overhead. 


e Are retailed without wheeling or dealing, resulting in larger retained gross 
profits. 


e Present no used car problem—nearly 50% of all ‘Jeep’ vehicle sales are “clean 
deals” —and used ‘Jeep’ resale value is far greater than that of most vehicles. 


e Offer additional profit opportunities from the sale of special equipment which 
broadens the applications of ‘Jeep’ vehicles. 


The jeep family of 4-Wheel-Drive vehicles 





‘Jeep’ Truck 


Universal ‘Jeep’ 





‘Jeep’ Station Wagon 


You can get into this profit picture. The success of most dealers who 
dualed their existing operation with the ‘Jeep’ franchise in 1955 was so great 
that it would be worth while for you to consider adding ‘Jeep’ vehicles to your 
present line. As Willys dealer points are established only on a market potential 
basis, the number of open points is limited, but each offers a substantial future 
to the right man. 


Here is all you do. Get the detailed facts and see what they can mean to you 
—facts about gross profit comparisons after the washout, facts about spreading 
your investment over a wider base — giving up nothing, but adding profits. If 
you're serious about increasing your 1956 net, fill out and mail the coupon 
below. There’s no obligation! Do it today. 
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Dealer Development Department 108 
Willys Motors, Inc., Toledo 1, Ohio 


Without obligation, please have a representative call and give me 
information about the ‘Jeep’ family franchise. 
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BILL BURMS BUICK EA, 


For Ladies Only— 


i. representatives, and Chet Carlton, Burns Buick service manager. 











When the first session of the Gas, Gasket and Glamour School on car care, 
sponsored nationally by. the Alemite division, Stewart-Warner Corp., brought out 
more applicants than .could be handled in Phoenix, Ariz., Bill Burns Buick Co. made 
‘arrangements to co-sponsor a second class. Discussing plans for the “‘ladies-only” 
course are, from left, C. W. Burns, dealer; Gwynne DeCoverly and R. F.. West, Alemite 


AUTOMOTIVE NEWS, MARCH 26, 1956 


Auto Personnel 


J. King Harness, patent counsel, 
Chrysler Corp., Detroit, has been 


Bielected chairman of the patent 


committee of the Automobile Manu- 
|facturers Assn. 

George H. Willits, director of the 
patent section General Motors, 
has been named _ vice-chairman. 
|Harness’ election fills a vacancy 
jleft by the resignation of Harold 
|S. Vance, former chairman of the 
Studebaker-Packard executive com- 
| mittee. 

i * * * 


Fairbrother Retires 
Frederick A. Fairbrother, vice- 
president, Albert Kahn Associated 
|Architects and Engineers, has 
announced his retirement after 40 
years of service with the firm. 
* 


McBrian, Million, Henry 
Shifted by Ternstedt 


John D. McBrian, resident man- 
ager of General Motors’ Ternstedt 


division plant~in Flint, has been 


When you need a dependable source of conventional oil seals, 


transferred to the division’s central 


office staff in Detroit in connection | 


with forward planning. 

Replacing him in Flint will be 
Louis M. Million, resident manager 
of Ternstedt’s Trenton (N. J.) 
plant. Edmund T. Henry, Trenton 
works manager, succeeds Million. 

* a * 


Merit Names McAlear 


Thomas J. McAlear has been 
named special representative of 
Merit Mufflers for the midwest 
territories. 


» * 


New Director, Three Officers 
Appointed by Norton Co. 


Appointment of a new director | 


and three officers, and the retire- 
ment of William K. Moore, a direc- 
tor and national accounts vice- 


president, have been announced by | 


Norton Co., Worcester, Mass. 


The appointees include Edwin C. 
Evans, director; 










‘ or engineering help on new seals to meet unique conditions, 


call-your National Oil Seal Applications Engineer. He’s a 


specialist in seals, factory trained and a veteran at his business. 


Whether your seals can be shipped from stock, made 


from existing tools, or require new engineering, hell give 


you a fast, accurate and realistic answer. 


Your National Applications Engineer is backed by the productive 
capability of four big NMB plants, and 35 years of oil seal 


specialization. Call him while your new design is still 


mins Bit 
Me ae 


SEALS 





on the drafting board—the best time to specify seals. 


His telephone number and address are listed above. 


NATIONAL MOTOR BEARING CO., INC. 
ub Plants at‘Van Wert, Ohio, Redwood City, Downey and Long Beach, Calif. 


General Offices: Redwood City 


Howard J. Daly, | 
wice - president, crude abrasive 


| manager of sales, 





3676 





plants; William H. Perks, assistant 
|treasurer, and Curtis M. Clark, 
assistant secretary. George N. Jepp- 
son was reelected board chairman, 
jand Milton P. Higgins was re- 
| elected president. 


* 


Loggins Promoted 


L. D. Loggins, former assistant 
Buick zone manager in St. Louis, 
has been named zone manager for 
Buick in El Paso, Tex. He succeeds 
E. A. Zimmerman who has been 
| appointed zone manager in Atlanta. 


Colacuori, Ginder Promoted 


By International Harvester 

Appointment of Sal Colacuori to 
the newly created position of sales 
supervisor, motor truck product 
development, has been announced 
by International Harvester Co., 
Chicago. 

Colacuori, since 1948 general 
|}supervisor of motor truck sales 


ee 
a 








Sal Colacuori N. L. Ginder 


engineering, has been succeeded in 


|that assignment by N. L. Ginder, 


sales engineering consultant. Gin- 
der has served since 1946 with the 
motor truck division in various 
service and sales engineering ca- 
pacities. 


Parriott to Manage Sales 


Of Zerex and Zerone 
T. A. Parriott has been ap- 
pointed manager of DuPont's 
Zerone and Zerex sales section. 
He has been connected with the 
antifreeze section since 1939, when 
he joined the firm as a salesman. 
* + 


Dugan Retires 


Frank J. Dugan, chief com- 
pounder for Goodyear Tire & 
Rubber Co., has retired after 39 
years’ service. 


* ok 


Moore Appointed 


State Senator Charles G. Moore 
has been appointed commissioner 
of the Delaware State Highway 
Department. : 


Lincoln Promotes Turnacliff 


Jackson C. Turnacliff has been 
appointed manager of the sales 
promotion and training department 
of Lincoln. 


Tide Water Promotes 2 


Dr. Clark R. Miller and John R. 
Rock have been promoted to newly 
created positions on the San Fran- 
cisco executive staff of Tide Water 
Associated Oil Co. Miller has been 
named medical director. Rock will 
serve as assistant to the employe 
relations manager. 


Buick Names Alquist 


Cal Alquist has been named dis- 
trict manager for Buick in South 


|Dakota and Western Minnesota. 


He will headquarter in Huron, S. D. 


| International Harvester Shifts 


Truck Sales Personnel 


Three organizational changes in 
International truck sales and mer- 
chandising have been announced by 
Ralph M. Buzard, 


motor truck divi- 
sion of Inter- 
national Har- 
vester Co. Chi- 
cago. 

Wayne A. Riggs, 
former northwest 
regional manager, 
was transferred 
in the same capac- 
ity to the south- 
west region; 

Robert L. MeCaffrey, formerly 





J.-H. Coats 


assistant manager, Southern region, 


was promoted to manager, north- 
west region, and Joseph H. Coats 





|has been appointed supervisor of 
| merchandising, motor truck sales. ° 
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Auto Personnel 


Andrew J. O’Rourke has been 
promoted by Mack to vice-presi- 
dent and manager of Mack’s east- 
ern division. O’Rourke had been 
acting manager. At the same time, 
it was announced that the division’s 
office had been shifted to the Mack 
Building at 58-40 Borden Ave., 
Maspeth, Queens, N. Y. 

Mack also has named John T. 
Klein as Kansas City district 
manager. Previously he had been 
district manager in Omaha. Klein 
joined Mack in 1949. 

* 


* * 


L-O-F Glass Promotes 


Nine in Production 

Nine promotions in the produc- 
tion organization of Libbey- 
Owens-Ford Glass Co. have been 
announced, with F. Edward 
Schwertfeger being named man- 
ager of twin ground plate prod- 
ucts manufacture. 

Other promotions are Frederick 
C. Fox, Rossford plant manager; 
William B. Bamford, assistant 
plant manager; John C. Wood- 
ward, assistant plant manager; 
Charles A. Hess, grinding and 
polishing general superintendent; 
J. Glenn Morgan, plant produc- 
tion manager; Curtis W. Davis 
jr., plant glass_ technologist; 
Delmar Carney, glass making 
general superintendent, and 
Gerald White, plant development 
section head. 

* * * 


Brunner Names Yates 

Bruner Mfg. Co., Utica, N. Y., 
and Brunner Co., Gainesville, Ga., 
has announced the addition of a 
Michigan sales territory. John T. 
Yates, Peoria, Ill, has been named 
sales manager of the area. His 
headquarters will be in Detroit. 

- * * 


Cockshutt Heads Brantford 


W. Ashton Cockshutt has been 
named president of Brantford 
Coach & Body Ltd., Brantford, 
Ont., with Norman H. Bell ap- 
pointed general manager and Carl 
G. Sharra, general sales manager. 

- om = 


Ferro Appoints Riggs 
Appointment of Ralph C. Riggs 
as West Coast plant and sales 
manager of the fiber glass division, 
of Ferro Corp., Cleveland, has been 
announced, The new plant is 
located at Huntington Beach, Calif. 
* * = 


Oldsmobile Names Brandt 


Robert Brandt has been named 
new metropolitan district manager 
for the Minneapolis zone office of 
Oldsmobile. He formerly was Olds- 
mobile district manager in Fargo, 
N. D., and Mankato, Minn. 

* » a 


Moody Heads U. S. Rubber 
Production Plan Dept. 


A new production planning 
department has been formed by 
the tire division of U. S. Rubber 
Co. to coordinate tire production 
scheduling and customer service. 

Curtis L. Moody, former fac- 
tory manager of U. S. Rubber’s 
Detroit tire plant, has been 
named to head the new depart- 
ment as production planning 
manager. Hugo Weisse has been 


Florida Independents 





named assistant to Moody. 
Harold E. Weigold, former fac- 
tory manager of the company’s 
tire plant in Chicopee Falls, 
Mass., has been transferred to 
Detroit as factory manager, suc- 
ceeding Moody. S. Edward Har- 
rison succeeds Weigold as 
Chicopee Falls factory manager. 
* * a 


Chrysler Picks Graham 


Robert Graham, formerly of Lake 
Mills, Ia., has been named South 
Dakota district manager for the 
Minneapolis zone office of Chrysler 
Corp. He will headquarter in 
Watertown, S. D. 

* * *® 

Willys Appoints Eischer 

Ed Eischer has been named 
parts and service manager in the 
Minneapolis zone office of Willys 
Motors. He formerly was parts 
and service manager for Quigley 
Motors (Willys) in St. Paul. 


* * * 


General Promotes King 


Promotion of Roger King to car 
tire sales manager in Portland, 
Ore., has been announced by Gen- 
eral Tire & Rubber Co. King has 
been associated with General since 
1945. 

+ a *~ 
Vines Joins Gardner 

J. H. Vines has joined Gardner, 
Inc., Cincinnati, as a special sales 
representative. He will develop a 
new sales branch for the auto- 


motive distributing firm. 
+ * * 


McDermott Appointed 


Frank McDermott has been ap- 
pointed district manager for the 
Plymouth regional office in Los 
Angeles. He will work primarily in 
the Long Beach area. 

* * 


y 


Chain Belt Promotes Two 


W. B. Marshall, formerly sales 
promotion manager, has been 
named market development and 
sales training manager, and G. H. 
Pfeifer, formerly advertising man- 
ager, has been appointed sales 


promotion and advertising manager | 


by Chain Belt Co., Milwaukee. 
* + + 


a 


Pesco Products Names Hess 


Executive Vice-President 


The appointment of Robert G. 
Hess as executive vice-president 
has been announced by Pesco prod- 
ucts division, Borg-Warner Corp., 
Bedford, O. 

Formerly, Operations vice-presi- 
dent, Hess joined Pesco in January, 
1955. He previously had been gen- 
eral manager of the Watertown 
(N. Y.) division of New York Air 
Brake Co. 

* & = 


GMC Appoints Four 
To Zone, Retail Posts 


Appointment of a new zone 
manager and a retail store manager 
and transfer of two zone managers 
has been announced by GMC. 

Urban F. Sur jr., former Los 
Angeles retail store manager, has 
been named Denver zone manager, 
replacing John C. O’Connor who 
has-been appointed zone manager 
of GMC’s new Portland (Ore.) zone. 


| 
| 





| Co. products. 
* 


Henry Bernstein, former truck sales 
operations analyst, replaces Sur in 
Los Angeles. Selby D. McDonald, 
former Seattle zone manager, has 
become zone manager at Dallas, 
succeeding E. L. Wagoner who has 
retired after 26 years. 

* * * 


Federal Picks Export Chief 


Federal motor truck division of 
Napco Industries has named Michel 
Rothschild d’Etampes as_ export 


director. 
* * * 


DeSoto Promotes Roti 
To Regional Manager 


Bruno Roti, former executive 
assistant to the central zone 
manager in Cincinnati, has been 
appointed Kansas City regional 
manager for De Soto. 

With De Soto since 1949, Roti 
replaces C. Swenholt, now adminis- 
trative assistant to C. F. Jenkins, 
midwest zone manager, in Chicago, 
who announced the changes. 

ca a * 


Eaton Promotes Five 


In Two Divisions 


Five promotions have been an- 
nounced by Eaton Mfg. Co., four 
in the Saginaw division and one 
in the foundry division. 

Martin D. Archangeli has been 
named assistant general manager 
of Saginaw; J. S. Kerr, sales man- 
ager; John O. Harvey, plant man- 
ager, and Melvin L. Zuchlke, 
general superintendent. Paul W. 
Olson has been appointed general 
manager of the foundry division. 

- * * 


Woods Named Sales Manager 


Of Ford Tractor Division 


Edgar H. Woods has been ap- 
pointed general sales manager of 
the tractor and implement division 
of Ford Motor Co., Birmingham, 
Mich., succeeding O. L. Wigton, 
who has been reassigned to a 
central staff sales position. 

Prior to joining Ford, Woods was 


| vice-president and general man- 


ager of John Deere Plow Co., Bal- 

timore. 

with the firm since August, 1950. 
- 7 * 


Nielsen Appoints Lopez 
Gerard Lopez has been placed in 
charge of a new warehouse opened 
by Nielsen Hydraulic Equipment, 
Inc., at 9 Grassmere Ave., West 


| Hartford, Conn. The warehouse 


carries stocks of Parker Appliance 


* * 


Canadian Mack Picks 


Holt and Bergeron 


Canadian division of Mack 
Trucks, Inc., has announced ap- 
pointments of Wilbur C. Holt as 
district manager for Toronto, and 
Roger Bergerson as district man- 
ager in Montreal. 

Holt started with Mack Trucks 
on May 1, 1950, as Toronto service 
manager. Bergeron started with 
Mack Trucks in March, 1950, as a 
Montreal sales representative. 

* - * 


Mack Names Gallagher 


In Atlantic Division 


John F. Gallagher has been ap- 
pointed Atlantic division off- 
highway representative of Mack 
Trucks, Inc. 

Gallagher formerly was a special 
representative of Furnival Machine 
Co., Philadelphia. Previously he was 
a sales engineer for Hercules Pow- 
der Co., Chicago, and account 
executive for Hodge & Hammond, 


~ | New York. 


Hold First "56 Meeting— 


The Florida Independent Automobile Dealers Assn. holds its first directors’ meeting 
in Tampa under the presidency of Wendell Jarrard, Pensacola, Stacy Rowell, president, 
National Independent Automobile Dealers Assn., also attended the meeting arranged 
by Arch Livingston, executive secretary. 


x * * 


McNally and Campbell 


Appointed by Dunlop 


Carl J. McNally and Edward C. 
Campbell have been promoted to 
assistant tire sales managers of 
Dunlop Tire and Rubber Corp., 
Buffalo. 

McNally formerly was midwest 
regional sales manager. Campbell 
formerly was northeast regional 
sales manager. 2 


Mack Transfers Parker; 
Trebesch Replaces Him 


Mack Trucks, Inc., has announced 
that Minor L. Parker, regional bus 
manager for the central division, 
Chicago, has been transferred to a 
similar position with the Atlantic 
division in Philadelphia. He has 
been succeeded by Arnold P. Tre- 
besch. 

Parker, formerly with the sales 
department of General Motors 


He had been associated | 





Honored for Continuous Service— 


Buick honors three employes in the service department of Strang Garage Co., 
Colorado Springs, who represent a total of 91 years of service at the dealership. 
From teft, Lewis Timmerman, with 28 years of service; Ralph Chambers, 29 years, 


and Al Norton, 34 years, 


receive service pins from Ben Farley, 


Buick service 


representative, while James Reilly, dealership general manager, looks on. 





Corp., joined Mack more than al 


year ago. Trebesch previously was 
president of Northwest Marmon- 
Herrington Coaches, Milwaukee, 


and general superintendent of) 


equipment, Detroit Street Railways 
Co. 
7 * * 


Lewis Elected President 


Of Cloyes Gear Works 


Reymond T. Lewis has been 
elected president of Cloyes Gear 
Works, Inc., Cleveland, succeeding 
Harry T. Myers, who was named 
board chairman. 

The appointment of Ralph L. 
Lindner as Cloyes factory manager 
was also announced. Lindner suc- 
ceeds Paul H. Brannon, who be- 
comes chief engineer. 

* 7” ” 


Tri-State Appoints Dr. Taff 
Trucking Course Consultant 


Dr. Charles A. Taff has been) 


appointed a consultant for the 
motor transport management 
course to open at Tri-State College, 
Angola, Ind., in September. 
Walter F. Carey and John P. 
McGill, of American Trucking 
Assns., Inc., Washington, also have 
accepted appointments to advisory 


scholarship program at Tri-State. 
* * x 


Dealer Litsinger Elected 
By Employers’ Assn. 

Fred G. Litsinger, president, Lit- 
singer Motor Co. (Ford), Chicago, 


has been elected treasurer of Em-| 


ployers’ Assn., composed of repre- 
sentatives of some 1,300 companies. 
F. P. Kirch, treasurer, Stewart- 


At Nash Product School— 


Parts Corp., Toledo. 
| * * 





Warner Corp., was reelected to his 
second term as board chairman. 
Curt Teich jr., president, Curt Teich 
and Co., and James Pringle, presi- 
dent, Pringle Paper Products, Inc., 
were reelected vice-presidents. 

a * * 


Hyster Names Richmond 


In Sales Engineering 


Hugh Richmond, Hyster Co., has 
been promoted to the sales engi- 
neering department of the eastern 
industrial truck division, Danville, 
Til. 

Richmond has been with the 
engineering department at Hyster’s 
home offices in Portland, Ore., for 
four and one-half years. 

od « * 


Industrial Chooses Bailey 


Herbert M. Bailey jr. has joined 
Industrial Rayon Corp. in a sales 
capacity with the company’s nylon 
staple fiber division. Bailey previ- 
ously was sales manager of the 
Hartford Rayon Co., division of 
Bigelow-Sanford Carpet Co. 

« * * 


Shrader Appoints Hudson 


Robert S. Hudson has been named 
Detroit automotive industry repre- 


posts on the scholarship committee | sentative for Ralph Sheater, Sts 


which will administer the course’s | 


Whittier, Calif. He formerly was 
with Miracle Power division, AP 


* 


Ford Appoints Cooney 


Appointment of John F. Cooney 
as industrial relations manager of 
the special products division of 
Ford Motor Co. has been an- 
nounced. Cooney joined Ford in 
1944 in the parts and service de- 
partment. 


The new Nash V-8 engine and Flashaway Hydra-Matic transmission were covered 
by zone parts and service managers and service representatives at the Nash Product 
School in Milwaukee. Zone personnel will conduct similar meetings for dealership 
mechanics in their zones. From left, foreground, are Ralph Balzer, technical service 


instructor; J. J. Layton, Atlanta zone; C. 


E. Thomsay, Boston zone; Phil Scianna, 


New York zone, and J. R. Leonard, eastern division parts and service manager. 
Group in rear: W. R. Star, Pittsburgh zone; W. R. Webb, Philadelphia zone; C. H. 
Fox, Buffalo zone, and C. H. Kittle, Washington zone. 
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LOS ANGELES, CALIFORNIA — March 19, 1956: Winning 
Rambler receives the starting flag in the Film Capital as it takes 


off on its route across blazing desert and snow covered mountain 


Beats all 21 Entrants 
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pass. Driver Tommy Thomas was at the wheel of the victory car 
during the Run that ended at the famed Broadmoor Hotel in 
Colorado Springs, Colorado. 


Further Proof That AMERICAN MOTORS M 
-- AND FOR NASH AND HUDSC 


AMERICAN MOTORS CORPORATION 14250 P 





S THE FIELD IN 
ECONOMY RUN! 


ts With 24.35 M.P. G. 


THE ECONOMY LEADER WINS AGAIN IN GRUELLING 1469 MILE 
RUN FROM LOS ANGELES TO COLORADO SPRINGS 


Ti citing has done it again! The smart compact car that holds 
the all-time record for the Mobilgas Economy Run has rung 
up another smashing victory in the 1956 running of this Classic. 


Look at the record! The most miles per gallon of any car in the 


Run—24.35 Miles Per Gallon! 


This amazing economy record was acheived over a rugged 


course that varied from 203 feet below sea level in Death Valley 


to 11,132 feet above sea level at Monarch Pass, Colorado and 
that passed through drastic temperature changes. 

Here is further proof — established in the most gruelling “la- 
boratory” on record — that Rambler tops ’em all in economy, 
as it does in maneuverability, handling ease, safety, comfort 
and resale value. 

Here is further sales ammunition for Hudson and Nash dealers 
to prove that Rambler is the Smart Switch for Fifty-Six! 


NOW — $25,000 “2: INSURANCE AGAINST FATAL INJURY 
WITH ALL NEW AMERICAN MOTORS CARS 


WHERE STATE INSURANCE LAWS PERMIT 





RAMBLER - NASH - HUDSON 
METROPOLITAN 





MEANS MORE FOR AMERICANS 
ISON DEALERS, TOO! 


14250 PLYMOUTH ROAD DETROIT 32, MICHIGAN 











Across the Nation... 


Auto Dealer Changes 


William Bishop jr., formerly of 
Clarksburg, W. Va., has gone into 
partnership with F. B. McCormic, 
DeSoto-Plymouth dealer in Fos- 
toria, O. Bishop will serve as gen- 
eral manager of McCormic Motor 
Sales Co. 


* * * 


Windsor White Adds Nash 


Windsor White Motors, Ltd., 
Windsor, Ont., has been appointed 
a Nash dealer. Windsor White also 
is distributor of White and Autocar 
trucks. Louis C. Brunner heads the 


firm. 


*x * * 


Wilson Pontiac Launched 
Wilson Pontiac Co. has opened at 
800 Fifth St., Port Arthur, Tex., in 
a building formerly occupied by 
Baker-Jenkins Motors. Gomer Wil- 
son heads the new firm. 
*~ * * 


Summers Buys Pryor 


R. L. Summers has purchased | 
Pryor Chevrolet Co., Camden, Ark., | 
from Mrs. Edgar Pryor and family. | 


Summers formerly has owned Chev- 
rolet dealerships in Dardanelle and 
Paris, Ark. 


* * 


Geslin Sells to Swanby 


Murray J. Swanby has purchased 
the Buick dealership at Proctor, 
Minn., formerly operated by E. A. 
Geslin. The firm has been renamed 
Proctor Motor, Inc. 

* * * 


Town’s Edge Olds Opens 


Town's Edge Motors is a new 
Oldsmobile dealership in Hopkins, 
Minn., 


R. J. Walser is the dealer. 
* 


* * 


Packard Signs Gary 


Gary Auto Exchange, 1976 
Broadway, Gary, Ind., has been 
named a Packard dealership. It 
will be known as Packard-on- 
Broadway. It is operated by 


Jacob and Irving Dalkoff, a 


father and son team. The elder 


a suburb of Minneapolis. | 
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Dalkoff has been in the automo- 
bile sales business since 1929. For 
the past three years they have 
been Willys dealers and will con- 
tinue to sell Willys commercial 
vehicles. 

* 


Soll & Schilling Franchised 


Soll & Schilling Studebaker, Inc., 
| 5800 Delmar, St. Louis, has received 
|a Studebaker franchise. Irving G. | 
Soll is president and Sherwin Schill- | 
ing is vice-president. 


* * * 


Teeters, Jones Add Jeep 

New Willys Jeep dealers are Bill | 
| Teeters’ Pontiac, Park Falls, Wis.., | 
|headed by Wilbur Teeters, and_| 
| Jones Implement and Farm Supply | 
Co., Park Rapids, Minn., headed | 
| by Loyal F. Jones. 


* * * 


Hieb Buys Out Manke 

Walter Hieb has purchased 
Manke Chevrolet Co. at Selby, 
8S. D., from Arnold Manke. | 
Manke, who had operated the 
dealership since 1926, has not an- | 


nounced future plans. 
* * * 





Competition Motors Opens | 


Competition Motors Service, Inc. | 
(Volkswagen-Porsche), has opened | 
|at 1730 N. Highland Ave., Holly-| 
| wood, Calif. Owners are John and | 
|Eleanor von Neumann, who now| 
|serve 37 dealers. 
* * k | 


'Ransdell Sells Dodge 


'To Clark in Kansas 


A. G. Ransdell has sold Rans- 
dell Motor Service (Dodge-Plym- 
| outh), Lawrence, Kans., to Jim 
| Clark of Kansas City. The firm 
is now known as Jim Clark Mo- 
tor Co. It is located at 623 Mass. 
St. 

Clark was sales manager for 
Ervin Feld Motor Co., Kansas 
City. Ransdell retained the used- 
car portion of the company at 
Ninth and New Hampshire Sts. 





Oneida Holds Distributor-Sales Meeting— 


A reception and dinner highlighted the distributor-sales meeting held in Detroit by Oneida Products Corp., Canastota, N. Y. 
Representatives of chassis manufacturers present included R. J. Burgess, C. P. Craig, L. Parks, H. Ross, D. G. Russell, W. W. 
Schwed, J. B. Summers, P. A. Thrasher, C. Tooke and C. W. Trout, of Oneida; H. F. Blankenship, Chevrolet; Chris Kope and A. 
C. Scott, Ford; Fred Sage jr., Jack Holton, and O. B. Molander, Dodge; L. H. Boyd and J. E. Godfrey, of GM truck and coach; 
Harry E. Slater, Herthornway Export Corp., Detroit; Fran Kamb and Vic Meteyer, Kamb, Meteyer Advertising Agency, Rochester, 
N. Y.; Martin Meltsner and Gene Amabile, Ammel Distributors, Bronx, N. Y.; Everett M. Bailey and Joe Bailey, Everett M. 
Bailey and Sons, Pontiac, Ill.; Al Mack, Coach and Equipment Sales Co., Cedar Rapids, la.; Fred Glasier and Jack Bogner, Glasier 
Truck Bodies, Inc., Newark, N. J.; Robert Newquist, E. Hoiby Body Co., Minneapolis; Ray Mansmann, Dick Snelbaugh and Lloyd 
Heatherington, International Industries, Inc., Pittsburgh; E. P. Jelinek, Jelco, Inc., Milwaukee; Ford W. Thompson jr., Ladue Local 


lines, St. Louis; Jay Madsen and Dale Madsen, J. Madsen Equipment Co., Bath, N. Y.; N. Oglesby, F. Oglesby, G. Speaker and | 


* | 


He will operate it as Slim Rans- 
dell Motor Co. He started in bus- 
iness in Lawrence in 1939. 


* * * 


Backus and Loner Open 


| Cadillac-Pontiac Deal 


| G. B. Backus and Frank Loner, 
|partners in Backus-Loner Motors, 
|Ine. (Cadillac-Pontiac), Savannah, 
|Ga., plan to build a new one-story 
| brick and steel structure. The firm 
is operating at"a temporary loca- 
| tion. 

Loner is from Rome, Ga., where 
|}he operated a Cadillac-Pontiac 
dealership for 2% years. Backus 
was a Cadillac-Pontiac dealer at 
Fort Myers, Fla. 


* 


Reed Adds Studebaker 
Ted Reed of Ted Reed Motors 


* 


| (Nash), Eugene, Ore., has acquired 


a Studebaker franchise for Spring- 
field, Ore. Vernon Sanders will 
manage the business. 

+ * * 


Myklebust Buys Burkland 





Bill Burkland Motors (Packard-| 


Willys), Longview, Wash., has been 
sold to K. T. Myklebust, who 
changed the name to Myklebust 
Motors. 

* * 


Larson Adds Willys 
William F. Larson (Dodge-Plym- 
outh), Carson, Wash., has added 


Willys commercial cars. 
* * ~ 


+. 


Packard-Clipper Appoints 
15 New Dealerships 


The appointment of 15 new 
dealers has been announced by 
Packard-Clipper. The new dealer- 
ships are: 

Cox Motor Co., Mt. Vernon, 
Mo.; Gezon Motor Sales, Grand 
Rapids, Mich.; Cross & Farquhar, 
Leominster, Mass.; Sierra Motor 
Co., Truth or Consequences, N. 
M.; Peck Motor Co., Silver City, 
N. M.; Packard Bristol, Inc., Bris- 
tol, Conn.; Rounds Service, Battle 
Mountain, Nev.; DuBois, Inc., 
Arlington, Va. 

Britton Motors, Knoxville, 
Tenn.; Oklahoma Packard Co., 
Oklahoma City; Scott Motor Co., 
Las Cruces, N. M.; Ft. Collins 
Motors, Ft. Collins, Colo.; River- 
ton Packard Co., Riverton, Wyo.; 
Taylor’s Sales & Service, Sagi- 





Merlin Wolfe, Oglesby Equipment Co., Detroit; John A. Walton, Oneida Bus Sales, Lansdale, Pa.; L. Pitts, Pitts Distributing Co., 
Oklahoma City; Harvey Schach and John Kucinic, Power Brake Equipment Co., Cleveland; Harold Welch, Schweigers, I nc., 
Watertown, S. D.; James C. Snyder jr. and Robert Reisinger, Snyder Body Works, Greenmount, Md.; R. Pentland, Truck Equip-| over the DeSoto-Plymouth dealer- 
ment Co., Norwalk, Conn.; F. Burke and R. Burke, Walsh Body and Trailer Corp., Somerville, Mass. 





|Murray and His 1914 Ford— 


An auto momento of the past is used as a selling tool today by Charles Murray, 


a parts jobber in Kingston, Pa. 


This photo of Murray and his 1914 Ford (photo 


taken in 1919) is used as a postcard advertising piece by Murray. 





| naw, Mich., and Killelea Motor 
Sales, Ottawa, II. 


x * 


Wolfe Ford Deal Opens 


Wolfe Ford Sales, Inc. has 
opened at 103 Ocean St., South 
Portland, Me. Owners are Oliver 
M. and Richard S. Wolfe. 


* * x 


Usher Sells to Sanders 


Art Usher has sold his Ford car 
business in Seneca, Kans., to Ray 
Sanders who now is operating the 
dealership. Usher is remaining 
| with Sanders for a time. 
| * * * 


‘Owens to Move 


In Little Rock 


Owen’s Motors & Oil Co. (Pack- 
|ard), Little Rock, Ark., operated by 
|W. L. Owen and his son, W. M. 


* 


Owen, for 33 years, is moving from | 


1100 W. Capitol to a new building 
which the firm is constructing at 


been in the automobile business 
| more than 40 years. 

Moving into the downtown loca- 
|tion vacated by Owen will be 
|Herbert Jones Nash Co., now lo- 
cated at 222 Cross. 


Kelly Motors, 

|Hudson dealer, 

downtown Little 

Packard which 

Owen’s move to the suburbs. 
* a * 


Wallace Opens Dual 


Eugene Wallace, formerly a 
DeSoto-Plymouth dealer in Detroit, 
has purchased Powers Motor Sales, 
Inc., 1949 N. Jefferson, Huntington, 
Ind., and is doing business as 
Wallace Oldsmobile-Cadillac, Inc. 


* * * 


Green Takes Studebaker 


John S. Green sr., who has oper- 
ated a garage at the same location 
in Augusta, Ga., for 38 years, has 
received a Studebaker franchise. 

* * * 


Hinman Buys Out Preston 


Rex Hinman has purchased the 
stock and equipment of Preston 
Motor Sales (International), One- 
onta, N. Y., formerly operated by 
Clarence Preston, Hinman formerly 
operated Hinman Mctors (Nash) 
in Oneonta. 


has received the 
Rock franchise for 
was vacated by 





* * * 


Wambaugh Opens Maxim 


In Elkhart, Ind. 


Maxim Motors, Inc., 507 E. Jack- 
son Blvd., is a new Studebaker 
dealership in Elkhart, Ind., headed 
by Fred W. Wambaugh, president. 
Wilbur D. Garman is vice-president, 
James Rowe is secretary-treasurer. 

Wambaugh has had 42 years ex- 
perience in automobile sales and 
service. Fred Wambaugh Sales, 
Inc., 501 E. Jackson, will continue 
operation as an appliance sales 
and repair business, while Maxim 
Motors will operate the Studebaker 
sales and service dealership. 

* * * 


Schenke Takes Mercury 
Fred Schenke, who has been in 
the auto business more than 40 
years, has opened a new Mercury 
dealership in Cincinnati. His son, 
Robert, will be general manager. 
+ OK od 


Ferrante Takes DeSoto 
Anthony A. Ferrante has taken 





ship replacing O’Connor Motors of 


Inec., Little Rock | 


4908 Asher. The elder Owen has| 


Cleveland. Ferrante, a one-time 
Ford-Mercury salesman, has started 


|a remodeling program for the 
| agency. 


* * * 


Hoey Sells to Barker 


Walter J. Hoey has retired after 
20 years as a dealer, and has sold 
Walter Hoey Motors’ (DeSoto- 
Plymouth), Eugene, Ore., to Barker 
Motors, Inc., which is headed by 
Don Barker, executive of a Eugene 
logging concern. 


Dodge Awandls 


13 Franchises 


Dodge has awarded 13 new fran- 
chises of which 12 are Dodge exclu- 
sives. Lone Plymouth dual in the 
group is Couch-Mahan Motors, 


| Nixon, Tex. 


Another dealership, Delta Motor 
Co., Yazoo City, Miss., will handle 
Dodge cars only. 

New car-and-truck dealerships 
are: McCormick Motor Co., Lincoln, 
Me.; Garrett’s, Raymondsville, Tex.; 


|Howard Taylor Dodge, San Diego; 
| Teche Motors, Inc., Breaux Bridge, 


| La.; 


|Co., 
|Blythe, Calif.; Floyd Hegg Dodge, 
| Paris, 
|Co., Lake City, Ia. 





Tinker & Johnson, Mora, 
Minn.; Anderson Motor Co., Hunts- 
ville, Ala.; Rodgers Motor Co, 
Galena Park, Tex.; Littleton Motor 
Inc., Edmond, Okla.; Reed’s, 


Ill, and Boyd Implement 


* * * 


Leist Takes Over Evans 


Earl Leist, of Lancaster, O., 
has taken over Johnny Evans, Inc. 
(Packard), Circleville, O., and will 
operate it as a branch dealership. 

* 


* * 


Southern Chevrolet Forms 


Southern Chevrolet Co., at 820 
Fifth ave., Alexandria, La., has been 
incorporated with $500,000 in capital 


stock. 
* * 


Buick Picks Miller-Fields 


Miller-Fields Buick, Inc., 400 N. 
Washington St., Rockville, Md., has 
announced its appointment as a 
Buick dealership. The firm is build- 
ing a new building. Partners are 
Vernon H. Miller, president, and 
Robert M. Fields, secretary-treas- 
urer. Miller operated Miller-Hughes 
Motor Co. for 10 years. 

* 


* 


* * 


Codys Open Two Deals 


Richard M, Cody and sons, 
Montpelier, Vt., have opened two 
Chevrolet dealerships. The Mont- 
pelier outlet will be known as Cody 
Chevrolet, Inc., the other, in Barre, 
Vt., will be known as Bud’s Chev- 
rolet, located at 553 N. Main St. 


* * * 


Penders Open Deal 


A new Dodge-Plymouth dealer- 
ship has been started in Paola, 
Kans., by Carl T,. Pender, Spring 
Hill, Kans. Pender is associated 
in the new business with his son, 
C. Robert Pender. The firm will be 
known as Pender Motor Co. Before 
his retirement in January, 1954, 
Pender was sales manager for 


| Sinclair Coal Co. 


* * * 


Blenke Shifts to Mercury 

Blenke Brothers Auto Sales, Inc., 
747 S. Michigan St., South Bend, 
has changed from DeSoto-Plymouth 
to Mercury. 
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Planning for tomorrow - Producing for today! 


Since the earliest days of the industry, Bendix foresight 
in product design and development has contributed 
materially to automotive progress. 


For example, Bendix* power braking and power steer- 
ing, two of the industry’s most popular new car features, 
are the results of years of research and engineering by 
Bendix specialists in these important fields. 


Today Bendix engineers are likewise busy planning 


TYPICAL 
EXAMPLES 


Bendix Power Brakes 


and developing new and better products to meet the 
needs of the years ahead. 

It is because of this foresight the automotive industry 
looks to Bendix for components that continue to lead 


in public acceptance and dependable performance. 
*REG, U.S. PAT. OFF. 


BENDIX S%°°2S SOUTH BEND sorawa 


Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


AVIATION CORPORATION 


Bendix Power Steering 


BRAKES @ POWER STEERING @ POWER BRAKING e CONSTANT VELOCITY UNIVERSAL JOINTS @ HYDRAULIC REMOTE CONTROLS 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Nevada, ‘Mo. 


Nevada (Mo.) dealers report an 
increasing spring demand for new 
and used cars with considerably 
more activity than was expected by 
most. 

Industrial and farming condi- 
tions are fair to better. Customers 
are pressuring for reduced prices 
and terms with some success. Most 
dealers see a fair spring and sum- 
mer business a little under last 
year. 

Credit and repossessions are nor- 
mal. Most payment contracts are 
in fair shape and little change is 
expected during the next few 
months.—(L. H. Houck) 

* 


* * 


Cleveland 


Although there was a slight eas- 
ing-off in new-car sales in the sec- 
ond week of March in Cleveland, a 
general high degree of optimism 
prevails. 


Sales for the week showed 1,662 


new cars, compared with 2,137 for | rolet, 


the previous week and 1,928 for the 
comparable week of 1955. 

Used-car sales, totalling 1,954, ran 
ahead of the previous weekly pe- 
riod and were about the same as a 
year ago. 

Commercial turnover for the 
week was about par: 152 new and 
68 used. 

Total new-car registrations in 
February were 6,115. They broke 
down as follows: Chevrolet, 1,382; 
Ford, 1,330; Buick, 547; Oldsmo- 
bile, 480; Plymouth, 478; Pontiac, 
391; Dodge, 369; Mercury, 333; 
Cadillac, 181; Chrysler, 150; De- 
Soto, 139; Nash, 87; Studebaker, 
716; Lincoln, 65; Hudson, 28; Im- 
perial, 27; Volkswagen, 27; Pack- 
ard, 10; Clipper, 7; English Ford, 
3; Triumph, 2; Jaguar, 1; Metro- 
politan, 1, and Willys, 1. 

Truck registrations, amounting 
to 529, were divided as follows: 





Ford, 162; International, 115; Chev- 
110; GMC, 54; White, 35; 
Dodge, 27; Willys, 16; Mack, 5; 
Divco, 2; Studebaker, 2, and Volks- 
wagen, 1—(Sanford Markey.) 


* * x 


Fort Scott, Kans. 


Dealers here are actually in com- 
petition with Kansas City prices as 


|almost everyone takes the Kansas 


City papers, watches Kansas City 
television and 
City radio. 
While dealers report new and 
used-car demand up, they find it 
hard to explain to customers why 
they can’t compete with gimmick 
deals and get them to understand 
that they can’t go to Kansas City 
and get the identical advertised 
deal either. This makes closing 
deals a bit difficult at times. 
Demand, while stronger, is con- 
sistently reported to be lower 
than the same period last year. 


listens to Kansas} 





This, coupled with a bad winter, 
puts the volume considerably 
lower than a year ago. 

Finance companies are repossess- 
ing thin deals after one month’s 
arrears but those with good credit 
and a considerable number of pay- 
ments made can take up to 60 days. 
—(L, H. Houck.) 


* * * 


Augusta, Ga. 


Most new and used-car dealers 
here are offering bargain prices 
and obtaining excellent results. 

“Business is up to standard and 
we're selling more new cars than 
we have for many years, during 
this season,” one dealer said, “but 
we have to stay on our toes to do 
Ang 

Another dealer said that he’s 
turning down no reasonable tradein 
offer and turns no prospect away. 

There have been no new gim- 
micks added here recently. A few 
dealers expect to equal their 1955 
volume during March. — (Julanie 
Lampkin.) 

” * 
Miami 

Although new-car sales continue 
somewhat below expectations, at 
least one Miami concern sold more 





Enjay Butyl rubber— 


vital artery in newest airliners 


Douglas chooses Enjay Butyl for rubber components of the hydraulic 
systems in many of its famous DC-7 airliners. These components, which 
help assure the dependable operation of everything from wing flaps to 
landing gear, are proving over millions of air miles their durability 
and resistance to wear. 

Versatile Enjay Butyl rubber may well have a place in your operation. 
It will pay you to investigate the many technical advantages it has 


over other types of rubber. Its price and ready availability are advan- 
tages, too. For full information, and for technical assistance in the uses 


of Enjay Butyl, contact the Enjay Company today. 


Pioneer in Petrochemicals 


ENJAY COMPANY, INC., 15 West 51st Street, New York 19, N. Y. 
Other offices: Akron + Boston « Chicago « Los Angeles + Tulsa 


BUTYL 


Enjay Butyl] is the super-durable rubber 
with outstanding resistance to aging + 


abrasion « tear « chipping « cracking « 
ozone and corona « chemicals + gases 


¢ heat + cold « sunlight « moisture. 


| 
| 





new units in February than it did 
in the same month of last year. 


In the used-car field, clean late 
models continue in short supply 
with prices holding firm. Older 
models are plentiful and prices are 
soft.—(G. S. Connell.) 


* * 


Cincinnati 

The registration of 2,406 automo- 
tive units in Cincinnati in the week 
ended March 8 was the highest for 
the year to date, and the best week 
since Sept. 29, 1955. 

Total sales were 21 units over 
the week ended March 1, when 
2,385 units were sold, but 100 
units under the comparable week 
in 1955 when 2,506 vehicles were 
sold. 

In the week ended March 8 a 
total of 940 new cars and 71 new 
trucks were sold, compared with 
992 new cars and 112 new trucks 
in the previous week. 

In the week a total of 1,326 used 
cars and 69 used trucks changed 
hands. This compares with the sale 
of 1,221 used cars and 60 used 
trucks sold in the week ended 
March 1.—(Frank Kappel) 





oo 





Safety Valve— 


This sectional view shows how the new 
Firestone Supreme tubeless tire reduces 
blowout dangers. When the air rushes 
from the outer chamber, a rubber valve 
closes to retain two-thirds of the air in 
the inner chamber. This, Firestone said, 
Prevents the tire from collapsing and 
gives the driver time to bring the car to 


a safe stop. 
> @ 


Firestone Unveils 
‘Safety Designed’ 
Tubeless Tire 


AKRON. — A new tubeless tire 
designed to give safety under 
super-highway driving conditions 
has been announced by Firestone 
Tire & Rubber Co. 

Lee R. Jackson, president, said 
it was the “safest. and longest- 
wearing passenger car tire ever 
offered.” The tire, called the Su- 
preme, is made with a gum-dipped 
nylon cord with high impact re- 
sistance, Jackson said. 

Firestone said the tire has a 
gummy sealant that prevents tire 
failures from nails and similar 
objects. A safety diaphragm, made 
of two plies of rubberized nylon 
cord is designed, with a valve, to 
give blowout protection, Jackson 
said. 

If the outer casing is ripped or 
slashed, the inner “tire within a 
tire” holds the air enabling the 
driver to bring the car to a stop 
without danger, Firestone said. 

The tire utilizes a wider and 
deeper tread, said Firestone, which 
conforms better to road surfaces. 
The white sidewall of the tire, the 
firm said, contains new compounds 
of pigments, rubber and chemicals 
that protect it from cracking or 
checking. 


Toledo Plant Cost 
GM $4,290,090 


TOLEDO.—General Motors paid 
$4,290,000 for the Martin-Parry 
Corp. plant here which it purchased 
last October, Federal revenue 
stamps attached to the deed indi- 
cated. 

Martin-Parry bought the plant 
from the Government for $1.6 mil- 
lion in 1947. It cost $10.5 million 
when it was built in 1942. 

Chevrolet will convert the instal- 
lation into an automatic transmis- 
sion plant and expects to have it 
in full production by the end of 
the year. Employment will be more 
than 2,000 at peak capacity. 


VW Deal Opened 
A Volkswagen dealership has 
been opened at 206 N. Washington, 
Hutchinson, Kans. George Ussery 
is manager. 
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Affecting Factories and Dealers... 








Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

The prime advertising problem 
facing every manufacturer today 
is “to make prospective customers 
aware that you are talking at all,” 
according to Fairfax M. Cone, pres- 
ident of Foote, Cone & Belding 
advertising agency. 

“Even obtaining a prospect’s 
awareness that you are saying 
something, ‘in the face of $9 bil- 
lion worth of advertising of every 
kind’ that is bombarding him, is 
no easy matter,” says Cone. 

Speaking at a dinner attended 
by 450 of the nation’s top business 
and advertising executives in Chi- 
cago, Cone pointed out that not 
only are newspapers and magazines 
“jam-packed” with advertising and 
consumers have less time for read- 
ing them, but also the Nielsen rat- 
ings for television have been going 
down steadily except for some 
spectaculars. 

“Starch figures on magazine 
advertising noting and reading 


are at their lowest point in 25 


years,” he added. 
“Before the advent of broadcast- 
ing, advertisers mostly compete in 


print for interest,” he said. “Today, | 
the competition is for time. Just as | 


we seek to make memorable points 
in our allotted time on television, 
we must get the time itself —in 
print.” 

Cone warned that advertising 
has to be truly “extraordinary” 
to accomplish this purpose. 

“To be extraordinary,” he de- 
clared, “advertising may have to be 
different only in being remarkably 


simple, easier than ever before to} 


understand and to appreciate. You 
have to earn the prospect’s time 
for every advertisement you run. 
If you don’t get it in printed ad- 
vertising, or if, having it allotted 
on television, you don’t use it cre- 
atively, than advertising will have 
failed.” 

The dinner, sponsored by Print- 
ers’ Ink magazine, honored Cone 
and Leo Burnett as winners of the | 
Advertising Award of the Year for | 
1955 in recognition of their contri- | 
butions to the advertising business. | 

” * * 


U. S. Royal Takes to Air 


The U. 8. Royal Tire division 
of U. 8. Rubber Co. will sponsor 
“It’s Time’—18 five-minute Sat- 
urday and Sunday news drama- 
tization programs on ABC’s ra- 
dio network—beginning Apr. 14. 

The show, which began last 
summer, is produced by Time 
magazine and ABC Radio in col- 
laboration with Westbrook Van 
Voorhis, the program’s narrator. 

* e * 


The (Im) pulse that Beats 


A lesson in the importance of 
impulse buying and product dis- 


play recently was learned by B. J.) 


Ratigan, Inc. (DeSoto-Plymouth), 
Detroit. 

Richard Evans, an Inkster 
(Mich.) engineer who was return- 
ing to Detroit from a New York 
business trip, spotted a DeSoto In- 
dianapolis Pace Car on display at 


the airport terminal at Willow Run. 


‘Inspired to buy, Evans remem-| 


bered the name of a dealer he’s 
seen advertise regularly — B. J. 
Ratigan. He went to the phone 
booth at the terminal and called 
Ratigan. A few hours later Evans 
was driving home in his new con- 
vertible. 
* ae * 


Jackson-Goldie Picks Rep 


Jackson-Goldie Ford Sales, of 
Oakland, Calif., has selected Dia- 
mond & Sherwood, Inc., of San 
Francisco, as its advertising repre- 
sentative. 


The campaign, which will include 
eight weeks sponsorship of the 
“Lucky Bucks” promotion over Ra- 
dio Station KROW in Oakland, 


- Was coordinated by James Diamond 


and Clint Sherwood, of the agency, 
and Charles Smith, sales manager 
of the dealership. 


* * * 


Split-Run Ads Available 
Split- run advertising is now 
available in limited amounts for the 
Los Angeles Mirror-News daily 
San Fernando Valley editions, ac- 


cording to Marvin Reimer, ad man- 
ager. 

Maximum amount of split-run 
advertising in any one day’s issue 
is one page and acceptance is sub- 
ject to availability of space, Rei- 
mer said. No split-run editions are 
published on Saturday. 


* * * 


S-W Appoints Bond 


George Bond has been named 
| merchandising manager of the Ale- 
|mite lubrication equipment and 
| Stewart - Warner Instrument divi- 

sion of Stewart-Warner Corp., 
| according to E. N. Robinson, distri- 
bution manager. Bond formerly was 
|sales promotion manager of the 
| division. 

| In this new post, Bond will re- 
|tain all of the sales promotion 
| activities formerly under his direc- 
| tion, and, in addition, will have full 
| responsibility of such functions as 
|planning and preparation of cata- 
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logs, displays and exhibits, admin- 
istration of promotional activities 
and sales publications and the de- 
velopment of merchandising pro- 
grams together with the necessary 
sales tools, Robinson said. 

* * * 


Bear Opens Campaign 

An intensified Spring advertising 
program in the Saturday Evening 
Post is being launched in the April 
23 issue of that magazine by Bear 
Mfg. Co., Rock Island,. Ill. 


The series of ads, 1unning 
through June 9, will feature Bear 
Safety Service and new Comfort 
Ride Conditioning Service, accord- 


|ing to W. C. Goldschmidt, adver- 


tising manager. 
* * * 


AMA Elects Bruner 


Felix F. Bruner, of the GM pub-|’ 


lic relations staff, has been elected 
1956-57 chairman of the public re- 
lations committee of the Automo- 
bile Manufacturers Assn. Bruner 
has served on the industry com- 
mittee since 1948. 

As chairman, he succeeds James 
W. Lee II, a partner in the firm of 
Ivy Lee and T. J. Ross, public rela- 
tions counsel for the Chrysler 
Corp. 


HOW TO CLINCH THE SALE 
WITH SAFETY POWER STEERING 


(Based on an actual sales 


experience reported by a 
new car salesman.) 


ISN'T THIS A BIG BEAUTY? 


| 


| 





To sell them 


and keep them sold, 
DEMONSTRATE... 





JUST LOOK AT THE ROOM 


BIG NOWADAYS THAT I'M 
ALMOST AFRAID TO HANDLE 


OTHER CAR WE TRIED, LET'S | YOUNG MAN! === 





sooner 


SAGINAW STEERING GEAR DIVISION OF GENERAL MOTORS e Saginaw, Mich. 


Galen 



































































Life Film Explains Sales Approach— 


Shown above is a scene from “Calling All Salesmen,’ 


a color cartoon film dealing 
with sales and national advertising produced for Life magazine by Transfilm. The 





14-minute film depicts the advantages to salesmen of selling their national advertising 
| as part of thei: products. The film is distributed by Life for showings to product sales- 
| men, sales managers and advertising agencies. 


WE'VE JUST HAD A DEMONSTRATION OF A 
NEW- ----FROM YOUR COMPETITOR DOWN THE 
STREET, BUT BEFORE WE DECIDE WE'D LIKE TO 
SEE HOW YOUR CAR STACKS UP WITH IT 


FA 


DON'T WORRY ABOUT THAT, MRS. MARSHALL. YOU'LL 
FIND THIS DEMONSTRATOR WITH NEW 1956 SAFETY 
POWER STEERING TURNS AND PARKS FAR EASIER 
I. THAN ANYTHING YOU EVER DROVE BEFORE! A 


STEERING MADE THE SALE, 
NOT ME / IT'LL SELL PLENTY OF 
CARS FOR YOU, TOO, THERE'S 
NOTHING LIKE SPS TO HELP 
YOUR CAR MAKE A FAVORABLE 
IMPRESSION ON PROSPECTS. 
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could house the 


off oe. 


highest high hat: 
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But TODAY'S high style 
Is too low for 
wasted space 


AE ROEM 


and “‘New"’ Seat Construction 



















Solid area indicates space saved by switch- 
ing to full-volume AIRFOAM seating. 


Open area indicates lesser space needed 
for full-volume AIRFOAM seating. 


SO AIRFOAM saves space, 
Saves style, saves sales 


with new R-()-Q)-MI 


for comfort! 











WHEN A CUSTOMER no longer has room to reach for his wallet— 
maybe condensed interiors have gone far enough. It’s time to make 
more room for people—and their buying urges. 


THIS PROBLEM has been tackled—and licked—by ArrroAm Develop- 
ment Engineers, working with foremost automobile manufacturers. 
Together, they are fast replacing outdated bulky assemblies with 
glamorous, room-creating AIRFOAM seat-units. 

THESE NEW AIRFOAM SEAT-UNITS are smart, modern, in step 
with today’s showroom beauties and they also—seemingly magically— 
provide more headroom, footroom, elbowroom, kneeroom — BUYING 
room! If they’re not already in your line, they may be on the way. 
Goodyear, Automotive Products Dept., Akron 16, Ohio. 


Hui 


(MADE ONLY BY 





GOOD, YEAR 


THE VW/ORLOES FINEST, AOST (MODERN CUSHIONING 


















AIRFOAM makes interiors 
roomier, more luxurious 






Premolded AIRFOAM replaces 
expensive handwork— 
looks even richer 





Exciting new seating ideas 
become practical with AIRFOAM 


AIRFOAM gives custom looks 
and custom rides 


AIRFOAM can be your 
greatest sales-aid in years 
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* 
Business to Spend 
* * 
$35 Billion for 
* ° 9 
Expansion in 56 

WASHINGTON.—American busi- 
ness is planning to spend $35 bil- 
lion for new plant and equipment 
in 1956, an increase of 22 percent 
over 1955’s record expenditures, ac- 
cording to a survey conducted by 
the Securities & Exchange Com- 
mission. 

The automotive and iron and 
steel industries both have charted 
expansion expenditures more than 
50 percent above 1955 levels. Sched- 
uled automotive expansion was put 
at $1.3 billion and iron and steel at 
$1.9 billion. 

Other manufacturing industries 
planning to surpass 1955 totals by 
more than 50 percent are the non- 


ferrous metals and nonautomotive 
transportation equipment groups. 


The SEC survey also found that 
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Highways and Safety ... 





Adult Driver Training 


Analyzed by AAA 


Complete information on adult 
students in driver-training classes 
has been obtained by an AAA sur- 
vey of 194 schools cffering such 
instruction. 

Results of the survey, AAA 
said, should be of use to other | 
schools contemplating similar 
programs. 

A total of 10,003 adults were | 
trained by the 194 schools during | 
the 1954-55 school year. The average | 
class consisted of 52 women and 
three men, who received seven 
classroom and 11 road lessons. Each 
student received 5.8 hours of | 
behind-the-wheel practice. 


most popular days for classroom 
instruction, with 27 percent of total 
sessions falling on each of the two 
days. Wednesday accounted for 18 
percent, Thursday for 17 percent, 


| Friday for 5 percent and Saturday 


for 6 percent. 

A total of 82 percent of class- 
room instruction was given in 
the evening, 12 percent in the 
afternoon and 6 percent in the 
morning. 

Phases of training receiving 
greatest classroom attention in- 
cluded driving practices, maneu- 
vers, practice in gearshift cars, 
traffic laws, preparations for driv- 
ing, driver condition, knowledge 


businessmen in every major indus- 


try group expect 1956 sales to ex-| 


ceed the 1955 total. Manufacturers 
look for a 6 percent rise, trade 
firms anticipate a 4 percent hike 
and public utilities expect a 9 per- 
cent increase. 





With Dodge 25 Years— 


to dealers 
completion of 25 year's affiliation with 
Dodge, is presented to Thomas Easterby, 


A plaque, awarded upon 


left, Easterby-Thackston, Inc., Greenville, 


| S. C., by K. L. Heatherly, Dodge's Green- 


ville district manager. 





A surprisingly iarge number of 
schools indicated that it was un- 
necessary to do any promotion to 
get enrollments. Only 8 percent| cars, insurance and attitudes. 
paid for advertising. Unlike commercial driving 

Monday and Tuesday were the'schools, two or more adults were 


of car, car economies, highways, 
laws of physics, traffic engineering, 
practice in automatic-transmission 
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LOU Cw V4 ee a est 
reaches over — 


35 million readers 


Super Liquid Glaze in the Spraytainer—the 
push-button car polisher—is the newest and 
most novel selling idea in the polish field. 
Backed by National advertising in Life, Post, 
Collier’s, Parade and This Week, it will be in 
greater demand than ever before. 

Stock up now so your customers can beautify 
and protect their cars—the easy way—for 
Spring and Summer driving. Phone, wire or 
write your order today, and get in on these 
easy extra profits. 


12 Super Liquid Glaze in 12 oz. Spraytainers 
(list price $2.75 each) $19.80 

Liquid Cleaner in 8 oz. Plastic Bottles 
(list price $1.25 each) 


12 Super 
F $9.00 
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usually taken out in a car at one 
time. For example, a one-hour road 
lesson with three persons in the car 
would mean that each person was 
behind the wheel 20 minutes and 
riding as an observer for 40 
minutes. 

No school gave fewer than four 
road lessons, and one gave as many 
as 35. The average number was 11. 
Some road lessons lasted only 20 
minutes, while others ran as long 
as three hours. The average length 
was 92 minutes. 


Of the cars used, 92 percent 
were loaned by dealers, 5 percent 
were rented from dealers and 3 
percent were owned by _ the 
schools. 


One school limited students to 
one hour behind the wheel in total 
time, while two schools gave over 
20 hours. The average was_ 5.8 
hours. 


Road lessons were evenly distrib- 
uted through the week, as follows: 
Saturday, 20 percent; Tuesday, 18 
percent; Wednesday, 17 percent; 
Thursday, 17 percent; Monday, 15 
percent, and Friday, 13 percent. 

Some 47 percent of the road 
lessons were given in the afternoon, 
39 percent in the evening and 14 
percent in the morning. Most road 
lessons were given on regular city 
streets. 

Of the 178 schools replying to 
a question on fees, 28 percent 
did not charge any fee at all. 
Other fees ranged from 25 cents 
to $42. The fee most frequently 
charged was $5 and the average 
was $7.77. 

In paying instructors, the most 
popular hourly rate was $3 al- 
though the average was $3.15. 
Hourly rates ranged from $1.67 to 
$6.50. 

Instructors were paid by the 
schools in 95 percent of the cases, 
and directly by the students in 5 
percent of the cases. 

« a x 


Rubber ‘Highways’ Seen 


By Firestone’s Cohill 


John L. Cohill, assistant to the 
president, Firestone, has told the 
17th annual highway conference in 
Salt Lake City that rubber event- 
ually will be used in the construc- 
tion of highways. 

The conference was sponsored 
by the University of Utah for 
highway engineers in the state. 
Firestone research indicates that 
the use of rubber in asphalt in- 
creases the life of highways and 
cuts maintenance costs. Cohill re- 
called that he had «walked on rub- 
ber pavement in London in 1915, 
and said the Dutch used rubber 
paving blocks extensively between 
1910 and 1914. 


* * * 


Turnpike Charge Denied 

George Mingle, State Highway 
Patrol superintendent, has denied 
reports that patrolmen assigned to 
the Ohio Turnpike use time data 
stamped on toll tickets to determine 
the speed of motorists. “The only 
approved method for patrolmen to 
use in determining speed of motor- 
ists on the turnpike,” said Mingle, 
“is by ‘pacing’ in a marked patrol 


Canadian Firm 
Gets License to 


Ship Cars by Boat 


OTTAWA. The Board of 
Trade Commissioners has approved 
Wilcan Shipping Co.’s application 
for a license to ship automobiles 
from Windsor by boat. 

It is the first such permit granted 
in Canada and will cut freight 
costs on cars shipped to western 
dealers. 


The company expects to start 
operations later this year shipping 
Chrysler Corp. of Canada products. 
It has been estimated that Chrys- 
ler will ship up to 45 percent of 
its production by water. 

Wilcan plans to convert the 4,- 
422-ton SS Laketon to auto-ship- 
ping operations. The Laketon will 
be able to carry more than 400 cars. 

During -hearings on Wilcan’s li- 
cense application, railroad interests 
argued that such a license would 
start-cutthroat competition in car 
shipping and would permit Wilcan 
to “skim off the cream of the 
freight business, leaving the rest 
of the service to general carriers.” 
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CRUNCH AND Des are old friends to a lot of car 


buyers. These two popular Philip Wylie characters 


are long-time favorites of the 11,750,000 weekly 
readers of the Saturday Evening Post. And now on 
TV, starring Forrest Tucker, the appeal of this 
colorful pair is stronger than ever. 


Programs for All Stations —All Sponsors N BC Television Films 


663 Fifth Avenue in New York, Merchandise Mart in Chicago, Sunset & Vine in Hollywood. In Canada: RCA Victor Company, Ltd., Toronto. 


‘Crunch 


and Des’ 


sells cars 


CRUNCH AND Des attracts large all-family audi- 
ences—the kind of people that an automobile dealer 
can sell to! This action-packed half-hour television 
series is already sold in over 100 markets and it’s 
growing fast. To check availability in your market, 
call NBC Television Films. 


A DIVISION OF KAGRAN CORPORATION 











AYBE you like to think of gold- 

mining towns as brawling, 
sprawling growths, where Diamond 
Lil is Queen and Pinochle Pete is 
boss, and the topdogs push the 
underdogs off the narrow board- 
walk into the muddy street. 

If you do, the South African 
town of Welkom, pre-planned to 
prevent traffic congestion, will seem 
pretty unromantic. 

Just after World War II, Sir 
Ernest Oppenheimer, chairman 
of the Anglo American Corp. of 
South Africa, Ltd., the biggest 
gold and diamond mining organi- 
zation in the world, decided that 
the firm’s new mining towns 
should be model towns. And he 
hired William O. Backhouse, for 
many years a town planner in 


| Backhouse had a fairly free hand. 








England and Africa, as a con- 
sultant. 


In spite of compromises that had 
to be made, because workers ac- 
commodations had to be built be- 
fore the planning could get under 
way, and the controlling authorities 
were not entirely sold on the idea. 


One of the towns he designed | 
was Welkom in the Orange Free 
State, which has six goldmines that 
also produce uranium. Ten years | 


ago Welkom was just a name, 50 
miles from any other town, sur- 
rounded by fields, miles from a rail- 
road, with one dirt road leading 
into it, no electric power and a 
brackish water supply from a few} 
farm boreholes. 

Today it has a population of 
34,000, two railroad stations, an air- 
port, tarred roads running in all 
directions and a good water supply 
piped from the Vaal River 50 miles 
away. 

+ + + | 


Sitting on Gold 


ACKHOUSE based his design 
on a knowledge of the Witwa-| 
tersrand—commonly known as the| 
Rand, or white water ridge. It is a 
region in the Transvaal, running 
about 150 miles east and west with 








AUTOMOTIVE NEWS, MARCH 26, 1956 


~ 


a 


Corvettes Arrive on West Coast— 


Vv. D. Daniels, Chevrolet's Los Angeles city manager, and Gene Moran, district man- 
ager, check the first arrivals from a shipment of 1956 Corvettes to the West Coast. 
Numbering 80 in all, the sports cars were given special showings by Los Angeles 


dealers during the General Motors Motorama. 





a gold-bearing reef, discovered in| 
1889, which produces about 33 per- | 
cent of the world’s gold. 

Taking the ratio of three vehi- 


cles per European, he projected 
the town on the basis of an ulti- 
mate population of 160,000—half 
European—and came up with the 





This profit combination takes over 
where your car salesmen leave off 


One out of every two car buyers never comes back. As 
cars get older, the number jumps to 7 or 8 out of every 
10. These facts tell a grim story of lost opportunities to 
make money on service—vital income that absorbs 
overhead and protects your profits on car sales. 


Pennzoil offers you the right combination for service 
profits: A motor oil so good it eliminates all prevalent 
engine problems, keeps customers satisfied; and a 
proved-effective customer relations plan that brings 
in a steady flow of profitable service business. 


For your customers: Top engine performance—for keeps 
Pennzoil with Z-7 is The Tough-Film® Motor Oil 
with an aiJ-oil lubricating body that stays tough under 
extreme engine heat and pressures, prevents formation 
of both crankcase and combustion chamber deposits. 
By keeping engines clean, this different kind of Penn- 
sylvania oil stops damage through corrosion and me- 
chanical wear, preserves engine timing, prevents 
sluggishness or loss of power—not for a few miles 


Get the complete Pennzoil profit story NOW! 


Call the Pennzoil distributor nearest you, listed in the yellow pages of your phone book; 


after an oil change, but for the life of a crankcase fill. 


Performance like this is sure to keep your cars sold 
—to create regular service customers and prospective 
car buyers! 


For you: Customer control that builds profitable service traffic 


The Pennzoil Kontax System® is the most complete, 
most flexible customer control and follow-up method 
in the industry—for twenty years the favorite of car 
dealers everywhere! It helps you sell a// your services 
and merchandise, even cars. Based on driving habits 
and actual needs of customers, the system upgrades 
your service traffic, creates more regular customers, 
sells more items per repair order—makes every phase 
of your service a profitable one. 


Now is the time to back your sales force with quality 
service. Put the Pennzoil profit combination to work 
for bigger service profits and increased overhead 
absorption . . . for a brighter profit picture! 






Wor write Pennzoil, P. 0. Box 78, Oil City, Pa. 


MEMBER PENN. GRADE CRUDE 91 ASSN., PERMIT NO. 2 





figure of 26,666 potential motor 
vehicles. 

He never considered laying out 
the roadways according to the con- 
ventional gridiron plan, because, 
he says, it makes all roads main 
arteries and therefore potential 
danger points. 

He hoped that by adapting his 
design to the special needs of the 


town he would avoid the usual mis- 
takes such as too much bulk build- 
ing on too little land, the loading 


and off-loading of merchandise 
from fronting streets, inadequate 
parking facilities and the _ inter- 
mingling of unrelated traffic which 
causes unnecessary cross-traffic. 

+ + * 


Twin Horseshoes 


oe Welkom was already bi- 
sected by a highway he devel- 
oped the layout so that office and 
civic buildings formed a horseshoe 
north of it and the shops another 
horseshoe south of it. Each had an 
inner road for local traffic, three 
tiers of 45-degree angle parking 
accommodating 500 automobiles, 
and an outer road for heavy and 
bus traffic. 


Loading lanes were assigned to 
streets where no shops were per- 
mitted. Buildings were recom- 
mended to be not more than three 
stories with one parking place 
for every 200 square feet of used 
floor area. No apartments or 
homes were permitted in either 
of these centers. 


Apartment houses were restricted 
to 80 persons an acre and parking 
provisions in the ratio of one space 
for each dwelling unit. Theaters 
and hotels must be set back at least 
50 feet—one parking space for each 
six theater seats—one for each ho- 
tel room or suite and enough to 
take care of bar and lounge trade 
depending on the position and type 
of hotel. 


The main arteries are pretty 
much like our superhighways, ex- 
cept for the addition of a nine-foot 
cycle track since children and al- 
most all non-Europeans ride bicy- 
cles. ; 


As a safety measure in residen- 
tial districts dead-end streets were 
used as much as possible. This pro- 
moted maintenance economy that 
to some extent offset the expense 
of building the cycle tracks and the 
long roads necessary in a society 
where most houses are detached, 
single storied, with a garage and 
native servant quarters. Overpasses 
for pedestrians were also planned. 

+ - + 


Human Nature Again 


S. EVIDENTLY, Mr. Back- 

* house, in spite of a set-up that 

make the mouth of any traffic engi- 

neer or town planner water, ran 
that old obstacle, human nature. 


He observed that motor vehicles 
and streets are harmless until 
taken over by human beings. But 
since that seems inevitable he 
thought that the investigation of 
the human factor being done, ought 
to be more on a par with the re- 
search being carried on in the fields 
of automotive design and highway 
planning. 

He said that although normal 
reactions are less sensitive to 
sight than to sound and feel, al- 
most all traffic controls are of a 
visual kind. And I certainly go 
along with his idea that we 
should have less of the repressive 
kinds of controls, which frustrate 
and often lead to accidents, and 
appeal more to people’s sense of 
responsibility. 

Well, it will be interesting to see 
how the whole thing works out. I 
have one slight worry about the 
future of Mr. Backhouse’s plan. 

The way the world seems to be 
wagging today, those non- 
Europeans could suddenly start 
buying automobiles instead of 
bicycles and knock the whole plan 
into a cocked-hat. 


British Ford Adds 


2 Wagons to Line 


JERSEY CITY, N. J.—Ford In- 
ternational division has announced 
the addition of two four-passenger, 
36-horsepower station wagons to 
the line of English-built cars now 
being sold in the United States. 

They are the Escort, a standard 
model with front-end styling like 
that of the Anglia, and the deluxe 
Squire, styled after the Prefect. 
Prices at U. S. port of entry will 


'be about $1,585 for the Escort and 


$1,695 for the Squire. 
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A Monthly Section Describing and Interpreting Technical Developments 












Crankshaft Shell Making— 


This workman at the Central Foundry division of General Motors is holding half of 
a shell mold used to cast the Pontiac crankshaft. The shell is made by baking a sand 
and resin mixture after it is poured on the preheated pattern which shows the con- 
tours of two crankshafts adjacent to the man's left hand. 


Isotopes Link It to Rotation . . . 





Side- Wear Measured 
By ‘Hot’ Piston Rings 


LEVELAND. — Data establish- 
ing a relationship between pis- 
ton ring rotation and failure- | 
inducing side-wear will be released | 
next month’ by Thompson Products 
Inc. 
A comprehensive report on | 
the use of radioactive isotope | 
tracers in research on compres- 
sion ring side-wear is scheduled 
for the April issue of Thompson 
Products Engineering Bulletin. 
Results of the experiments are 
said to indicate definitely that ro- | 
tational motion of the ring in its 
groove markedly 
affects side-wear. | 
A complete de- 
scription of tests, | 
equipment, data) 
and _ conclusions 
will be presented 
in an article by | 
Albert K. Han-| 
num, senior proj- 
ect engineer, staff 
automotive re- 
search laborato- | 
ries. 





A. K. Hannum 


The tracer facility at Thompson 
was set up as a staff research and 


development function to obtain 





EW YORK. — Approximately 

20 percent of all operations in 
the auto industry, including parts 
and accessories suppliers, eventu- 
ally can be automated, according 
to the American Society of Tool 
Engineers. 

This would include approxi- 
mately 65,000 operations involv- 
ing production equipment, the 
ASTE said. 

According to the ASTE, 35 per- 


ENGINEERING 
NEW PRODUCTS 


20% Automation Seen 


Society Estimates 35% of ’56-57 Purchases 
Will Be Automated Tools 





Page 30 


basic information 
of research. 


Before organizing the radioactive 
tracer project on piston ring side- 
wear, the engineering staff con- 
sulted with such other groups as 
Ford Motor Co. and Ethyl Corp., 
which were known to have per- 


in many areas 


|formed studies on various aspects | 


of the problem. 


* + * 


T WAS learned that, although | 


piston rings face-wear, side- 


|wear and rotation had been con- 


sidered by others, Thompson ap- 
parently would be the first to 


undertake simultaneous measure- | 


(Continued on Page 34, Col. 3) 





Die-Casting Sales 
Set Record in 1955 


NEW YORK. — Sales of die 
castings in 1955 broke all records, 
according to the American Die 
Casting Institute. 

The sales value of die castings 
produced by job shops reached 
$457.5 million in 1955, an increase 
of 40 percent over the previous 
high year of 1953. 









cent of the equipment to be pur- 
chased in the next two years by 
the auto industry will be auto- 
mated, with heaviest expenditure 
in 1957. 

This year it was estimated that 
purchases of automated equip- 
ment will be slightly below 30 per- 
cent of the total. 

x * of 
~ A study of “What’s Ahead in 

Automation in the Automotive 
Industry,” the ASTE touched on 
these» points: 

Machining: It is believed that 
it will be possible to automate 
about one-third of the auto in- 

(Continued on Page 31, Col. 1) 


@ mm Crankshaft Controversy 





Marks Swing to Casting 


By John T. Benedict 
Engineering Editor 
her bitterly contested tug-of-war 
between forge shop and foundry 
for preference in crankshaft pro- 
duction shows signs of resolving 
into a victory for the foundrymen. 

Although the issue may still 
be in doubt for another year or 
two, a number of individuals 
flatly predict that the present 
swing to cast crankshafts will 
develop into an _  industrywide 
trend. 

The changeover, they say will 
occur gradually, as multimillion- 
dollar forging facilities are amorti- 
zed. According to proponents of 
this school of thought, cast cranks 
will gain supporters year by year, 
and dominate the scene within 
about five years 

* ok Ed 
HIS is not a unanimous opinion, 
since some men-of-decision on 


crankshaft design and manufactur- | 


| ing questions assert that certain in- 

herent advantages of the forged 
|crankshaft will prevent the cast 
|crank from superseding it in all 
| applications. 


Indeed, far from being dismayed | 


| by the present situation, one forg- 


|ing expert points out that trends | 


can be reversed. 

In what admittedly is a “preju- 
| diced” view, this source says that 
| rising compression ratios and 

engine horsepower ratings, 
coupled with decreasing engine 
| compartment space, may cause 
| designers to arrive at what he 


andi Smashed 
By 55 Output 
‘Of Stainless Steel 


EW YORK. — Production of 
| stainless and _ heat-resisting 
steels in 1955 hit an alltime high 

with an increase of more that 40 
| percent over the previous year, ac- 
cording to the American Iron and 
Steel Institute. 

Production for the year was 
1,191,177 net ingot tons, compared 
to 852,021 net tons for 1954. 

Richard E. Paret, of American 
Iron and Steel Institute, said stain- 
less steel has shown a remarkable 
advance as compared to other 
metals. 

“This record-bréaking increase 
indicates not only a general rise 
in business activity, but also an 
accelerating demand for stainless 





products,” said Paret. 
caused by a rising recognition of 


performance and economy in indus- 
trial applications, and by the con- 
suming public, which likes stainless 
steel’s combination of glamour and 
practicality. 
Ed + * 

ARET said that over 30 standard 

AISI stainless steel types, 
well as two heat-resisting types, 
were included in the 1955 figures. 
A total of 648,161 net tons of 
chromium-nickel 300 series stain- 





less, including the recently intro- | 


duced chromium-nickel-manganese 
200 series, were produced. The 
production of chromium stainless 
steel, the 400 series, amounted to 
518,472 tons. 

The chromium types show a 
general increase in output above 
the average 40 percent for all 


Type 430 shows an increase over 


the previeus year of 56 percent; 
(Continued on Page 31, Col. 1) 


steel for industrial and consumer | 
He said this demand has been | 


stainless steel’s ability to give high | 


as | 


calls “limitations” in cast cranks 
which will dictate a choice of 
forgings for crankshafts of 
future engines, 


However, most experts agree 
that, while comparative analysis 
of the two types of crankshafts will 
disclose points of superiority and 
| inferiority for each, either method 
| can produce entirely satisfactory 
| crankshafts and engines. Hence, in 
| the long-range view, cost will be 
|the deciding factor. 
| * * * 
Production Costs Stir 
| Divergent Opinions 
| T PRESENT, the majority view 
+R is that cast cranks generally 
win the decision when comparing 
|manufacturing costs on the basis 
of total cost for producing the raw 
|crankshaft, as well as costs (in- 
|cluding equipment) for finishing 
|the crank before installation. 

A dissenting view is offered by 
those who insist that a modern, 
efficient, automated press-forging 
plant can be cost-competitive by 
producing raw forged crank- 
| shafts at a sufficiently low rela- 
tive cost to offset the disadvan- 
tage of significantly higher 
machining costs. 

The crankshaft controversy flared 
into the news again this month as 
Pontiac completed its transition 
|from forged to cast crankshafts, 





| convert. 
* 7 o 
HE prospect of substantial cost 
savings, based on vastly reduced 
machining costs, was the prime in- 
|ducement as Pontiac joined Pack- 
|ard-Clipper and Ford Motor Co. in 
|the ranks of the cast-crank users. 
| Many other makers are testing 
|cast crankshafts of various types 
|and metallurgical compositions. 
Even before the March 1 date 





| becoming the first General Motors| 


on which Pontiac phased out its 
forged crankshafts and swung 

100 percent to the shell-molded 
unit, industry speculation was 

naming another GM division as 
the probable next deserter from 
the forging ranks. 

Pontiac accomplished its change- 
over months ahead of the timetable 
established by the grapevine. Now, 

(Continued on Page 37, Col. 1) 












| by John T. Benedict 


| Plastic Headliners, Foam 


Among Latest Trim Ideas 


AVITATED foam rubber and 
plastic headliners for cars were 
|two of the new developments dis- 
|played by National Automotive 
Fibres, Inc., in a recent product 
|exhibit which also provided a look 
into the future of automotive trim 
materials. 

Significant weight and cost reduc- 
tions for foam rubber applications 
obviously will result from the new 
process which makes substantial 
reductions in the amount of foam 

(Continued on Page 26, Col. 1) 








Growth Potential Accoutai 4 


In AMC’s New V-8 


with minimum changes: needed 


as its rating is increased from 
mental design concepts of the new 
V-8 engine now being placed in 
production by American Motors 
Corp. 


According to John F. Adam- 
* ok 
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AMC V-8 Torque— 


This torque curve shows one of the 
most significant performance features of 
the new V-8 engine. The universally 
desired ‘flat’ or plateau shape shows 
a differential from peak value of only four 
percent over the speed range of 1,500 to 
3,500 r.p.m. Maximum torque of 240 
pound-feet is obtained at 2,500 r.p.m. 


L sakes 
° 1000 





phate growth by easy stages, | 


190 to 300 horsepower, are funda- | 


son, assistant chief design engi- 
neer, four prime objectives were 
embodied in the thinking laid 
down as a guide for designers 
early in the development pro- 
gram. 

As described in an SAE paper 
by Adamson and _ collaborators 
Carl Burke and David Potter, of 
the AMC automotive research and 
engineering department, these four- 
\fold objectives were: 
| 1. Sufficient flexibility and growth 
potential to accommodate future 
|displacement requirements, com- 
pression ratio increases and other 
year-to-year changes. 

x * * 


Size suitable for. installation in 

* present and future AMC car 
bodies. 

3. Efficient production by AMC’s 
latest engine manufacturing meth- 
;ods and assembly techniques. 
4. Minimum weight consistent 
| with attainment of performance 

and durability goals. 

Although the official announce- 
ment states only that the new 
engine is to be offered in certain 
Nash and Hudson cars, prime 
emphasis on compact dimensions 
and operating economy undoubtedly 
is a tipoff that the V-8 is slated for 
eventual use in the Rambler as 
well. 

The 3%-inch bore by 3%-inch 
stroke, 250-cubic-inch, 90-degree V-8 

(Continued on Page 27, Col. 1) 
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UMAGA Gan gece a 


for example, a| 
car 


material used in, 
given thickness of pad for 
seats. 

Production facilities now are 
being readied for making foam | 
rubber slabs continuously with 
spherical cavities that are con- 
trollable in size and _ spacing. 
Without the cavities, the special 
rubber formulation used for this 
material would be slightly more 
firm than standard “solid” foam 
materials. 

The new “snap-in” sisal and 
resin plastic headliners displayed 
by National Automotive Fibres are 
designed to replace conventional 
cloth and plastic liners in original 
equipment production of cars. 

A possible trend to preformed 
materials for interior trim is seen, 
with further applications of the 
molded sisal and plastic resin com- 
trim 


pounds in such parts as 
panels, door liners and built-in 
arm-rests. After molding, these | 


If this number could 


talk:...and it can! 





et 


TO GET STEEL GOOD ENOUGH for Timken bearings, we make 
our own. (No other bearing manufacturer in the U.S.A. does.) Even 
though we think it’s the finest bearing steel ever developed, we're 
always checking and looking for ways to improve it. For instance, 
we use this X-ray diffraction unit to study the residual stresses 
present in heat-treated steel parts. 





WE LEAVE NOTHING TO CHANCE. Every one of these bearing 
cones has already passed the most rigid inspections. Yet these women 
make an extra one. They take one last look for surface defects, too 
tight or too loose cages, and once more check the bore dimensions. 
This extra inspection is another step that makes Timken bearings 
the number 1 value in your car’s moving parts—the vital zone. 


TIMKEN is number 1 for VALUE 


Turnings e ec eo By John T. Benedict 


‘Continued from Page 25) 


Throw-Away Inserts Reduce 





items may be painted or covered 

with a variety of conventional 

cloth and plastic trim materials. 
‘ * 


* 





Carbide Tool Costs 


HROW-AWAY insert milling} 

cutters and the “poweramic” 
tool grinder two new develop- 
ments by Wesson Co. at first 
glance may appear unrelated, but 
their full significance is apparent 
when viewed together as a means 
for reducing the cost of using car- 
bide tools. 

In milling operations, the difficul- 
ties and complexities in accurately 
sharpening milling cutter blades 
are said to be overcome for a 
majority of applications by availa- 
bility of a milling cutter whose 
blades are relatively so low in cost 
that the throw-away or disposable 
insert principle is economically 
feasible. 

To put throw-away insert tool- 


TRADE-MARK REG. US. PAT. OFF. 
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ing in its proper economic per- 
spective, however, Wesson says 
it is necessary ‘to also see what 
can be done to reduce tool grind- 
ing costs. The company’s answer 
to this problem is the new 
“poweramic” grinder. 

Advantages claimed for this ma- 
chine include reduced time and 
effort in tool grinding, more accu- 
rate and better finished tools 
and, at the same time, less need 
for highly skilled operators in tool 
grinding. 

Through use of this grinder, 
brazed single-point tools reportedly 


| will be in a better position to com- 


pete with throw-away insert tooling 
on a total tool cost basis. 


+ + 


‘Design and Build’ Service 


|For Product Development 


= A MAN in search of problems.” 
+% This is the appellation that 
seems most appropriate for Bill 
Christensen. 
are his meat 


ing and engineering organizations 
that are too preoccupied with full- 
time routine production require- 
ments to find time for such activity. 

Until early last year, you may 





Engineering problems | 
and his group | 
thrives on projects for manufactur- | 








have known Bill as assistant to) 


Meade Moore — vice-president in 
charge of automo- 
tive research and 
engineering at 
American Motors 
Corp. In this con- 


mention of Bill 
was in reference 
to the “pioneer- 
ing” role he played 
in developing a 
new system of air 
conditioning. Now 
Wm. Christensen he has his own 
product development firm—William 
Christensen Co. 





Bill says he long recognized the 
need for an organization which 
could offer a creative coordinated 
service for research, design, de- 
velopment and _ prototype con- 
struction of products, product 
components and customized in- 
strumentation. 


An unusual feature of the new 
service organization is its inte- 
gration of staff and _ facilities 
necessary for both “design and 
build” functions. 

Following this concept, Chris-| 
tensen is equipped to take on a 


problem or engineering assign- 





THE NUMBER 25580 on the bearing cone, 
coupled with 25520 on the cup, tells you that 
this is a certain size of tapered roller bearing 
commonly used in differentials. With the trade- 
mark ‘““Timken®” also on the bearing, the num- 
ber,tells you about the bearing’s fine quality and 
the services that go with it. 


NAME YOUR REQUIREMENTS — we'll meet 
them from the 5,850 sizes and 26 types of Timken 
tapered roller bearings that we can make in any 
quantity. For value, always specify “Timken” with 
the bearing number. And for fu// value, always 
use a Timken bearing cup with a Timken bear- 
ing cone. The Timken Roller Bearing Com- 
pany, Canton 6, Ohio. 


5 
NOT JUST A BALL © NOT JUST A ROLLER (> THE TIMKEN TAPERED ROLLER (> BEARING TAKES RADIAL @ AND THRUST ~Q@— LOADS OR ANY COMBINATION EL 
t 


nection, our last} 


ment and follow the _ project 
through to a solution encompas- 


|sing delivery of a product which 


jnot only 





| the 


| device 


sound, 
for 


is functionally 
but also fully engineered 
production. 

Examples of so-called “custom- 
ized instrumentation” include au- 
tomatic inspection devices and a 


recently developed piece of appa- 


ratus for visual research. This 
unit is used in highly theoretical 
determination of human vision 


response characteristics. 

Employed by researchers not so 
much for measuring factors re- 
lated to individual characteristics 

but rather for those of the 
“average human eye”, this equip- 
ment checks response to such 
stimuli as frequency of appearance 
of lights and the intensity of re- 
appearing lights. Such measure- 
ments generally are related to the 
physiological reaction of the eye. 

The need is for instrumentation 
with a precise timing and _ se- 
quencing function principles 
which obviously are applicable to 
many other types of devices. 

* * * 


PROJECT currently under 
<% way by Christensen’s group is 
designing and building of a 
for automatically inspect- 
ing electric motors after they are 
inserted in a so-called sealed unit. 


|An important feature here is the 
rapidity of the test cycle, which 
lallows only seven’ seconds for 


measuring all motor characteristics. 

Another development program 
was culminated in design for 
a device that determines quan- 
titatively the moisture content 
in a_ refrigeration component. 
Sensitivity is on the order of 
one milligram of moisture per 
0.01 cubic feet of air. 


Successful performance on _ its 
initial projects has sent the busi- 
|ness off to a good start. With 


|completion of his new office and 


shop facilities in Detroit, Chris- 
tensen is ready to “be the man 
with a solution in search of a 
problem” for companies which are 
setting aside projects because of 
their own engineering staff man- 
power limitations. 

I'm sure Bill would welcome a 
note or a visit from the many 


|friends gained during his 21 years 





jand the 


| novel 


with Nash and American Motors 
associates with whom he 
came into contact through mem- 
bership on various AMA and SAE 
subcommittees. 
* * * 
Aluminum Colored 
Without Use of Dye 
A UTOssOTIVE stylists and trim 
+% engineers will be interested in 
potential applications of a 
method for producing gold- 
colored aluminum in a variety of 
shades and tones. Developed by 
Kaiser Aluminum & Chemical 
Corp., the metal is said to have 
a “built-in” color source which 
makes the use of dyes or other 
coloring agents unnecessary. 

The color is brought out by ano- 
dizing under controlled conditions. 
The gold color reportedly may be 
varied from “pale straw to deeper 
gold and gold-bronze tones, and 
the finish may be specified as 
either bright or satin.” 

Kaiser claims that, by elim- 
inating the dyeing step, the new 
patented process imparts a sun- 
fast, non-fading gold color, 
while simplifying the aluminum 
color finishing process and giving 
“substantial time savings.” 
Production of the new Kaiser 
gold-aluminum begins with the ad- 
dition of alloying constituents to 
molten aluminum. Color of the re- 
sulting alloy is that of normal alu- 
minum until it is anodized to 
bring out the gold tone. 
Development work now in prog- 
ress is aimed at adapting the gold- 
colored alloy to extruded forms, in 
addition to the sheet form in which 
it now is commercially available. 


the 





‘Case 60’ Said to Resist 
Heat-Treating Warpage 


MANHASSET, N.Y. — Thomp- 
son Industries, Inc., has announ- 
ced a new type of industrial 
material, Case 60, for long, round, 
hardened bars for use as guide 
rods, shafts, rolls, piston rods and 
axles. 

The company said Case 60 
eliminates warpage in conven- 
tional heat treating which has 
made fabrication of long round 
parts a problem in industry. 
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Despite Compact Dimensions . . . 





AMC’s V-8 Provides 
Easy Way to 300 H. P. 


(Continued from Page 25) 


has features designed to facilitate | while further shortening the dis- 
future conversion | tance from crankshaft centerline to 
| the top of the block. 


to larger dis- 
placement as re-| 
quired, Adamson | 
said. Valve sizes, 
as well as both in- 
take and exhaust 
port systems, |! 
were chosen in 
accordance with | 
anticipated future | 
breathing re- 
quirements of the 
engine. 

The crankshaft forging was de- 
signed deliberately to provide bal- | 
anced operation as engine output is 
stepped-up and the reciprocating 
and rotating weights become 
greater. Water and oil pumps also | 
have a capacity greater than pres- 
ently required. 





J. F. Adamson 


* * 


oe cylinder center distance of 
4-*: inches is considerably larger 
than needed for the present 3% 
inch bore—thus allowing for future | 
bore diameter increases without 
sacrificing coolant flow around the | 
cylinder walls. Additional load-car- | 
rying capacity also is designed into | 
main bearing caps and bolts and 
connecting rods. 


Features such as these allow 
for increased engine displace- 


ment without extensive tooling 


cd * * 
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AMC V-8 Performance— 
These full-throttle performance curves 


for the American Motors V-8 engine were 
obtained with best-power fuel and spark 
advance and an 8 to | compression ratio. 
Peak horsepower of 190 is obtained at | 
4,900 r.p.m. The specific fuel consump- 
tion curve reflects one of the notable de- 
sign accomplishments. It shows an un- 
usually low rate over the entire speed | 
range, and a minimum value of 0.485 | 
pounds of fuel per brake horsepower hour. 


% x * 





changes, according to Adamson. 
The .crankshaft balancing equip- 
ment need be revised only with 
regard to equivalent “bob- 
weights,” and no changes are 
called for on the block other 
than the pattern and machining 
revisions for bore size. 


Since the valves actually were 
designed for a greater displace- 
ment, the only change required in 
the cylinder head for expansion to | 
a bigger engine will be alterations 
to the cast combustion chamber. 


In meeting the design require- 
ment of a compact engine suitable 
for installation in future cars now 
under development by American 
Motors, engineers came up with 
some impressive dimensions — for 
a “package” with the stipulated 
growth potential. Engine width is 
24% inches across the exhaust 
manifolds, and height from crank- 
shaft centerline to the carburetor 
flange is approximately 15 inches. 
Overall length is 27%inches. 

* * * 


HE short stroke of 3% inches 
was instrumental in holding 
engine height and width to a mini- 
mum, and crankshaft counter- 
weights are contoured to provide 
satisfactory operating clearances, 


















An interesting design problem 
centered around present and 
future crankshaft balancing. The 
basic crank forging, itself, had 
to contain enough inherent bal- 
ance control to take care of con- 
templated displacement increases. 

However, at the same time, it 
could not have more overbalance 
when used with the _ present 





| engine, than could be removed by 
the balancing equipment. 
Reciprocating and rotating 
|weights, commonly called 
| weights,” were calculated for each 
of the anticipated future displace- 
ments prior to approval of the 
| crankshaft design. 

No tooling changes will be need- 
|ed prior to initial balancing of the 
crankshaft itself. Only a resetting 
of balancing equipment (and new 
bob-weights) will be needed for 


displacements greater than 250 
cubic inches. 

i ok cd + 

| RODUCTION economy and as- 


sembly simplification are aided 
by emphasis on bearing inter- 
changeability. All five main bear- 
ings diamcters are 2.499 inches. 
These parts are interchangeable, 
with the exception of the front 
bearing—which is flanged to take 
| crankshaft thrust. 
Connecting-rod bearings also 





“bob- | 


are similar throughout the 
engine, with a standard diameter 
of 2.249 inches, All bearings are 
micro-babbitt with steel backs. 


An unusual design approach to 
| the problem of valve stem lubrica- 
|tion during cold starts is provided 
| by the milled “flat” area which in- 
tersects the oil feed hole on the 
rocker arms. 


This flat apparently tends to 





oil oozing from the oil hole — and 
| causes it to flow freely to the valve 
end of the arm. 


Tests reportedly have shown that 
jthe time required to move oil to 
ithe valve stem during cold starts 
has been reduced over 75 percent 
in comparison with the previous 
design. A further benefit is that the 
|milled flat causes hot oil to spill 
| over the rocker-arm sides and thus 
avoid over-lubrication of valve 
| stems. 








Helping to put the ew ae Te 


Power Steering for Trucks, Buses, 


Tractors, Construction Equipment 


B-W Engineering Makes 


all 


Production Makes It Available 


85 products 


break surface tension of the cold | 
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Cadillac Service 


Adds 5 Districts 


DETROIT. — Five new service 
districts will be added to the 23 
which now comprise Cadillac’s na- 
tional field service organization, it 
was announced last week by R. M. 
Phillips, general service manager. 

New district headquarters will be 
established in Hartford, Conn.; 
Houston, Indianapolis, Omaha and 
St. Louis. The realignment is ex- 
pected to be completed by July 1. 

“This expansion will enable our 
district parts and service managers 
to provide more factory service 
assistance to Cadillac dealers by 
|increasing the number of personal 
| contacts within each district,” Phil- 
jlips said. “Due to the increasing 
|complexity of our product we are 
| filling these assignments with tech- 
nically trained men from our or- 
ganization.” 





| 
| 
| 





When it comes to power steering, heavy duty over-the-road and off-the-road 
vehicles have special requirements. Components have to be huskier, tougher, 
able to stand up under the constant demands of heavy duty operation. 

To provide unfaltering hydraulic power regardless of operating condi- 
tions, Borg-Warner’s Pesco Products Division has developed a remarkable 
power steering pump. An engine-driven, positive-displacement gear pump 
specially designed for heavy duty equipment, it features Pesco’s exclusive 
“Pressure Loaded” bearings which automatically adjust for wear . . . mini- 
mum power requirements ... minimum size .. . weight of only 6.75 pounds 


It Work 
of 750 psi. 


. self-lubrication . 


. . built-in pressure relief valve with standard setting 


Like all Borg-Warner products, the Pesco power steering pump was born 
of B-W’s “design it better—make it better” tradition. In this way Borg- 
Warner serves industry with both creative engineering and large-scale pre- 


cision production. 


e made by 


ORG-WARNER 


' ORM BORG-WARNER, Executive Offices, 310 S$. Michigan Ave., Chicago. DIVISIONS: ATKINS SAW « BORG & BECK + BYRON JACKSON 
gEL DETROIT GEAR » FRANKLIN STEEL ¢ HYDRALINE PRODUCTS « INGERSOLL CONDITIONED AIR « INGERSOLL KALAMAZOO « INGERSOLL 


ERSOLL STEEL * LONG MANUFACTURING » MARBON CHEMICAL + MARVEL-SCHEBLER PRODUCTS + MECHANICS UNIVERSAL JOINT 
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Auto-Lite Engineers Give New Plug 
Grueling Road and Laboratory Tests 
Before Allowing Public Announcement 


TOLEDO —Auto-Lite ignition 


engineers, headed by L. H. Middle- 
ton, Vice President and Director of 


the new Auto-Lite Resistor Spark 
Plug with Power Tip. 
They knew they had a plug that 


ADVERTISEMENT 


ber so that ignition takes place 
closer to the heart of the fuel mix- 
ture. They knew their plug operates 
hot at low speeds to resist fouling 
and cool at high speeds to check 
pre-ignition. And they knew that 
they had a plug that brings out top 
performance and economy at all 
speeds. Yet, knowing all these things, 
they held back until they had com- 
pleted one of the most exhaustive 
testing programs in the history of 


Thorough Tests Conducted 


Every possible type of test was 
used to prove that the Auto-Lite 
Resistor Spark Plug with Power 
Tip was ready for use as original 
equipment by leading car manufac- 
turers and ready to replace spark 
plugs in overhead valve V-8 engines 
using 14 mm. spark plugs. 

Transcontinental tests were con- 
ducted with some cars traveling as 
many as 28,000 miles. Other road 


day, 7 days a week, over open high- 
ways and under start-and-stop city 
driving conditions. 

In addition to these tests, a large 
independent research laboratory in- 
stalled Auto-Lite Resistor Spark 
Plugs with Power Tip in their test 
cars operating in a Southwestern 
state, and the results again verified 
all other road tests conducted by 
Auto-Lite. This same firm also con- 
ducted exhaustive tests in cars driven 
under traffic-jam conditions to re- 


Engineering, knew that they had a 
good thing when they came up with 


Some spark plugs are designed for low speeds, some spark plugs are designed for high speeds, but 


"FIRES UP. 


extends the spark gap inward toward 


the center of the combustion cham- cord superior engine performance. 


the industry. tests saw cars driven 24 hours a 


ONLY POWER TIP 


it's the POWER TIP that 


makes the difference! 


it had to come! 65% of ali cars built in the last S years have overhead-vaive 
engines. Yet not until Auto-Lite developed the Power Tip has there been a spark 
plug that brings out peak performance in these modern engines at all speeds. You’ve 
had to settle for frequent, costly tune-ups to correct plug “fouling” —or else sacrifice 
the power and performance you bought in your car. 


Up till now there has not been a spark plug that is satisfactory for both city driving 
and highway driving. “Hot” plugs, designed for city driving, cause power-wasting 
pre-ignition on the highway. “Cold” plugs, designed for highway driving, become 
badly fouled at slow city speeds—eventually sacrifice performance at all speeds. 


Revolutionary Power Tip is “hot” at low speeds—“cool"” at high speeds! The 
Power Tip gets hot faster at low speeds to fight fouling. It’s “in the thick” of com- 
bustion so deposits burn away clean. At high speeds, the protruding ceramic tip takes 
full advantage of the cooling action of intake gases to keep cool. It eliminates pre- 
ignition, safeguards power and performance at highway speeds. 


Ordinary Piug Tip New Power Tip 


The Power Tip gets to the heart of better combustion 


In modern overhead-valve engines, you can’t win the 
battle of combustion from the “sidelines.’’ Projecting 
ceramic tip—the Power Tip—extends the spark gap 
inward toward center of the combustion chamber. Ignition 
takes place closer to the heart of fuel mixture. Fuel burns 
more evenly and completely. Carbon and oil deposits burn 
away clean, even at low speeds, to prevent fouling. Yet 
tip stays cool at highway speeds to prevent pre-ignition. 


is your car listed here? If so, you need the Auto-Lite Resistor Spark Plug with 
Power Tip, as proved by actual road tests at all speeds. It fits all these cars with over- 
head-valve engines using 14 mm. plugs. So see your nearest Auto-Lite Spark Plug 
Dealer for Auto-Lite Resistor Spark Plugs with Power Tip for these fine cars . . . 
Buick, Cadillac, Chevrolet, Chrysler, DeSoto, Dodge, Ford, Hudson, Imperial, 
Lincoln, Mercury, Nash, Oldsmobile, Packard, Plymouth, Pontiac and Studebaker. 





Proved Superiority 


Because these tests prove the supe- 
riority of the Auto-Lite Resistor 
Spark Plug with Power Tip, it was 
specified as original equipment on all 
1956 models of Chrysler, Dodge, 
Plymouth, De Soto and Imperial cars 
with V-8 engines. It is now available 
for replacement on these cars — plus 
most other cars on the road with 
V-8 overhead valve engines using 
14 mm. spark plugs. 


«? 


ADVERTISEMENT 


Auto-Lite “Fires Up” With Smashing 
Ad Support To Promote New Resistor 
Spark Plug With Power Tip 


TOLEDO — Auto-Lite is building 
a real hot advertising fire under its 
new spark plug — the Auto-Lite Re- 
sistor Plug with Power Tip. 

Smashing into the consumer mar- 
ket with the Saturday Evening Post 


ad shown here, a literal barrage of 
ads will follow in the Post, Look, 
Life, Collier’s, Town Journal, Popu- 
lar Mechanics, Outdoor Life, True, 
and farm publications. In all, twenty 
big league consumer publications 


will blast away at the Power Tip 
story for Auto-Lite dealers in 1956. 


Big Billboard Program 
Running along with this exten- 
sive magazine ad program is a full- 
blown billboard program that will 
feature different posters. These post- 
ers will be seen by millions of mo- 
torists daily, at more than 4500 dif- 
ferent locations in key marketing 
areas all over the United States. 
TV and local newspaper support 
will back up posters and magazines 


in selected marketing areas. 
Auto-Lite dealers will be sup 
at the point-of-sale with a ge 
array of merchandising aids 
Auto-Lite Spark Plug Dealer 

supported in every major adve 
medium from point-of-sale 


Auto-Lite is Ready 


Auto-Lite is really ready 
top product that’s backed 
hilt with plenty of hard-hitti 
vertising that talks facts i 
glittering generalities. 


. YOUR ENGINE AT ALL SPEEDS! 


Now ! First and only 


Engineering chart shows how only the Power Tip can deliver all the power and 
performance you paid for! Conventional “cold’’ plug, designed for country driving, 
shows bad tendency to foul at town traffic speeds. Conventional “‘hot’”’ plug, designed 
for city driving, brings on power-wasting pre-ignition at highway speeds and during 
acceleration. Auto-Lite Resistor Spark Plug with Power Tip extends peak perfor- 
mance to cover city and highway driving—‘‘fires up” your engine to deliver top 
performance and economy at all speeds. 


10 20 30 40 


50 60 
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130 
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COLD AT HIGH SPEED 


On the open road, higher speeds call for 
a plug cool enough to prevent pre- 
ignition. New Auto-Lite Resistor Spark 
Plug with Power Tip is the answer. 


HOT AT LOW SPEED 

City driving at traffic-jam pace de- 
mands a plug hot enough to resist foul- 
ing. New Auto-Lite Resistor Spark 
Plug with Power Tip is the answer. 


RESISTOR SPARK PLUG WITH 


POWER TIP 


Auto-Lite manufactures over 400 products, including Spark Plugs, Batteries, Wire and Cable, and Automotive Electrical Systems... sold throughout the United States and Canada. 
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Height Gage Eliminates 





Need for Gage Blocks 


The Height Master is an independent, | 
self-contained measuring instrument which | 
eliminates the need for gage blocks or| 
transfer measuring equipment of any kind, | 
it is claimed. It can be set from inches to | 
hundredths to thousandths in a few 
seconds. 

Weighing 14 pounds, the instrument is 
available in two models, with a range of 
measurement graduations from 2 to 17 
inches. Model 1710, recommended for) 
layout and general inspection use, reads 
directly to .001, while model 1705 reads 
to .0005 inch and is recommended for 
checking fixtures, drill jigs and for pre- 
cision layout and inspection without the 
use of any reference gages. Pacific Gage 
Co., 6501 Avalon Bivd., Los Angeles 3, 
Calif. 


* * * 
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Wet Surface Grinder Handles 
Latest Overhead Valve V-8s 


A wet surface grinder which precision 
grinds all heads, blocks and manifolds, 
including those from latest overhead valve 
V-8s, is being marketed. Known as the 
Peterson 900 Series, the grinders have a 
work-piece capacity of 14 by 46 inches 
and automatic reversing which is regu- 
lated for each specific job, it is said. 

Other features include loading from 
overhead, fast set up, and dust-free grind- 
ing. Automatic feeding is optional. Peter- 
son Welding Labs, Inc., 1423 Virginia 
Ave., Kansas City, Mo. 

eo. 





Dwell Angle Tachometer 


Tests Engine Performance 


The model 18 Dwell Angle tachometer 
is used in the measuring of Dwell Angle 
and engine r.p.m., and in testing engine 
performance. 

it is said to test Dwell angle (cam 
angle) and engine r.p.m. on 4, 6 and 
8-cylinder engines, both 6 and 12-volt) 
systems. The dial is calibrated O to! 


1,000 and 0 to 5,000 r.p.m. in black | 


and 0 to 60 degrees in red for ac-| 
curate testing. Harvey £. Hanson Co.,| 
211 W. Commercial St., Paw Paw, Mich. | 


Three Epoxy Resins Offer 
High Abrasion Resistance 


Three epoxy resins added to the Mar-| 
blette plastic materials line are said to) 


* i 








casting resin No. 612-B, and die surface 
coat resin No. 613. 

The resins are said to offer high abra- 
sion resistance, and permit the fabrica- 
tion of tools and dies without application 
of heat, since they set at room tempera- 
ture with the aid of an accelerator. Mar- 
blette Corp., 37-21. Thirtieth St., Long 
Island City 1, N. Y. 


* * * 
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Precision Snap-Action Switch 
Available in Four Designs 


Said to be smaller than any other snap- 
action switch of equal rating, the Tyni- 
Switch is 1 5/8 inches long, 9/32 of an 
inch thick and 7/16 of an inch wide. 


Featuring only one moving part, the 


| switch is available in four basic designs, 


varying in operating force from 3 to 12 


|ounces in the pin operated models, and 


from 1% to 12 grams in the wire oper- 
ated models. TyniSwitch Dept., Detroit 


| Controls Corp., 800 Union Ave., Bridge- 


port, Conn. 





Lubricating Unit Powered 
By 6-Horsepower Engine 


Powered by a 6-horsepower, air-cooled 
engine, the Aro Prime Lubricator has a 
maximum speed of slightly under 4 m.p.h. 
A single-stage air compressor is said to 
provide ample air pressure to handle all 
the requirements of the lubricating equip- 
ment. 


The unit is equipped with three heavy- 
duty hose reels with 25 feet of hose, and 
three 120-pound drums of industrial lubri- 
cant. It features a 33-inch turning radius. 
Aro Equipment Corp., Bryan, O. 

:-*. <s 





Fork-Lift Truck Operates 
On Propane, Butane Gas 


This electric-gas driven Automatic Dy- 
namotive fork lift features an LP gas en- 
gine, allowing it to operate on either 
propane or butane gas. 

The LP attachment is offered on the 
Dynamotive which has capacities of 4,- 
000 to 10,000 pounds. Featuring econom- 
ical operation, LP gas has been estimated 





Transfer Machine Features 
Twisted-Rail Arrangement 


The Snyder segmented transfer machine 
features a twisted slide rail arrangement 
| that moves and orients automotive engine 


| exhaust manifolds without the use of pal- 


lets, it is claimed. 

The 20-station 43-foot-long machine is 
said to perform all machining operations 
on the cast iron manifolds except the 
| mounting faces, which are ground before 
the parts ate loaded into the machine. 
| Snyder Tool & Engineering Co., 3400 E. 


Lafayette Ave., Detroit 7, Mich. 
| * * * 


Rapistan Conveyor Lines 
Available in 24-Inch Width 


The Rapistan Rapid Wheel and 1.75 
Rapid Roller conveyors are now available 
in 24-inch widths designed for materials 
| handling. 

| Rapid Wheel gravity conveyors also are 
available in 12 and 18-inch widths. The 


| 24-inch wide Rapid Roller can be ob- 
tained in the 1.9 and 2-inch roller series. 
Rapids-Standard Co., Inc., Grand Rapids 
2, Mich. 
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Oscillating Wheel Featured 
On Carbide: Tool Grinder 


The Poweramic carbide tool 
eliminates all lateral tool movement or- 
dinarily performed by the operator, and 
produces micro finishes on standard and 
special single point tools, it is claimed. 

Among the grinder's features are the 
TruArc oscillation of the grinding wheel 
and a free-wheeling, and counter-balanced 
work table. These two. features are said to 
permit use of nonskilled operators and 
virtually eliminate operator fatigue, it is 
said. Wesson Co., 1220 Woodward 
Heights Blvd., Detroit 20, Mich. 


High-Strength Plastisols 
Available for Auto Use 


The development of a series of ultra- 
high durometer, high strength plastisols, 
designated Rigo-Plas, has been announced 
by Munrey Products, Inc., 12400 .Cross- 
burn Ave., Cleveland 11, O. 


The series is said to show durometer 





grinder | 





and similar items which formerly -were 


| impractical because of their requirements 
of hardness and strength, it is claimed. 
; * * * 
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Liquid Springs Replace 
Conventional Coil Springs 


The Taylor Liqui Springs, using liquid 
compressibility, are designed to replace 
existing heavy-duty coil springs in dies. 
Through the use of a novel internal hy- 
dravlic levering principle, they develop 
with an identical or greater stroke up to 
10 times the force of a standard coil 
spring of the same diameter and strength, 
it is claimed. 





and 2% inches long plus mounting stud, 
has a 5/16-inch stroke with a 600-pound 
preload and an end force of 2,000 
pounds, which equals the force, stroke 
and preload of 10 of the same conven- 
| tional size heavy-duty coil springs for die 


use. Taylor Devices, Inc., 188 Main St., 
North Tonawanda, N. Y. 
* * * 





3-Dimensional Patterns 
Added to Rigid-Tex Line 


Rigidized Metals Corp., 716 Ohio St., 
Buffalo 3, N. Y., has announced the addi- 





Industrial Solvent Packaged 
In Special Dipping Bucket 


An industrial solvent that is reputed 
to have cleaning properties closely resem- 
bling carbon tetrachloride, but up to 20 


times less toxicity, has been marketed. 
Named Vinsol, the product is recom- 
mended for removing oil, grease, wax 
land tars from hand tools, machine tools 
land components, and other metal 
products. 

For dip cleaning, Vinsol is packaged 


The spring, % of an inch in diameter 


in @ special portable five-gallon container 
fitted with a metal tray that can be low- 
ered or raised at will. Nonflammable, it 
also is available in standard five-gallon 
cans and 55-gallon drums. Speco, Inc., 


7308 Associate Ave., Cleveland 9, O. 




















|Push-On Fitting, 2-Bolt Clamp 


Unveiled for Industrial Usage 


Two products, a push-on fitting for low 


| pressure machine tools*or for shop air, 
| water, fuel or lubrication line, and a spe- 
| cial two-bolt clamp fitting for high pres- 
| sure application for hydraulic lines, steam 
|} hose or 


liquid petroleum gas transmis- 
sions, have been developed and are now 
being marketed. 

The push-on fitting, above, is brass, 
comes in %, ¥% and ¥2-inch sizes, and is 
designed for use with a P54 rubber-coated 
hose for low pressure uses up to 250 


tion of four patterns to its line of Rigid-| pounds per square inch. The clamp fitting 


tex metal. The patterns § include 
(shadow box), 1-BW (basket weave), 2-HM 
(hammered metal), and 2-SB (shadow box), 
shown above, which is recommended for 
automobile interior trim. 


| 2525 Jim Daly Rd., 


All patterns are produced in stainless 
steel, aluminum, in fact any metal, finish 
and color, perforated or solid, it is 
claimed. 





Self-Aligning Bearing Offered 
Assembled in 2 Basic Sizes 


The Cleve-Align bearing is said to fea- 
ture continuous self-alignment of varia- 
tions up to Y inch per foot of distance 
between bearing centers, nylon corrosion 
insulator, dirt-free operation, and built-in 
reservoir providing lifetime lubrication. 

The lightweight unit comes assembled 
in two basic “sizes covering a broad range 
of shaft diameters from % to 1% inches 
and, where installation space is limited, 
the flange diameter can be reduced. It 
can be pillow block mounted, and will 
| handle both thrust and radial loads with 
| no thrust collar necessary on the shaft, it 





provide tools with surfaces able to with-| to double engine life in many instances. | readings on the A-2 Shore scale of 95 to} is claimed. Cleveland Graphite Bronze 


stand hard wear. The formulations are die 
laminating resin No. 602, die surface 


Automatic Transportation Co., 
Eighty-seventh St., Chicago 20, Ill. 


149 W.| 120. It permits economical production of | Co. 


Division, Clevite Corp., 17000 St. 


la great number of automotive, aircraft! Clair Ave., Cleveland 10, O. 


1-SB| is made of heavy malleable iron, and is 


made in eight sizes to accommodate hose 
from Y% of an inch to two inches in diam- 
eter. Flex-O-Tube Division, Meridan Corp., 
Inkster, Mich. 


eS - 





Automatic Power Wrench 


For Production Machinery 


A two-speed, fully automatic power 
wrench with controlled torque has been 
designed to fit any special or standard 
machine in use today. The unit is said to 
be synchronized with the machine cycle 
to give automatic engaging and disengag- 
ing of parts. 

A self-contained unit, it is automatically 
lubricated and operates on conventional 
machine tool principles: High speed, low 
torque approach; low speed, high torque 
clamping; and high speed, low torque 
return. Two standard sizes are available: 
A model with a torque capacity from 0 
to 800 inch-pounds, and a large model 
with a torque range from 800 to 5,000 
inch-pounds. LaSalle Tool, Inc., 3840 E. 
Outer Dr., Detroit 34, Mich. 
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: ’ =, | greater uniformity and dependabil- | it 
Up 10 Pet. Over °54 . .. |ity from these steels. inl 


* * | 


j “ J 
| RODUCERS have been able to) 


e 
work to closer alloy limits, par- 
Stainless-Steel Outpuld sisi’ oes crests 
| maximum permissible carbon con- 
tent has been lowered for six 


Sets Records in ?55 iar ene ent 


Low carbon content is required 
(Continued from Page 25) in most types for maximum re- 








Type 416 was up 50 percent, and| improved industry practices and| Sistance to corrosion, while higher 

Type 410 was up 51 percent. elimination of certain government! carbon content is employed for | 

Paret noted that there had been| controls, assuring users of even ee hardness, as in cutlery | 
“4 Se 

a tremendous use of Type 430 by — — a ih tacts. a as 

th t tive industry. : x ° ntroduce urin e year, 

eee > “g Marking and Coating new low-nickel, chromium-mangan- | 


T WAS also pointed out that|Of Stainless Claimed eed aie icant 
vee 4 aceasta tae tee BOSTON. - Ateenate, Inc., an-| interest on the part of industry, 
previous year. Type 301 is capable nounced that it has developed the/| Paret said. These stainless steels 
of being cold-worked to exceedingly first successful process for perman- are a result of industry research, | 
high strength. Thus, it is extensively ently coating and integrally mark- which had been spurred on by war- 
used in the transvortation industry, | "8 the surface of stainless steel. time restrictions on nickel. 
where light-weight, high-strength The company says the photo- The new 200 series steels have : 
eatin aaa ee Scetaaan chemical process alters the chemic- | substantially the same corrosion re- Gear Grinding Expands— 
al composition of the steel, giving | sistance as their 300 series counter- Shown is a portion of the recently-completed plant addition at Gear Grinding 
the markings and coating a per-| parts. Moreover, they have proved Machine Co., Detroit, providing a 35 percent increase in floor space. The building 
manence equal to the metal itself.| to have significantly higher tensile | will enable the firm to fill increasing orders for both screw machine and gear grind- 
The process is said to be effective strengths and yield points and in| ing machines. Edgar D. Leon, president, said the total cost of completely equipping 
on metals with a minimum chrom- | several instances have shown supe- the addition for production of the single spindle automatic screw machine will exceed 
ium content of 11 percent. rior formability. $500,000. 





resistance is required. 

The increase in production of 
Type 304 amounted to approxi- 
mately 24 percent, a somewhat 
lower figure than the average. 
On the other hand, Type 316 has 
shown an increase of 57 percent 
which is higher than the average. 
This may be partially explained 

by the increasingly severe demands 
placed upon equipment by the 
chemical and other industries. Type 
316 has an especially high resist- 
ance to certain acids and halogen 
salts, and is used extensively in 
chemical equipment, pulp and paper 
and textile processing. 

Paret pointed to the major 

changes in stainless steel designa- 


tions which were the result of 6 
or aXiit it 
TOTAL {| 
000 

STAINLESS %0 

AND HEAT I. e 

RESISTING t 

a | Rus { Pro (ection 


Sudden Spurt— 


Chart shows how increased use of stain- 
less steel by auto industry and other 
basic manufacturing groups pushed output 
to record-breaking high of 1,191,177 tons 
in 1955. 


20% Automation 
Possible, Say 
Tool Engineers 


‘Continued from Page 25) 


and a fine black finish 
for iron and steel 


This long-wearing, rust resistant product 
is used on many types of iron and steel 
articles: Nuts and bolts, brackets, screws, 
nails, springs; tools, casters, padlocks, 
machine housings and castings; outdoor 
furniture, hinges, latches, ornamental iron. 


Parco Compound is a versatile metal 
treatment. It is simple to operate, easy to 
control, dependable and uniform in results, 
and economical. It creates a dense coating 
of nonmetallic phosphate crystals over the 
whole surface of the article treated. There 
are no limitations on size or shape—any 
article which can be immersed in the tank 
can have this protection. Oil, wax, stain, 
or paint finishes may 
be used over Parco 
Compound, to produce / Since 


/ 


dustry’s machining operations. 
Of this, 21 percent would be 
brand new — some 25,000 auto- 
mated machine tools—and about 
12 percent would represent mod- 
ifications of existing operations 
to tie them into automated pro- 
cesses. 

INsPecTION: The auto industry 
has a greater belief than most 
others that many inspection oper- 
ations eventually can be auto- 
mated. 

The estimate. of about one-third | 
holds a breakdown between old 
and anew equipment almost identi- | 


cal with that for machining. 
* * * 


mer teals HANDLING: This shows | ° ° 

about the same potential total maximum rust resis- ( 1914 — 

as do machining and inspection tance with deep, velvet | leader in 

one-third. A majorit of these \ ‘i 

processes will cane i. be com-| black opperan. \ the field 

pletely retooled to automate them. | Write for complete oe 
Grinding and Finishing: ae | information! 4 


potential of automation here is 
estimated to be 25 percent and 
almost all would be new equip- 
ment — about 10,000 grinding 
and finishing machines. 

MetTaL FoRMING: It is’ believed 
that better than 20 percent of its 
metal forming operations can be 
automated, the majority by modi- 
fying existing equipment. 

About 40 percent of the opera- 
tions would call for completely 
new equipment, representing re- 
placement of around 5,000 metal 


*Bonderite, Bonderlube, Parco, Parco Lubrite—Reg. U.S. Pat. Off. 


PARRER 


RUST PROOF COMPANY 


2164 East Milwaukee, Detroit 11, Michigan 


forming machines. j ; PARCO COMPOUND PARCO LUBRITE — wear 
PropuUcTION WELDING: With a high » —fust resistant resistant for friction surfaces 
degree of automation of welding 
in body production, it is estimated BONDERITE — corrosion BONDERITE and BONDERLUBE 
resistant paint base — aids in cold forming of metals 


that only about 12 percent can be 
attained. 

A survey shows that practically 
all would be new equipment, or 
about 4,000 welding machines 
would need to be replaced by au- 
tomated machines. 





TROPICAL — heavy duty 


maintenance points since 1883 
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Now Hudson and 
ave a 3-step start 


The biggest difference in cars today! 


Single-Unit Construction...an American Motors Exclusive! 


It eliminates the excess weight and basic weakness of 
old-fashioned body-bolted-to-frame construction. It 
introduces a single stronger, lighter, all-welded struc- 
ture . . . the combination body-and-frame that makes 
Hudson and Rambler the strongest, safest, most modern 


cars on the road today. More room with less bulk .. . 
better performance on less fuel . . . smoother ride, higher 
resale, greater dependability. All of these proved advan- 
tages stem from single-unit construction—the biggest 
difference in cars today. And Hudson has it! 


The biggest proof that ever clinched a sale! 


A Total of $25,000 ***°°ecibenr* Insurance 


This insurance now goes to the owner of every new 
Hudson, Rambler, or Metropolitan at no extra cost .. . 
dramatizing the fact that these cars are twice as strong, 
twice as safe, twice as modern! It insures owner and 
spouse against fatal accidents while driving the car 
anywhere in the world . . . even when fatality occurs 


as long as 100 days after the accident. It covers them 
for a full year of ownership . . . pays $12,500 on the 
fatality of either, $25,000 on the fatalities of both. It’s 
the most dramatic proof ever offered of a car’s superi- 
ority — and it’s making the kind of news that means 
more sales for Hudson dealers! 


The biggest promotion that ever packed a showroom! 


$1/4 Million Contest to Name Hudson’s Construction 


The contest starts Tuesday, March 20. A quarter of a 


million dollars just for a name! $25,000 first prize; 30 _ 


air-conditioned cars; 10 Metropolitans; 100 Kelvinator 
appliances, including the fabulous Foodarama; 1000 
cash awards! Contestants will be flocking into Hudson 


ott 4a 


THE BEST DEAL IN THE INDUSTRY may be 
open to you. If you qualify as a Hudson 
dealer, you'll enjoy liberal discounts, area 
bonuses, and an exclusive Dealer Investment 
Fund . . 
relationships: that has been described by 
N.A.D.A.’s Admiral Bell as the most progres- 
sive in the industry. For details, write: N. K. 
VanDerzee, Vice President, Hudson Motors 
Div., American Motors Corp., Detroit 32, 
Mich.—or contact your nearest Hudson Zone 
Office listed here. (In Canada, contact: L. E. 
‘ 4 : as Fenn, General Sales Manager, Hudson Div., 
American Motor Shy -. 66me 1? ape. American Motors Sales of Canada, Ltd., 
roducts te ¢ Tone in “Disneyland” —ABC-IV Network oot" Danforth Ave., Toront 13, Ont) 


showrooms . . . asking for details on single-unit con- 
struction . . . asking for demonstrations . . . asking for 
appraisals so they can qualify for an additional $40,000 
in big cash bonuses. It’s the selling opportunity of a 
lifetime . . . the industry’s biggest profit package! 


. plus a policy on factory-dealer 


ATLANTA, 953 Donnelly Ave., S.W. 
BOSTON, 151 Third Ave., Needham Hts. 
BUFFALO, 235 New Walden Avenue 
CHICAGO, 4821 W. 67th Street 
CINCINNATI, 4527 Reading Road 
CLEVELAND, 8500 Brookpark Rd., Brookly# 
DALLAS, 7900 Ambassador Road 

DENVER, 3660 E. 40th Avenue 

DETROIT, 12727 Greenfield Avenue 
KANSAS CITY, 555 Sunshine Road 

LOS ANGELES, 601 Nash St., El Segundo 
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Rambler de 
on the whole industry! 


RAMBLER ... the sensation of the low-price field! 


... the luxury car for hundreds less! 


Prospects feel the superiority of the big, new 
Hornet. More room and three-times smoother ride 
than even the most expensive cars. It’s twice as 
strong, yet lighter . . . has a power-to-weight ratio 
that’s perfect for the sparkling performance pros- 
pects expect in a big car. With smart V-Line 
styling, wide choice of colors, and unmatched 
workmanship, it’s a luxury car that sells for hun- 
dreds of dollars less than other cars in its class! 


MEMPHIS, 744 Royal Avenue 

MILWAUKEE, 3322 S. Clement Avenue 
MINNEAPOLIS, 4600 Olson Memorial Hwy. 
NEW YORK, P. O. Box 492, Union, N. J. 
PHILADELPHIA, 800 Chester Pike, Sharon Hill 
PITTSBURGH, 210 Thomas Street 
PORTLAND, 2053 N.W. Upshur Street 

ST. LOUIS, 3525 Hampton Avenue 

SAN FRANCISCO, 2445 Mason Street 
WASHINGTON, Box 2188, Alexandria, Va. 
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Here’s the car that’s making prospects look twice. As big inside as most cars in the 
medium-price class . . . yet more compact, and easier to park and handle than 
any car in the lowest-price field. This peppy performer, with its new OHV engine, 
has every feature of the “low-priced three,” plus many they don’t have . . . and 
it costs less, has higher resale and mileage than any of them! A real mover! 


HORNET V-8 
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Side-Wear Comparison: Pinned vs. Unpinned Rings— 


To confirm a belief that a piston ring which did not rotate would not exhibit 
high side-wear, Thompson researchers modified a test piston and a radioactive top 
ring to toke o vertical restraining pin at the gap. The assembly was first run with- 
The run then was duplicated after installation of the pin. 
above curves plotted from test results showed that side-wear of a freely rotating ring 
exceeded that of the restrained ring by a factor of seven. 


out the restraint. 


Wills Switches to Buick 


W. A. Wills, a Ford dealer in 
Pueblo, 
July, 1954, has purchased the 


Colo., from 1939 until 
Inc. 
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CURTISS-WRIGHT 
Turbo Compound Engines 


are in use by 30 World Airlines 
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Isotopes Link It to Rotation . . . 


_ “" " Side-Wear Measured 


By ‘Hot’ Piston Rings 


(Continued from Page 25) 


ments of side-wear and rotation. 
Piston ring side-wear has been 
an annoying problem for a num- 
ber of years, and designers have 
lacked data on the possible sig- 
nificance of rotation as an influ- 
encing factor. It is known, for 
example, that heavy-duty truck 
engine piston ring failures fre- 
quently are attributable to side- 
wear effects. 
Handicapped by 
data to guide 


150 


an absence 
them 


have endeavored to 
situation with “trial and 
measures which, while 
some relief, do not 


The 


actually 





self. 


Buick and GMC dealership from i= 
Solorado Motor Car Co. He is do- 
ing business as W. A. Wills Buick, 


applied radioactive 


engine wear 
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plus leading military aircraft 


Kelsey-Hayes helps 


put 20% power bonus into 


Curtiss-Wright engines 


One more example of 


Kelsey-Hayes diversity at work for 


major industries throughout America 


Any way you translate it—20% longer 
range, 20% less fuel, 20% more payload 
—power recovery turbines on the 
Curtiss-Wright Turbo Compound 
engine mean greater operating econ- 
omy. The entire power recovery unit 
— requiring 2000 close tolerance 
machining operations — is manufac- 
tured to highest engineering stand- 
ards by the Aviation Division of 
Kelsey-Hayes. 
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ally cite the following advantages 
|of these techniques: 
| 1. Ability to make several valid 


one test conventional 
| methods. 
2. Detection of incipient condi- 
| tions such as in wear and scuff- 
ing studies, avoiding the destruc- 
tive results of carrying a test 
through to actual part failure. 
3. Adaptability for studying in- 
dividual and consecutive effects of 
various operating conditions while 
they are in action--whereas in the 
past, observations usually indicated 
only the resultant 
total program. 
The first and second advantages, 
according to Hannum, contribute 
to expediency of obtaining infor- 
mation. 


hy more 





The third is even more important | 
the} 


for engine research, because 
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Springfield, Ohio (SPECO Aviation, Electronics and Machine Tool Division) 


(French & Hecht Farm Implement and Wheel Division) 


tests in time normally required for | 


effects of the 


|technique facilities study of the 
effects of transient variables as 
|they occur. This enables the re- 
search engineer to develop funda- 
|}mental facts, rather than merely 
empirical data, regarding the proc- 
|ess he is tsudying. 


Reliable Design Data 


Previously Unobtainable 
a says, “In the past, an 
understanding of engine wear 
phenomena generally has _ been 
limited to empirical relationships 
because of difficulty in obtaining 
|reliable data and information o1 
the operation or deterioration o 
inaccessible components.” 

As an outgrowth of applied nu- 
clear science, the radioactive tracer 
has emerged as a versatile and 
now “practically indispensable” 
|laboratory tool and one which 
|obviously is ideally suited to appli- 
cation for piston ring side-wear in- 
vestigations. 

The radioactive tracer may be 
defined broadly as a radioactive 
element included in a part or in 
a medium (such as oil), and 
which, due to its emanations, 
| may be traced readily through 
| an operation or experimental 

process. 

The three types of radiations or- 
dinarily encountered in radioactive 
tracer work are alpha, beta and 
gamma rays. Alpha rays consist 
of particles having low velocity, .a 
double positive charge, relatively 
high mass and weak penetrating 
ability. These rays can be detected 
magnetically, and they produce 
ionization in gases. 

Beta rays are high-velocity par- 
ticles having low mass and a single 
|positive or negative charge. They 
'also carry approximately 100 times 
the penetrating ability of alpha 
rays. They may be deflected mag- 
netically, but do not ionize gases. 

Gamma rays differ from both al- 
pha and beta rays in that they do 
not consist of physical particles. 
| Instead, they are a type of electro- 
magnetic wave occupying a place 
jin the wave spectrum between 
cosmic rays and X-rays. These 
short waves have high energy and 
great penetrating power. 

* * * 








AMMA rays will penetrate 
| X¥ several inches of lead and can- 
|not be deflected magnetically, be- 
|eause of the absence of physical 
|particles and polarity. They pro- 


|duce slight ionization in gases, 
|}cause exposure of photographic 
| film, and induce fluorescence of 


|light scintillation from certain ma- 
| terials. 

The fact that these manifesta- 
|tions can be measured quantita- 
|tively facilitates practical use of 
| the radioisotope as a tracer in the 
|}study of wear, hidden mechanical 


|processes, circulatory and _ dis- 
|tribution systems and chemical 
processes. 


The high penetrating power of 
| the gamma ray makes it the 
most useful of the three types 
| of rays tor radioactive tracer 
| work. This is because the pres- 

ence of gamma-emitting material 

may be detected readily (by 
suitable instrumentation) even 
through metallic walls. 

Emission rate for a radioisotope 
generally is expressed in counts 
per minute — usually measured as 
pulses in the electrical circuit used 
with a geiger tube. Another type 
jof “counting” instrument, the scin- 
tillating crystal, is gaining popular- 
ity because of its great sensitivity. 

In this device, the effect of ra- 
diation in causing light scintilla- 
tions in certain types of crystals is 
applied to obtain counts per minute 
| by detecting the scintillations with 
| (Continued on Page 35, Col. 1) 





Commercial Filters 


'Forms New Subsidiary 


MELROSE, Mass. — Commercial 
Filters Corp. has announced the 
merger of two filter lines - Honan- 
|Crane and Michiana — to form a 
new subsidiary, Indiana Commer- 
cial Filters Corp. Headquarters will 
| be in Lebanon, Ind. 

The action follows the Massachu- 
setts firm’s recent purchase of 
Houdaille-Hershey of Indiana, Inc. 
(makers of Honan-Crane filters) 
and the filter division of Michiana 
|Products Corp. The Honan-Crane 
|and Michiana names will be retain- 
led and a new brand name -- 
| “CFC” -- will identify filtering and 
conveying equipment formerly 
i known as “Houdaille.” 
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Isotopes Link It to Rotation . . 





‘Hot’ Rings Measure Side-Wear 


(Continued from Page 34) 
a photomultiplier tube and count- 
ing them automatically. 

Hannum points out that the side- 
wear studies applied tracers by 
utilizing them as a radioisotope of 
an element (in this case it was 
iron) that exists in the test ma- 
terial. In Thompson’s wear inves- 
tigations with iron or steel parts, 
a radioisotope of iron is created 
simply by irradiating the part. 

* . « 
Radioactive Tracers 


In Piston Ring Research 


RIOR to the application of radi- 
active tracer studies, various 
research and development pro- 
grams in Thompson's automotive 
laboratories had proved that con- 
ventional dynamometer tests can- 
not always be used as a screening 
technique for studying materials. 
The results of such tests often 
were not consistent enough to be 
conclusive. 

This apparently was especially 
true of piston ring side-wear, a 
condition that develops between | 
the sides of the ring and mating 
surfaces of the piston groove. | 
Observations indicated that this | 
problem usually was confined to | 
the top compression ring. 
It was, however, baffling and | 
disconcerting to find that in one 
test an experimental compression | 
ring may appear quite resistant to 
side-wear—while in another sup- | 
posedly identical test, the side-wear 
may develop at a drastically higher 
rate. 

This accelerated side-wear fre- 
quently leads to breakage failure 
of the top compression ring in a 
relatively short period of operation. 

This problem of sporadic irre- 
producible compression ring side- 
wear and breakage is by no means 
confined to the laboratory. Han- 
num asserts that, for the past 10 
years, the condition has been “epi- 
demic among over-the-road truck 
fleets.” 

* * * 

T IS said to be confined to in- 

stallations in aluminum pistons, 
and the only reliable solution to 
date has been the use of a ferrous | 
insert in the ring grove. This ad- 
mittedly is more of a “fix” than a 
solution, since it does not remove | 
the underlying causes of the prob- 
lem. 

Because the wide acceptance of 
high-additive engine lubricants was 
concurrent with the onset of this 
problem, much off-hand blame re- 
portedly was directed toward the 
new oils. Conclusive supporting 
evidence to back up such a charge 
has thus far not been offered. 


lating side-wear by applying a 
hard chromium surface to the 
outside diameter or face of an 
irradiated piston ring. Face-wear 
then is not detected in the tracer 
system, since chromium parti- 
cles from the face surface are 
not radioactive — hence the suc- 
cessful separation of side-wear 
effects for independent analysis. 

Hannum explains that this tech- 
nique is used in preference to ir- 
radiating an already 
plated ring, since it precludes any 
need for discriminating between 
gamma radiations from the iron 
and the chromium wear particles 
with the monitoring instrumenta- 
tion. 

Fixtures and techniques were de- 
veloped in the Thompson 
tories for the chromium plating 
of radioactive compression rings. 

Using standard plating tech- 
niques, a hard chromium plate of 
between 0.003 and 0.004 inches is 
deposited on the ring faces. In ac- 
cord with normal practice, the 
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Hannum says that, in the 
laboratory, analyses of pre-tracer 
test results proved that the de- 
gree of torsional twist in com- 
pression rings also could infiu- 
ence the degree of side-wear. In 
this connection, it was noted that 
torsional compression rings were 
widely adopted about 10 years 
ago. 

Inspection of rings which exhi- 
bited high side-wear reveals cir- 
cumferential markings and a high 
degree of polish on the ring side- 
surfaces, which indicates some ro- 
tation and a lapping effect as the 
ring and piston surfaces rub to- 


gether. 
However, since most compression 
rings rotate — or at least change 


their polar orientation during serv- 
ice— it is not possible by conven- 
tional analysis methods to estab- 
lish a clear relationship between 
rotation and side-wear. 

x * * 


Thompson Engineers 


Isolate Side-Wear 
HE evident impracticality of 
further exploring this problem 
by previously used methods logi- 
cally led to the consideration of 
nuclear techniques. 

Hannum recognizes that other 
investigators have reported on the 
use of radioactive tracers to ob- 
serve total ring wear, noting the 
combined effects of particles from 
the ring side and periphery sur- 
faces with their monitoring equip- 
ment. 

For the special requirements 
of its study, however, Thompson 
has developed a method of iso- 
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rings are lapped lightly in a 


cylinder. 
* % * 

N AN actual tracer test, with 

engine operating, radioactive 
wear particles from the ring side 
surfaces, together with inert wear 
particles from the ring periphery, 
the groove sides and the cylinder 
bore are carried to the oil sump. 

An external oil circuit permits 

continuous monitoring and record- 
ing of sump oil radioactivity. 
Gama-induced scintillations from 
the sensitive crystal are converted 
to electrical pulses, then counted 
and recorded. 

The counting rate at any given 
time is related to cumulative 
side-wear up to that time—while 
the acceleration of counting rate 
over a given time period relates 


to side-wear occurring during 
that period. 
To convert count per minute 


data to wear data, a 50 to 60 milli- 


PONTIAC 


. 





‘Hot’ Piston Ring— 


This is the technique used to install 
radioactive piston rings for research on 


side-wear. Personnel are subjected to no 
hazard when approved procedures 


handling material used in the tracer stud- 


for 


ies are followed. 
* * 

gram irradiated sample or ring 
material is used as a basis for cal- 
ibration. 

From ring dimensions and shape, 
the iron weight-loss to the oil can 
be translated into terms of mean 
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thickness loss sustained by the 


ring. 
* ok * 


Rotation Monitored 


With Cobalt Isotope 

S PRELIMINARY results 

showed that ring rotation was 
responsible forthe periods of high 
side-wear, and that engine speed 
and load were indirectly related to 
ring rotation — the presently used 
technique incorporates added fea- 
tures to monitor piston ring ro- 
tation simultaneously with  side- 
wear occurrence. 

To accomplish this, the test ring 
is prepared to carry a small en- 
capsulated piece of natural cobalt 
(Co 59). When the ring is irradi- 
ated in an atomic pile, the Co 60 
which results is much more radio- 
active than the iron in the ring. 

The gamma ray emission from 
this small volume of cobalt 
creates an intense local source 
of radioactivity which can be 
tracked from outside the engine 
by a conventional geiger counter. 

By using two geiger counters po- 
sitioned 90 degrees apart in the 
horizontal plane, the relative “build 
and fade” of the two rate-meters 

(Continued on Page 36, Col. 1) 
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HARRISON COOLS THE ENGINES 
FOR THE FAMOUS FIVE! 


High-compression, high-powered engines call for a high degree 
of cooling! That’s why these five famous GM engines call for 
Harrison. For Harrison radiators can be relied on for efficient, 
economical performance—all-round dependability! In fact, 
Harrison has been first choice with leading automotive manufac- 
turers for over 45 years . . . cooling more cars than any other builder 
by far! What’s more, you'll find Harrison heat exchangers at work 
on all kinds of aviation, marine and industrial equipment. The 
ultra-modern engineering and research facilities at Harrison are 
constantly on the job . . . looking for new and better ways of 

doing the vital job of cooling. If you have a cooling 
problem, look to Harrison for the answer. 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N. Y. 
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Side-Wear Measured 
By ‘Hot’ Piston Rings 


(Continued from Page 35) 


registers both rate and direction of 
rotation of the ring during engine 
operation. 

The single-cylinder test engine 
used for the experiments described 


by Hannum was developed by the | 


Ethyl Corp. It is constructed from 
a CFR Model 48 crankcase (origi- 
nally used for rating aviation 
fuels) and a special sleeved cylin- 
der block and head, including pis- 
ton and connecting rod, which sim- 
ulate the power section of a 
modern V-8 passenger car engine. 
o* * + 


1 experimental program was 
divided into three phases: 
Effects of controllable operating 
parameters upon compression ring 


side-wear, effectiveness of “pin- 
ning” the ring (to prevent rota- 
tion) in reducing side-wear and 





correlation between ring rotation 
and side-wear rate. 

In effect, the results of the first 
two phases served to show that 
provisions for rotational monitor- 
ing were necessary to satisfactorily 
complete the investigation. Hannum 
says, “We intend to watch ring 
rotation in all forthcoming studies.” 


The expedient of pinning a 
compression ring (Phase 2) was 
in this case a research measure. 
It was not intended as a re- 
assessment of the merits of 
pinned rings. This portion of the 
work did, however, serve a vital 
purpose in establishing the ex- 
istence of a relationship between 
ring rotation and side-wear. 
Phase 3, with its provisions for 

rotational monitoring, then was 
conducted to examine the nature of 





this relationship and study the 
possibility of external control. Con- 
clusions from these particular tests 
indicate that some form of ring 
rotational motion occurred during 
all periods of high side-wear. 

Researchers also found that ring 
rotation may be either continuous 
or partial (oscillatory). At certain 
engine speed-load combinations, it 
was noted that steady ring rota- 
tion, accompanied by high side- 
wear, was in evidence. 

Data clearly indicated that there 
is a general relationship between 
ring rotational speed and side-wear 
rate. Rotational oscillation of the 
ring incidental to a change in test 
operating conditions did occur, and 
accounted for short periods of high 
side-wear. 

In this particular installation, the 
ring tended to rotate in one direc- 
tion under load and in the opposite 
direction when the engine was 
motored with dynameter power. 


One of the important aims of 
this research was to _ consider 
whether the dual tracer arange- 


ment (cobalt and 
used in conjunction with the test 
equipment to impose a known and 
controlled wear-inducing condition 


iron) could be; 








Side-Wear Closeup— 
The causes of, and remedies for, side- 


wear and circumferential markings as 


shown on this ring, are being 


studied at Thompson Products by the use 


piston 


of radioactive tracer techniques for simul- 
taneous measurement of wear rate and 
ring rotation. 

7 * & 
upon a piston ring. If successful, 
such an arrangement would permit 





EVERY WORLD’S LAND SPEED RECORD SINCE 1929 HAS BEEN MADE ON 


DUNLOP TIRES 








@ The long list of world’s land speed records 
made on Dunlop Tires — climaxed in recent 
years by John Cobb’s record run of 403 miles 
per hour — are not made simply to see how 
fast man can drive. Rather, they provide a 
proving ground for the development of safer 


DUNLOP TIRES 


for Passenger Cars, Trucks, Farm Vehicles and Aircratt 


DUNLOP = FOUNDERS OF THE PNEUMATIC TIRE INDUSTRY 


tires for the average motorist. The technical 


know-how and production skills gained in the 


manufacture of tires for safety at ultra high 


speeds are represented in the construction of 


every Dunlop Tire. When a car-owner equips 
his car with Dunlop Tires, he finds they not 


well — factors that add 
his tire dollars. 


only afford him greater safety, but new silent 
cushion comfort and far longer tire life as 


up to top value for 


DUNLOP TIRE AND RUBBER CORPORATION 
Factory and Executive Offices: Buffalo 5, N. Y. 





one ring to be compared with 
another under identical conditions 
* * * 


Rotation Rate 


Found Controllable 


ESULTS in this phase of the 

work were encouraging. In an 
exploration of various speeds and 
loads, it was found that individua! 
ring rotative speeds ranging from 
0.1 r.p.m. to 0.95 r.p.m. could be 
induced and held long enough for 
the corresponding side-wear rates 
to be determined. 

As it happened, this selectivity 
of ring rotative speeds was con- 
fined within the engine speed 
range between 3,200 and 3,600 r.p.m 

Steady ring rotation is not, how- 
ever, a stable condition. Hannum 
reports that it has a tendency to 
damp out, and must be maintained 
by frequent delicate manipulations 
of speed and load. 

There appeared to be no broad 
operating plateaus where steady 
rotation could be depended upon 
—but rather a group of very fine 
operating points, on either side 
of which rotation ceases. 

Fortunately for purposes of this 
type of research, wear rates are 
so high during steady rotation that 
it only needs to be maintained for 
10 to 15 minutes to obtain signi- 
ficant data. 

In analysis of their test results, 
Thompson investigators found that 
the correlation between ring rota- 
|tive speed and side-wear is “rough 
|but undeniable.” In these tests, 
|side-wear rate was virtually im- 
possible to measure when there 
was no ring rotation. 


N THE other hand, during the 

first tenth-of-an-r.p.m.-of ring 
rotation, appreciable side-wear was 
recorded. This was found to multi- 
ply by a factor of three to four 
times as ring rotational speed 
approaches one r.p.m. 

In comparatively testing rings 
for side-wear, it is expected that 
sufficient data for the evaluation 
| can be obtained in only one day 
| of testing. 
| Hannum asserts that a compari- 
son of rings on this basis provides 
a sounder medium for evaluation 
than the conventicnal endurance 
test method, where there is no 
insight into the important rotation 
variable. 

He asserts: “The vast saving in 
time further enhances the attrac- 
tiveness of this new _ technique 
which, so far as we aré concerned, 
already has obsoleted the costly, 
unreliable ‘endurance test — then 
measure’ eppteee.” 





Die- -Casting Group 
Establishes New 
‘Field Program 


| NEW YORK. — The American 
| Die Casting Institute has started a 
|new field representative program 
|}aimed at improving the technical 
|services offered to industry by job 
shop die casters, according to 
| David Laine, institute secretary. 

| Laine said the field men also will 
be active in the ADCI Exhibit- 
Meeting programs which are held 
in cooperation with local technical 
| society chapters and local indus- 
| tries. 

| The field representative in the 
|}eastern region will be C. M. Rolla- 
son, recently retired from the die 
casting division of Aluminum Co. 
of America and a former ADCI 
president. 

J. C. Fox, formerly chief metal- 
lurgist for Doehler-Jarvis division, 
National Lead Co., will work in the 
central region with J. M. Davis, 
formerly of Union Die Casting, Ltd., 
in the Pacific Coast region. 

Laine said a midwest representa- 
tive will be appointed. 


Troy (Mich.) Building 
Coanpled by Vickers 
TRO Mich. — Vickers, Inc., 


has occupied its new 150,000 square 
foot administrative and engineer- 


ing center in this Detroit suburb. — 


More than 700 persons are employed 
at the center. 


The building houses the com- 
pany’s executive offices, research 
and laboratory facilities, applica- 


tion engineering and advertising 
departments and the Detroit in- 
dustrial machinery products sales 
office. Other operations remain at 
the Detroit plant. Vickers is a di- 
vision cf Sperry Rand Corp. 
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= But Many Defend Forging Technique... graphite content, which helps to | most important and most expensive 
SE ci a ae prevent seizing or digging. single components of a car. Manu- 
e . *% & facturing cost to the car maker 
ERRELL summarizes cast-|may be divided into two phases: 
Swing to Cast Crankshafts Seen | Pirrtin tintincinae ‘ci /G otto prods ©" pirehs 
the vantages as machinability, fewer | the “raw” cast or forged crank- 
fin (Continued from Page 25) |them to enter the cheek more uni-|ing, possesses a clean, uniform machine tools required and saving — and sa costs associated with 
ond even the staunchest forged-crank- | formly.” surface which generally requires |f Space on the factory floor. ccneaaar aed ae eae 
lua! shaft supporters — who stubbornly| This beneficial effect reportedly |machining only on the pins and| Breaking these categories down roan Sidnes i is vente tor tnaaae 
rom insist that cast cranks never will|is found to be further increased if, | journals, Finishing without “cheek-| into detailed advantages, he says | ition 4 
be win the “war” — must admit that |in the casting process, the crank-| jing,” or removing excess material pee Se ae a (1) 20 per- ; * * * 
i the foundry, has tt least won an/|pin, center is hallow-cast  (bored| from the counterweights, eliminates | Sngine displacement; (2) 30°per-|Industry Sources Disagree 
e shop. is compelled to pass to a greater|°" “pensive and time-consuming |cent less machining on the rough = =: 
vity noe % extent from the pin circumference | °Peration. crank; (3) substantial saving on On Raw Crank Costs 
on- 13 Makes Use Forging; into the cheek and to distribute| | ZhUS se pointed out by Ferrell CO ey ne eae Hee Ab. |" [HERE is divided opinion in the 
eed itself over the cheek material with| and others, the modern cast | Proximately one-h © machine industry on the actual compara- 
ei ree, cmerenenmes ts t| eae ae crnkoaft "chews conidnnb | ns "entice uttoegoas? (i [Sor coos See eatin te 
ow- announcement of the I i = . ngs; the raw casting. Some contend the 
- Soaks and Ciimeer dean, wihn| ab _* A way, * —sS ee eee ae greater freedom for designers; (6) | cast and pe 
-to | a cast-steel crankshaft in the new| of the crank is said to be effec- P Practical signii-/use of less critical material while| molded cranks 
ned V-8 engine, Ford had been the only| tively counteracted cance of the trend in crankshaft| providing improved bearing life;| are more expen- 
ons company which was not using a Th pan ‘ibiliti fe og | eraeture. according to Ferrell, is| (7) ability to maintain continuous | sive to fabricate 
forged-steel crankshaft. Now the |¢.. oh. ot tine es nett « aad that the cranks are lighter, have |flow of production, and (8) ready/than the forged. 
ad lineup reads like this: aping the crankshatt contours | adequate moment of inertia, better | adaptability to automated produc-/ Others are con- 
i Forged-steel crankshafts are by the casting technique permit distributi f : tion. ; 
y ; maximum utilization of the cast-|‘Stribution o bending moment vinced the cast 
an used by Cadillac, Buick, Oldsmo- | .-ank material’s inherently lower |#nd higher frequency of torsional Ferrell concludes: “The cost | crank is cheaper. 
ne a gg nn ye pa ae ‘strength and modulus of elasticity. | vibration — all of which greatly saving over the forging method However, as 
de i iin coma te engines > s* * «6 |reduces the extent of failure in nian metas —— be a ae Wee i. — 
his Imperial, Chrysler, DeSoto, Dodge | Shell-Molded Crankshaft | this form of dynamic overloading. | forging and in the additional | president of Wes- 
are and Plymouth. ‘Needs Less Machining | Bearing life generallyisimproved| saving in machining operations json Co., the 
hat Studebaker continues with a j;when cast cranks are used. The! of cast crankshafts over the | actual cost of the Robert Wagner 
for forged crank in its own six-cylin- HE crankshaft casting, particu- | cast-crankshaft materials have self-| forged crankshafts.” unmachined crankshaft represents 
ni- cod oe V-8 ae a oo = larly when made by shell mold-' lubricating properties, due to free The crankshaft is one of the (Continued on Page 40, Col. 1) 
cast-steel crank in e Pakard- 
Its, Clipper V-8 which is used in the 
rat Golden Hawk. y 
ta- American Motors Corp. also uses Ou r bod tt qi in ca Bs be 
oh forged crankshafts in its Nash, 
- Hudson and Rambler (except, of 
m- course, those models which use the ; 
re Packard-Clipper V-8). AMC re- . wm EPe we a 
cently gave the forged crank a cee o.* : 
strong vote of confidence by speci- te 
he fying it in the new V-8 now going ‘4 
ng into production for Nash and Hud- 
‘as son, = = . 
ti- MONG tthe three companies!  gqqq— ies wwe mm en: 0h 1) ee oe 
ur which have cast crankshafts, 
ed there are three different varities in 
use. In its Ford, Mercury, Lincoln 
S and Continental, Ford Motor Co. 
it uses a _ shell-molded nodular-iron 
n unit, which is designated officially 
y — as an “alloy cast-iron crankshaft, 
made by a precision casting pro- 
ri- cess.” 
es | Pontiac also uses a shell-molded 
on crankshaft. As supplied by GM’s 
ce Central Foundry division the 
no pontiac crank is made of so-called 
on Armasteel — in reality a pearlitic 
malleable cast-iron material. 
in Packard-Clipper has Ausco 80 
c- cast alloy-steel crankshafts. Manu- 
ue factured by Auto Specialties Mfg. 
d, Co., this crank is made from a high- 
y, carbon, nickel-molybdenum cast 
on steel. 
W. G. Ferrell, manufacturing 
vice-president of Auto Specialties, 
says: “Alloy-steel cast crankshafts, 
} including nodular and pearlitic 
malleable iron, play an important 
part in the automotive industry. 
To meet the demands of engine 
designers, it has been necessary to 
develop greatly improved _tech- o 4 ay ss 
in niques.” , ll _ 
a * * ” y b et % > : i 
m ORE than 20 million cast crank- i pd a lr ie 
al shafts reportedly have been ra = 2 
b installed in automobile engines, in ‘ 
0 addition to industrial and marine | ou r 4 es ro j fee r 
| _ installations. & 
ll Among improvements cited by —7“_—__ ee 
t- Ferrell as being responsible for 
growing acceptance of cast cranks, 
the two most important factors ‘: 
;- eee: (i) netstat at steel, nodu- * Complete hydraulic “Porto-Power” and attach- 
lar and pearlitic malleable iron ments cut labor costs by increasing the output of 
. castings with improved physical high-paid body men. For example, complete “Por- 
c properties and modulus of elasti- to-Power” equipment, as available with “‘Bench 
city, and (2) accurate production Rack” work toon $ helian the 
D. of castings to close tolerance limits ork centers for every man, helps them pro- 
I by shell-mold and other processes. duce 25% to 40% more labor dollars for you. And 
7 The service conditions for that creates more body parts profits too! 
, crankshafts in present-day high- ‘ 
L, speed, aisertonense, asain. * “Porto-Power” helps you make bids that get the 
e pression and _high-horsepower business and widens the profit margin on every 
;, engines differ fundamentally | job by getting it done faster, easier, on schedule. 
" from those for other automobile | It increases peak load capacities so profitable jobs 
c a ee * Your body shop can be the most profitable end can be taken on even at busiest periods. 
materials with special character- po a sae oS ae Per rs * Don’t miss out on the growing profits in body 
— ree x rte 4 oa, ‘ P ey eee: rebuilding. Drop into your shop to check methods 
of ees durability” Preogs & But you can’t reach those potentials unless you and equipment — see if every man has adequate 
first appearance in research reports have the basic equipment for roughout and straight- ‘“Porto-Power” equipment to function indepen- 
’ for application of a cast crankshaft ening . . . the first step in most major body jobs. dently at his output peak. 
to oes eee And that calls for “Porto-Power”’ pumps, rams, Your Blackhawk jobber will gladly help you 
os ace a, i. ain spreaders and work attachments essential to han- rate your “Porto-Power” for profit power — show 
1 shell casting to crankshafts in its | dling the many types of body styles and damage you how to bring it up to date for maximum effi- 
engines. Later events have proved encountered today! ciency. Call for his help today! 
P the durability problem to be signi- 
a eo og from raed points - — Porto-Power is built only by 
P esign technique and foundry 
5 
: lie | WORLD'S LARGEST MANUFACTURER 
| ® OF 
5 “E. WAS accepted,” says Ferrell, 
: ‘amt kr chee around HYDRAULIC TOOLS 


the crankpin will distribute forces 
better in the pin itself and allow 


BLACKHAWK MFG. CO., Dept. P-4036, Milwaukee 46, Wis. 
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BRAKE DRUM KiT—The D & T brake 
drum balancing kit contains 175 assorted 
weights in sizes from 4 through 2 ounces 
in Y-ounce steps, with complete assort- 
ment of metal screws and small tools 
needed for the job. All weights, screws 
and tools are said to be bright plated 
for rust resistance. Turner Mfg. Co., Inc., 
Kokomo, Ind. 





AIR CONDITIONER — An _ under-dash | 
model air conditioner has been added to | 
the Mark IV line of air conditioning units. | 
The cooling coils are housed in a stream- 
lined Fiberglas case with louvers that per- 
mit the directing of air to any part of the | 
cor, it is claimed. The unit is said to fit 
practically all*late model cars, including | 
station wagons and convertibles, and | 
comes six or 12-volt versions. John E. 
Mitchell Co., 3800 Commerce St., Dallas, | 
Tex. 
* | 








SHEAR TOOL—A valve guide shear tool 
for use on valve-in-head motors has been 
introduced’ by Lyell Implement Co., Shel- 
byville, Mo. The tool is used to form a 
tapered shearing angle on the neck of 
the valve guide to prevent accumulation 
of excess oil around the neck of the in- 
take valve guide and resultant sludge, it 
is claimed. It is used in combination with 
seat grinding pilots of popular makes, 
and is driven with %4-inch deep sockets, 
and is adjustable to cut all overhead 
valve guides. 


| 





BACK-UP LIGHT KiT—Pathfinder Back- 
Up Light kits for 1956 Chevrolet, Ford, 
Plymouth and Dodge cars, prewired, but 
not equipped with back-up lights, are 
now being made to duplicate car manu- 
facturers' specifications. Kits are available 
with switch for conventional transmission, | 


| nolic 


placement fuel pumps for all cars 
and trucks. 

Features described in the folder 
include instant diaphragm flex 
under extreme temperatures, hard- 
ened pull rod, patented valve cage 
assembly, long wearing rocker arm 
and positive linkage. Space has 
been provided for imprinting and 
quantities are available on request 
from Airtex Products, Inc., Fair- 
field, Ill. 





SERVICE JACK—A 10-ton heavy-duty 
service jack has been added to the Black- 
hawk line of hydraulic service jacks. 
Called the Ten-Tonner, the model SJ-16 is 
said to “lift anything that rolls.” It fea- 


| tures improved swivel saddle and swivel 


wheels, a safety lock, wide base, full or | 

part stroke lift, spring-balanced handle, 

and a low saddle height of 5% in inches. 

Blackhawk Mfg. Co., Milwaukee 46, Wis. 
* * * 
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DROP LIGHT REELS—A crackproof phe- | 
pistol-grip handle, with Levolier | 
toggle action switch and socket is said 
to highlight the line of automatic drop 
light reels manufactured by Cordomatic, 
1724 W. Indiana Ave., Philadelphia 32, 
Pa. The line is available in 20, 30 and 
40-foot .kinkproof Neoprene cord exten- 
sions. Wall mounting allows 180-degree 
free swivel action, ceiling installation per- 
mits 360-degree rotation. 
* oe 


* 


Auto Recorder Tells 
Story of Operation 

Automatic Recorder Co., Albe- 
marle, N. C., will begin manufacture 
of automatic recorders soon. 

The recorder will provide a com- | 
plete audit of motor vehicle opera- | 
tion on tape, including mileage, | 
fuel consumption, speed, date and | 


time of operation. 
* * * 


and without switch for automatic trans-| 


mission. Kits contain bulbs, necessary 
sockets, wiring, clips, washers, screws and 
instructions. Auto lamp Mfg. Co., 2901 
S. Indiana Ave., Chicago 16, Ill. 


* 


Airtex Inserts Tell 


50,000-Mile Guarantee 
Envelope inserts produced by 
 Airtex Products, Inc., tell about 
_ Airtex 50,000 mile guarantee and 
| trouble-free service from its re- 











OlL SEAL TOOL—A tool for seating oil 
seals, accompanied by a set of 12 con- 
vertors to fit all commonly used sizes of 
front bearing seals, is now available to 
service shops through automotive parts 
jobbers. The manufacturer also supplies a 
check chart, showing the correct size of 
convertor and oil seal to use for each 


LANO OF LINCOLN 
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LICENSE PLATE CASE—A flexible, trans- 
parent plastic case for license plates has 
been marketed. The case is said to be 
waterproof, prevents rust and keeps plates 
like new. Fits car plates from every state, 
it is claimed, Corco, Inc., 1229 W. Wash- | 
ington Blvd., Chicago 7, lil. 

ae 


+ K 


Universal License Plate 


Mayer Mfg. Corp., 3136 W. 5ist) 
St., Chicago, has introduced a uni- 
versal license plate with special} 
gummed backing that the firm said | 
will hold the plate to any flat 
surface of any model car. 


* + * 





REFINISHING BULLETIN—Bulletin O. B., 
above, introduces Bink's line of ‘‘job- 
rated” car refinishing outfits and infra-red 
drying units. The three outfits are said to 
contain everything a shop needs to re- 
finish eight, four or two cars in a day. 
The equipment, ranging from combination 
spraying: and drying booths to hose and 
accessories, is illustrated and described 
in detail. Copies may be obtained from 
Binks Mfg. Co., 3122 Carroll Ave., Chi- 
cago 12, Ill. 





Open Socket Closed Socket 





RATCHET WRENCHES—Piomb Tool Co., 
Los Angeles, Calif., has announced the 
acquisition of patents for the TAC ratchet 
wrench line from Tubing Appliance Co., 
Inc. Addition of the TAC line is said to 
expand the Proto coverage of hand tools 
for all types of industry by some 200 
items. Made in four basic types, open 
socket, closed socket, crowfoot and ‘‘Hy- 
Tork” box, the Proto-PAC ratchet wrench 
line includes sets; ratchet heads, rigid 
heads, handles, sockets, universal joints, 
screwdriver attachments, and adapters for 
standard sockets, turnbuckles and internal 
wrenching. 

* 


* * | 


United Motors Sells 


‘Harmonizing’ Horn 


United Motors Service automotive 
parts distributors have started in- 


any six or 12-volt equipped automo- 
bile, according to Edward L. Lape, 
general sales manager. It was de- 
signed by Delco-Remy sound engi- 
neers and is known in the trade as 
the Klaxon K-3, harmonizing horn. 


* x 


* 





FLOOR ABSORBENT — Eagle-Picher In- 
dustrial Floor Dry No. 85 is a granular 


| 
| 
| 
| mineral 


compound possessing high ab- 
sorbency for both oil and water. The 
material is said to be chemically inert, 


| noncombustible, insoluble in practically 
all liquids and has high reflective power. 
| Spread over the floor, Floor Dry provides 
safe, nonslip footing wherever oil drip- 
pings and grease splotches would other- 
wise make work areas slipper, hazardous, 
and unsightly, it is claimed. Eagle-Picher 
Co., 1948 American Bidg., Cincinnati 1, O. 


> 


* 





HEADLAMP—tThe Vision-Aid headlamp 
is designed for use with all mechanical 
|aiming devices now in production, it is 
claimed. Three level aiming platforms, 
molded on the face of the lens, are said 
to provide contact points for the mechan- 
ical aimers that adjust headlamps in 
| broad daylight. Interchangeable with all 
| sealed beam headlamps, the unit is being 
| produced in six and 12-volt models. Tung- 
| Sol Electric, Inc., 100 Eighth Ave., New- 
ark, N. J. 


* + 





Tripod Bumper Jack 
Introduced by Caster 


IMPACT WRENCH —A 


Ya-inch square 
| drive electric model has been added to 

Caster Mold & Machine Co.,| the line of Chicago air and electric im- 
| Barberton, O., has introduced a tri-| pact wrenches. Known as the PP-724 
|pod bumper jack with a steel-ball | Pacesetter, the unit has the CP clamp-on 
action which it says eliminates | ‘attachable angle head" feature that is 
stress on the screw. said to make the angle head an integral 

A fabricated steel hook slides in | Part of the wrench, eliminating excess 
& flanged steel channel and the shank wear and dirt trapping. Tool can 
|flanges carry all frontal stress so be equipped with accessories to ream, 


lthe screw cannot bend or bow, it| '9P. drill, drive screws; operate stud driv- 
lis said }ers, sleeve pullers, gear pullers and 


. . | masonry drills. Chicago Pneumatic Tool 
a8 Co., 8 Forty-fourth St., New York 17, N. Y. 


Raybestos Announces 
Hydra-Matic Parts Kits 

Automatic transmission master 
overhaul kits for passenger cars 
equipped with Hydra-Matics are 
being introduced by the Raybestos 
division of Raybestos-Manhattan, 
Inc., Bridgeport, Conn. 

Each kit has the parts, engi- 
neers say, are necessary. Parts 
are: Friction disc; spacer plates; 
gaskets; front and rear clutch 
piston seals and expanders; re- | 
verse clutch piston seal; 


Simplicity Merchandiser 
“No pigeon holes, no file folders, 
tabs, yet you have complete 
information about your customers,” 
says the manufacturer in explain- 
ing the “Simplicity Merchandiser,” 
a service followup record system. 
Simplicity Merchandiser, 420 N. W. 
Fourth St., Oklahoma City 3, Okla. 






front 
oil pump seal, and rear bearing 
oil seal. Only fast moving parts 
are packaged in the Raybestos | 


master overhaul kit. 


© WITHOUT REMOVING TIRE 
© WITHOUT HEAT 


© SAFE AND RELIABLE 
Averlable in tive sizes 


© QUICK AND SimpLt .e ie tae 


TIRE REPAIR KiT—-The Rema T. T. repair 
kit is said to permit the permanent repair 
of punctures in tubeless tires, up to %- 
inch diameter, without removing the tire. 
The kit consists of cone-headed, rubber 
plugs, each compressed into metal guide 
shafts which are introduced into the punc- 
ture hole from the outside by means of a 
special tool. The tool also serves as a 
Bs F gun to supply the vulcanizing cement. 

LAMP GUARDS—A quick-opening cage| Remaco, inc., 11 Park Place, New York 7, 
to permit fast replacement of burnt-out/ jy y. 
bulbs is said to be one of the features of | 
a line of lamp guards designed by Mc- | 
Gill Mfg. Co., Inc., Valparaiso, Ind. They 
are equipped with a holding clamp that 
is easily disengaged by thumb pressure,; Surco Products, 3256 E. 11th Ave., 
permitting the cage to swing wide open. | Hialeah, Fla., has introduced a “car 
The guards are available in two series: | refresher,” full color illustrations 


Model 5100 for use in two-wire circuits; and | f “ bon © sutetai: « ‘i lit 
the 5100-G for use in three-wire circuits.;O* C4r Culles, which are in reality 





* * 


‘Cutie’ Deodorizer 





make ond year of automobile, and for| troduction of a new harmonizing} Both are available in two sizes: Medium | deodorizers, designed to eliminate 


many light trucks. Chicago Rawhide Mfg. | 
Co., 1301 Elston Ave., Chicago, II. 


automobile horn. 
The new horn can be installed on 


for use with bulbs to 50 watts, and large | Objectionable odors from automo- 
for bulbs 60 to 100 watts. biles. 








Another 


GOA firs! 


General Outdoor Advertising 
racks up another big first in see- 
power for sales power! Now every 
poster in a Manhattan showing 


Now! Every poster in 


MIANHATTAN 


works a night shift ! 


ee 
General Outdoor Advertising Co 


is illuminated. Now your Man- 
hattan posters work for you day 
and night! 

A poster showing in Manhattan 
gives you tremendouscirculation! 
Because so many people from the 
entire New York area travel to 
work every day in Manhattan, 
strategically placed boards de- 
liver powerful repetition. Because 
a vast number of people who work 
in Manhattan live in Manhattan 
—and form a singularly pedes- 


trian population—they are an 
ideal target. 

Because so much traffic travel- 
ing from one part of the New York 
metropolitan area to another 
must cross Manhattan, more 
than 800,000 vehicles a day de- 
liver another outdoor audience. 

Today your outdoor selling 
power in Manhattan is on a 
stronger, more effective night 
shift! Put it to work for your 
product — your service. 


General Outdoor Advertising rer 


515 S. Loomis St., Chicago 7, Illinois 


IN 1300 MARKETS 
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But Many Defend Forging... 


Makers Seen Swinging 


To Cast Crankshafts 


(Continued from Page 37) 


only a part of the total “ready to 
be installed” cost. A large portion 
of the total cost is ineurred in 
machining the crank. 


In this vital area, manufacturers 
apparently have been stymied in 
their attempts to cut the cost of 
forged steel cranks. There are 
sound and logical reasons why, 
from a machining standpoint, the 
forged crank is the most expen- 
sive part in today’s automobile. 

* * * 
OME production experts sum- 
marize these reasons in saying 
that, by modern standards, the 
methods employed to machine 
forged cranks are archaic. 


As evidence, Wagner cites the 


use of high-speed steel cutting tools | 


on machines which are incapable of 
high rates of speed in turning the 
crankshaft’s principal parts the 
main and pin bearings. The result 


is short tool life, limited production | 
per unit of time and high direct | 


and indirect manufacturing costs. 


You might ask, why not use 
carbides instead of high-speed 
steel tools and increase machine 
speeds? The answer seems to be 
that automotive manufacturers’ 
efforts at machining forged 


Now! 


You can 
rent a 
sparkling, 
new 

Hertz car 
right at 
Detroit's 
Willow Run 
Terminal 


Building 


For the first time, you can rent a sparkling, new Ford 
Fordomatic or other fine Hertz car right in the Terminal 
Building. The keys are yours with just a driver’s license 
and proper identification. Hertz’ low rate of $7.00 a day 
plus 8 cents a mile covers everything, including proper 
insurance. Look under ‘“‘H” in any phone book to rent or 
reserve a Hertz car in Detroit—or anywhere! Hertz Rent 
A Car Stations: Detroit Willow Run Airport, Ypsilanti 
5811; 235 E. Elizabeth St., Woodward 2-3290; Wayne 
Major Airport, Inkster, Mich., Whitney 1-1911; Fort St. 


}up wi 


cranks with carbide tooling have 
met with failure. 


Almost every condition detrimen- 


tal to efficient application of car- 
bide in machining metal allegedly 
is present 
forged crank. Wagner mentions 
such factors as confined areas, 
plunge cutting, vut-of-round, 


consistant dimensions and low cut- 


ting speeds necessary with these 


conditions. 
* + * 
FTER spending hundreds of 
thousands of dollars, the indus- 
try apparently has accepted these 


in some aspect of the} 


in- | 


j 














Crank Finishing— 

Tool costs have been vastly reduced by | 
conversion from forged crankshafts to | 
cast-steel and shell-molded types. Cast| 
cranks permit use of carbide tools and 
boost life as much as 30 to 1 in compari- 
son with high-speed steel tools on forged 


facts and = longer tries to find | crankshafts. (Photo by courtesy of Wesson 
cost reduction” answers to forged- | 7,,; Co.) 


crankshaft production in carbide 
tooling, machines or engineering. 

The solution to this bottleneck 
in carbide applications had to 
come from some change in the 
crank itself. Two general possi- 
bilities are the design, which is 
practically unchangeable, or 
crank materials and methods of 
fabrication. 

A solution to this problem was 


year. 
| 


* * * 
the attention of U.S. companies in | 


1946, was not considered practical | 
until the Ford Motor Co. perfected 


| it in 1949. Crankshafts were shell- 


molded by Ford on a pilot line that} 


> * = 


converting to cast! 


| NOW: by 
cranks, others also are finding it | 
evolved by Johannes Croning, of | possible to hurdle the cost barrier 


Hamburg, Germany, when he came | and reduce costs of crank machin- 


ing for improved foundry processes. | 
This process, ,which first came to | tooling for cast cranks, Wesson ' grind bearings, rough-turn crank- 


Union Depot, Woodward 2-3290. 


th shell molding while search- | ing. 


In the development of carbide | 


— 





|look like 


| high-speed steel 
|ereased to 40 per hour with the 
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engineers have worked closely 
with machine-tool engineers of 
Wickes Bros. and R. K. LeBlond 
Machine Tool Co. 

The results of the Wesson- 
Wickes-LeBlond tool and machine 
setup in terms of production rates 
and cost savings staggers the 
imagination of metalworking execu- 
tives. The degree of success already 


achieved exceeds the optimistic esti- | 


mates of only a few years ago. 
* * * 


Wessonmetal carbide in- | 


saat 
serts in band-type Multicut tool 
holders on the Wickes center-drive 
lathe, the “hefore and after” figures 
this: 

Hourly machining production 
rate averaged 11 forged cranks with 
cutters and in- 


conversion to cast crankshafts and 
carbide tooling. The production per 
tool grind showed a_ spectacular 


|rise from only 30 forged cranks 


with high-speed steel cutters to 400 
to 9,000 cast cranks with the Wes- 
sonmetal tooling. 

Joseph Oeming, of Wickes’ 
Detroit : office, reflects the con- 
sensus in stating that, while all 
three of the cast-crankshaft mia- 
terials are easier to machine than 
the forgings, nodular iron and 
pearlitic malleable iron are con- 
siderably more machinable than 
the cast-steel type. 

Some interesting generalized 
comparison figures supplied by 
Oeming begin with the idea that 
turning (machining) a forged crank 
involves essentially the following 
operations: Centering, mill locat- 
ing spots, turn bearings, rough- 





Se 


More people by far...use 





ERTZ 


Rent a car 





erankpins. 


pins and finish-turn 
* x + 


|Capital Investment Less 
|For Cast-Crank Finishing 
| @'UCH a crankshaft-turning line 
producing 150 pieces per hour 
requires the expenditure of about 
$2,800,000 with automation. Man- 
| power would be 18 men per shift. 
On the other hand, with either 
of the shell-molded (nodular or 
pearlitic malleable) crankshafts, 
turning operations are reduced to 


four: Centering, mill locating 
spots, turn bearings and turn 
crankpins. 


| Oeming estimates that this re- 
|quires a capital investment of 
$1,200,000 with automation for a 
crankshaft line of 150 per hour 
Manpower needed is six men per 
shift. 

These figures show a potential 
saving for the shell-molded crank- 
turning line of $1,600,000 in equip- 
ment costs and a two-thirds reduc- 
tion in manpower required. 

* * * 


o the shell-molded cranks, car- 
bide tools can be utilized on the 
operation of turning the bearings 
— which results in vastly increased 
tool life and increased production 
over that attained with a forging. 

With respect to future think- 
ing, Oeming observes that all 
turning today is being done on 
machines that originally were 
designed for a forged crankshaft. 

This equipment has limitations 
on speed and horsepower, with the 
result that turning is done at sur- 
face speeds that are in the low 
range for carbide applications. 

In the offing are new machine 
designs capable of higher speeds 
with carbide tooling. Wickes has 
designed a machine that will do 
all the turning in the medium to 
high carbide range, thereby taking 
advantage of the fact that shell- 
molded crankshafts can be ma- 
chined with carbides. 

x * * 

| yd THE not-too-distant future, a 

bank of faster and smaller in- 
line crankshaft lathes will turn out 
cast cranks at a much higher rate 
than is possible today. Each ma- 
chine in the line will perform 
fewer operations at one time in 
contrast to the multiple operations 
presently being done on a single 
machine. 

By splitting up the crank-turn- 
ing operations so simple machine 
units may be used, horsepower 
will not become a limiting factor. 
Oeming says that Wickes has in 
mind a transfer machine with 
progressive stations set up like 
machinery now working on cylin- 
der blocks and heads. 

It is visualized that such a trans- 
fer machine would center the 
crankshaft and turn all main bear- 
ings and crankpins. Capital invest- 
ment for a line of 150 crankshafts 
per hour is projected at $850,000 
with automation. Manpower re- 
quired would be only two men per 
shift. 

This would be a one-third reduc- 
tion in capital investment outlay 
and two-thirds reduction in man- 
power, as compared with the 
figures for current facilities used 
for turning shell-molded cranks. 

* * * 

T PONTIAC, Master Mechanic 

Thomas E. Seavey reports that 
tool usage (including grinding 
wheels and cut- 
ting tools) was 
reduced 50 per- 
cent in the tran- 
sition from forged 
to cast crank- 
shafts. 

Savings were 
estimated at 
about 25 cents 
per crank in ma- 
chining and tool 
cost, even during 
the changeover, 


when Pontiac was running about 
(Continued on Page 42, Col. 1) 


Wayne U. Schedules 


3 Computer Courses 


DETROIT. — The Wayne Uni- 
versity Computation Laboratory 
has announced a summer program 
of three one-week courses dealing 
with electronic computers and their 
industrial applications. 

The courses and dates are: July 
23-28, Automatic computers — their 
application and evaluation; July 30 
-Aug. 4, Electronic data processing 
in business and government; Aug. 
6-11, Applications of computers to 
engineering, science and industry. 








T. E, Seavey 
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Skylines changed while you wait... 
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FOURTH in the nation 
in building permits 


DALLAS: is building at an astonishing pace to 
care for its growing business. Banking, finance, 
insurance, petroleum, wholesale, distributing, con- 
vention and transportation center of the Southwest, 
Dallas is also the retail marketplace for the 72 sur- 
rounding counties that depend on Dallas for their 
metropolitan city needs. Dallas merchants, in turn, 
look to their out-of-town customers for nearly 40% 
of their retail volume. 


Dallas does not live by Dallas alone, nor should 


your product be limited to Dallas’ resident cus- 
tomers. One Dallas merchant says 95% of his out-of- 





ONLY THE DALLAS NEWS 
COVERS THE 
BIGGER DALLAS MARKET 





Ghe Hallas Morning N 


DALLAS’ LARGEST NEWSPAPER: more people BUY The News...more people READ The News... 
more people are INFLUENCED by The News than any other North Texas newspaper. 


town charge account customers subscribe to The 
Dallas News. Through advertising in The News, 
with its 20% larger circulation, broader influence 
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But Many Defend F orging Technique ys * 


Swing to Cast Crankshafts Seen 


(Continued from Page 40) 


two-thirds of its production on the 
new pearlitic malleable iron cast 
crank and the remainder on the 
forged-steel units. 

These figures will appear con- 
servative now that Pontiac is 
changed over to 100 percent cast 
cranks. Seavey views the manu- 
facturing advantages as arising 
from vastly increased production 
rates, plus significant reductions 
in tool cost and capital equip- 
ment needed for crankshaft 
Processing. 

Armasteel (the Central Foundry 


Selas Moves to Plant 


North of Philadelphia 

PHILADELPHIA, — Selas Corp. 
of America has moved from its 
site in the city to a new million- 
dollar plant 14 miles north of here 
at Dresher, Pa. 

Selas said all research and de- 
velopment is located in one build- 
ing specifically designed for study 
of heat and fluid processing. 


division’s trade name for pearlitic 
malleable iron) is poured from the 
same base material as malleable 
iron. Its distinctive properties are 
derived from alloy additions and 
a special “arrested anneal” heat 
treatment. 
* * *” 


AMES H. SMITH, general man- 

ager of Central Foundry, says 
the cast crank now supplied to 
Pontiac has these advantages over 
its forged predecessor: (1) Unlimted 
supply of noncritical material; (2) 
less stock to be removed in machin- 
ing; (3) elimination of certain ma- 
chining operations; (4) wider lati- 
tude of design; (5) good dimen- 
sional control; (6) better machin- 
ability, and (7) lower overall cost. 


As an example of manufacturing 
economies, Smith pointed out that 
Pontiac formerly used a forged V-8 
crank, rough weight 76 pounds, 
machined or finished weight 58 
pounds—or 18 pounds of metal 
removed. 


Today, it uses an Armasteel 


casting, rough weight 64 pounds, 
machined weight 54 pounds — 
or 10 pounds of metal removed. 
Thus, the new crank requires 
the removal of eight pounds less 
metal during processing. 

Pontiac engineers also found the 
cast crank attractive, in giving 
them “more design latitude.” One 
engineer said that the added 
freedom in counterweight location 
and general layout of the crank- 
shaft permitted a design that 
utilizes the counterweights to re- 
duce bearing loads as well as for 
their traditional dynamic balancing 
function. 

* * * 
Relative Design Merits 


A Controversial Issue 

lt WHOLE subject of relative 
merits of the two types of 

crankshafts as viewed from a 

design or engineering standpoint 

is extremely controversial. 


Forging proponents point to su- 








V-6 Crankshaft— 


Cqst-crank proponents assert that shell | 


molding gives wider latitude in design 
and, in comparison with forging, imposes 
fewer restrictions on engineers. This shell- 
cast Armasteel crank was produced by 
Central Foundry for an experimental V-6 
engine. This crank, particularly the thin 
straight center counterweight, allegedly 
would be difficult to produce by forging. 





perior characteristics such as 
modulus of elasticity, tensile 
strength, yield strength, hardness 
and density of the forged-crank 
material. 


Casting advocates usually admit | 


these properties do favor the forg- 
ing, but cite cast-crank design 
flexibilty, inherent damping charac- 
teristics of cast alloy and outstand- 
ing properties as a bearing material 
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as engineering evidence for the 


cast crankshaft. 
+ * * 

AUL M. CLAYTON, executive 
engineer for engine engineering 

on the Ford engineering staff, 
believes that cur- 
rent engine design 
trends, with the 
short-stroke con- 
cept and general 
design favoring a 
stiffer crankshaft 
configura- 
tion, lend them- 
selves particularly 
well to the use of 
cast alloy-iron 
cranks. Modern 
designs allow Clayton 
more “overlap” between the 
connecting-rod bearing journal and 
main bearing journal, which aids 


PrP. MM, 


in making a more rigid, stiffer 
crankshaft. 
Another cast-crankshaft pro- 


ponent, Wesley E. Schwieder, 
Packard-Clipper power-plant engi- 
neering manager, says the cast- 
steel crankshaft was selected after 
a thorough evaluation of the rela- 
tive merits of forged and various 
cast types. 

According to Schwieder, cast 
steel offers a _ sufficiently high 
modulus of elasticity (stiffness 
citerion), as well as density to 
provide substantial savings in 
finished weight without sacrificing 
rigidity, durability or torsional vi- 
bration characteristics. 

* * * 


. HIS type of crankshaft,” he 

continues, “also permits dispo- 
sition of counterweights for maxi- 
mum balancing effectiveness and 
allows coring of the crankpins to 
minimize the amount of unbalance 
that must be compensated for by 
the counterweights.” 


Schwieder’s answer for those 
who assert that the cast crank 
imposes a penalty in engine length 
is: 

“Either type of crankshaft 
could have been selected without 
the penalty of increased overall 
engine length since the conserva- 
tively designed cylinder block 
already offered adequate spacing 
to accommodate the unchecked 
counterweights and still provide 
grinding clearance at each crank 
arm.” 


Only nine pounds of metal are 
removed in processing of Packard- 
Clipper’s cast-steel crankshaft. This 
is said to be less than one-half the 
amount that would have to be 
removed from the forged type. 

= * cd 


ESPITE the vast interest in 

cast and shell-molded crank- 
shafts, the fact remains that more 
than two-thirds of the cars built 
this year will use _ forged-steel 
crankshafts. 


It is not surprising, then to 
find that forged cranks have 
numerous ardent supporters who 
will champion their alleged su- 
periority over cast cranks in hot 
debates on the various aspects 
such as engineering, metallurgy 
and manufacturing. 

From a design standpoint, Robert 
S. Rarey, assistant chief engineer 
for engine design in Chrysler 
Corp.’s engineering division, prefers 








the “tightness” that is obtainable 
in laying out an engine around 
a dimensionally compact forged 


crankshaft. 
* * * 





Give your new car owners 
this powertul performance story! 


® New Mobiloil Special can double engine 


life . . 


of gasoline... 


. in summer heat, sub-zero cold! 


In effect, increases the octane rating 


® Controls engine knock, pre-ignition ping, 


spark plug fouling .. . 


© Increases gas mileage, engine power . 


@ Makes a difference you feel at the wheel. 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO.. GENERAL PETROLEUM CORP. 





pRAner says: “We can put more 
engine in the same space with 
a forged crankshaft than with a 
cast crank. And 
this advantage is 
becoming more 
and more im- 
portant with 
styling trends re- 
ducing engine 
compartment size 
while other fac- 
tors, such as sus- 
pension design, 
air condition- 

, ing and power- 
R. S. operated - accesso- 
ries, tend to encroach on the front- 
end space.” 

Asserting that the cast crank 
tends to stretch an engine in 
length, height and width, Rarey 
feels that current trends toward 
high-performance engines with 
high specific outputs tend to favor 
the use of forged crankshafts. 

He also is among those who 


Rarey 


deny that modern forging practices 
impose any serious handicap on 
(Continued on Page 43, Col. 1) 











. w= Se 1 


ma raet = O 


een © - = St os UU 








he 
nd 
ds 


he 
O- 
ci- 
id 


ce 
by 


se 
1k 
th 


i nl 


mM 


“aoe aS SS eo 


cwweot mw i i wTewaeaae | ww YE 


& 


¢ 








AUTOMOTIVE NEWS, MARCH 26, 1956 


But Many Defend Forging 


Makers Seen Swinging 


To Cast Crankshafts 


(Continued from Page 42) 


the designer in the form of limita- 
tions in counterweight shape or 
positioning. 


Engine Design Trends 


A Factor in Decision 
WYMAN-GORDON engineer 
+% voices the views of many who 
believe engine design trends assure 
the long-term popularity of forged 
crankshafts. He says: “With due} 
regard for the investment in exist- | 
ing facilities, at any given time 
a company will use two important | 
considerations in deciding between | 
cast and forged crankshafts.” 
These two factors are: (1) En- | 

gineering characteristics and (2) 
“economics” or relative costs. | 
The decision will favor the prod- | 
uct that gives the most attrac- | 
tive balance between these two 
factors. 

This same forging engineer 
argues that there is more to the 
superiority of the forged crank 
than just “strength.” He says that) 
although in his opinion the rise in| 
displacements and engine outputs | 
may one day carry designers | 
beyond the inherent limitations of | 
the cast materials, an equally} 
important advantage of the forging 
is its uniformity and predictability 
of properties, with minimum vari- 
ance from piece to piece or from 
one location to another in an indi- 
vidual crank. 

« * | 

CCORDING to this expert, as | 

horsepower ratings go up, the| 
uniformity of forged material will | 
become a vital factor in favoring | 
this method for crankshaft manu- | 
facture. | 

It must be said, however, that) 
shell-mold and cast-steel proponents 
vigorously disagree with any such 
statement. One Central Foundry | 
engineer emphatically declares that | 
when made by modern shell-mold | 
practices, the cast crank may even 
be superior to the forging from) 
the standpoints of homogeneity and | 
uniformity. | 

There are those who hint that 
forging developments now under 
way may wipe out the apparent 
manufacturing cost advantage 

generally credited to the cast 

crank. ‘ 

One such avenue of progress is, 
of course, toward additional auto- 
matic handling of parts between 
press forging operations. This will 
further reduce the cost of raw 
forged crankshafts. 

Advancements also are being| 
made in equipment and die design, 
along with forging techniques 
all aimed at permitting reduced 
machining costs for forged cranks 
by working to closer dimensional 
tolerances and lessening the amount 
of metal that must be removed in 
finishing the crankshaft after it 
leaves the forge plant. 

aaa e 








Modern Press Forging | 
Held* Cost-Competitive 


MANUFACTURING executive 
who states that the cost situa- 
tion is “even-Stephen” right now is 
Alfred L. Gostow, 
general manager 
of the forge and 
foundry division, 
of Chrysler Corp. 
Gostow says: 
“This is quite a 
controversial sub- 
ject ... “We have 
tried to analyze 
it fairly ... It’s 
the sort of com- 
: plex decision 
A. L. Gostow where there are 
arguments for and against both 
choices. 

“But from a quality standpoint, 
the forged shaft, in heat-treated, 
hardened condition, typically has 30 
percent greater strength, thus aid- 
ing a designer in achieving a 
compact engine for a given output.” 

When it comes to a production- 
cost comparison, Gostow cautioned 
that cast-crank costs really should 
be compared with figures for the 
best of modern forging techniques. 
The old methods of using forging | 
hammers and man-handling the 








raw crankshaft from point to point 
during forging operations certainly 
cannot compete with, for example, 
unit costs for a high-volume shell- 
molding setup. 

HIS cost advantage, according 

to Gostow, does not appear 
when casting operations are com- 
pared with a modern continuous 
press-forging process. 

In the industry’s up-to-date forge 
plants, wide use is made of me- 
chanical materials-handling sys- 
tems. At Chrysler, automatic proc- 
esses take steel billets from the 
storage yard and deliver them into 
a warming furnace. Emerging from 
the furnace, the billets are moved 
along to the forge presses. The 
entire operation is highly mecha- 
nized through subsequent processes 
of forging, trimming, flange forg- 











ing, straightening, heat treating, 
cleaning and centering drilling. 

Gostow maintains that, with an 
up-to-date automated forging 
facility such as this, reduced 
forging costs have offset the 
added machining cost, so that 
the total per-piece cost for each 
finished crank is about exactly 
equal to what is would be for a 
cast crank — although the forged 
unit is “a better crankshaft.” 
Some who defend the _ cost- 
competitive position of the latest 
forging plants say that while you 
admittedly gain an advantage in 
reduced machining costs with the 
east crank, the forge shop can 
offset this with rapidity of produc- 
tion of raw cranks. This statement 
undoubtedly will be subject to 
review as word gets around on 
Central Foundry’s current produc- 
tion rate of 2,400 shell-molded 
crankshafts per two-shift day. 

+ “* 


brewed two processes are running 
neck-and-neck costwise, it is 
obvious that the outcome may be 
decided by any appreciable change 
somewhere in the background as 
fundamental factory are juggled 
from time to time. 

Any rise in steel prices, for 
example, would boost the cost of 


billets or raw material purchased 
by the forgers and thus impose 
an additional handicap. Similarly, 
a significant rise in the cost of 
raw materials used by the found- 
ries would tend to hurt the rela- 
tive position of the cast crank. 


Moreover, developments in both 
forging and casting techniques 
could sway the decision. Any 
foundry improvements that decrease 
what is said to be a relatively high 
scrappage rate for cast cranks in 
initial production and later in pro- 
cessing would, for example, work 
to the advantage of the cast crank- 
shaft. 

HE CASTING’S machining ad- 

vantage may be attributed in 
part to its strength characteristics, 
which are not equal to those of 
the forging. 

Thus, a factor that enters the 
cost analysis is that if designers 
also would accept forgings of the 
same comparable strength levels, 
then the specifications for such 
physical properties as modulus of 


elasticity, tensile strength, density | 


and hardness could be reduced. 


This probably would permit the | 


elimination of certain heat- 
treating operations now used in 


forging production, and generally | 
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simplify the procedures to an 
extent that might reduce costs 
appreciably. If lower tensile and 
yield strength were acceptable to 
designers, it would be possible to 
use a simple forged and air- 
cooled crankshaft which would 
reduce cost. 

Likewise, forgings would become 
more machinable if quench and 
draw operations were eliminated. 
However, as long as costs are 
comparable, there is no need to alter 
the forging production methods. 
An where forge facilities are not 
cost-competitive, the tendency is 
for companies to take a good look 
at cast-crank costs rather than to 
slack off on forging specs. 


Forging’s Machining Need 
Called Balancing Advantage 


OC’ THE question of the amounts 
of metal removed in machin- 
ing, the typical processing opera- 
tion for a forged steel crankshaft 
may require the removal of 13 to 
20 pounds of metal while the cast 
crank may require the removal of 
only nine or ten pounds. 
However, it is indicative of the 
widespread difference of opinions 
on the cast vs. forged subject 
(Continued on Page 54, Col. 3) 


American Can Company 


...is the largest manufacturer in its field... with 1954 sales 
of $652.4 million*—46.6% of the industry total. This 
impressive sales figure, however, cannot convey the extent 
of the Company’s contribution to our everyday life. 

Size is not always synonymous with value ...any more 
than SuccessFUL FARMING’s 1,300,000 circulation indicates 
the extent of the market it offers to advertisers. Because 
this magazine goes to seven out.of ten farmers in the 39% 
minority who get 88% of US farm income! Reaches 
42% of all farms earning $10,000 or more a year! 

This year SF subscribers will account for almost 


three-fifths of the 100 million hogs raised, and more than 
half the estimated corn crop of 3.1 billion bushels . . . And 
their average cash income is around $10,000, as it has 
been for several years past—an $11 billion market in the 
circulation of this one magazine! 


No other medium means as much to the country’s best 
farmers, or can present your advertising so effectively, 
so economically. To find new customers, and to balance 
national advertising schedules, you need SucceEssFUL 
Farminc! Ask any SF office for the facts. 


* Source: Standard & Poor’s Industry Surveys, July 14, 1955 


MEREDITH PuBLIsHING Company, Des Moines... 
with offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles. 





John and Charles Grentner have been together in a number of successful business 
ventures. They had been operating an extremely profitable used car business for 
four years when they decided to take on the Packard and Clipper franchises. Now, 


The John Grentners are avid golf fans. John plays regularly twice a week at the 
Rivera County Club. “We don’t loaf on the job, or ignore it,’’ he emphatically said, 


“‘but we do have time to enjoy ourselves, because we are not under factory pressure 
to meet unreasonable quotas at the expense of profits.” John is a member of the 
Board of Directors of Miami’s Chamber of Commerce Better Business Bureau. 


a year later, they readily reaffirm the wisdom of their choice. ““We have never sold 
a product where the owners are as loyal as they are to Packard,”’ they point out. 
“Naturally, you can see the sales advantage this situation affords.” 


The Charles Grentners’ beautiful home is located along the scenic Coral Gables 
Waterway. Here at their pool, both families gather on leisurely afternoons to enjoy 
a swim followed by a barbecue. “Being a Packard-Clipper Dealer,” says Charles 
Grentner, “gives me much more time to enjoy the pleasures that my income 
affords. I have time to play with my family and be with them on a regular basis.” 


Wherever you find the Packard. name you find 


Era in Dealer-Factory Relations 








be ae a, 


Fd 







“Our Sales. 





Our Profits. 


Our Pace 


Proved We Were Right 


Looxnc AROUND for an automobile franchise 
that lets you sell cars . . . make money. . . and 
maintain a reasonable pace in a rough, tough 
market where some of the headlines say it can’t 
be done? 

So were the Grentner brothers of Miami who 
wanted a new car franchise that treated them as 
salesmen and businessmen in their own right. 

They looked over the field, the market, the 
complete picture, the opportunities . and they 

icked Packard and Clipper cars early in 1955. 

e results in less than 12 months proved that 
they were right . . . in sales, in profits, in the 
market they’ve tapped, in the prestige they’re 
enjoying, and the time they have to enjoy the 
living they’re making. 


soa ” - ant 


Tai 


The Grentner Brothers Packard Dealership operates a modern, 
efficient 20-man service department. ‘‘Packard owners take 
better care of their cars than most other owners. This means 
they spend more money on repairs. Income from service and 
parts has been running about $14,000.00 per month,” 
estimated. ‘‘And the cars sell very well when they hit the used 
car lot because they are in much better shape than most.” 








“It’s a pleasure to sell a car that is truly different and has demonstrable engineering advance- 
ments—such as Torsion-Level Ride—that other cars don’t have. We work on a small, select 
segment of the market. Only those cars which we’ve ordered are delivered to us. Once we’ve 
sold a man on the superiority of the Packard, we don’t have to worry about losing our deal 
for $50 to $100 difference in price.” 


in Picking the Packard Franchise” 


say Charles and John Grentner 


Grentner Bros. Packard Dealership, Miami, Florida 


For example, John Grentner reports “‘over 45 
new Packards sold in December 1955, with a 
satisfactory profit on each one . . . income from 
Service and Parts averaging $14,000 a month... 
a year’s net that many dealers with ten times 
our volume would envy.” 


How did it happen? By looking the facts of the 
Packard and Clipper markets square in the face. 
As Charles Grentner says, ““How can you lose? 
You have the two top cars in their fields. You 
select your market. You select your prospects. 
You veer away from mass promotion, mass deals. 
You target your efforts on the 5 to 10% of the 
market where Packard-Clipper sales are, so you 
set reasonable quotas, run an automobile retail 
business instead of trading dollars. 


ieee, 


they 





“More,” he adds, ‘“‘we like to sell—and our 
Packards and Clippers give us features that clinch 
the sales . . . exclusives in the fine car and 
medium-price fields that we can demonstrate and 
prove. Take Torsion-Level Ride, Ultramatic 
Transmission with Electronic Touch-Button Con- 
trol, Twin-Traction Safety Differential, Packard 
engines with the greatest rear wheel driving force 
of any production cars in their respective fields . . . 
Packard prestige—all this makes a combination 
that competition can’t touch.” 


Sound good? Then contact or write the Dealer 
Development Department, Packard-Clipper Divi- 
sion or the Zone Office nearest you (see below). 
This could mark the beginning of an entirely new 
and wonderful experience for you. 
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No '56 Schedule Is Complete Without the 
Yearbook of the Automotive Industry 


The Medium That Pulls All Year Long 


All year long, car dealers and manufacturers 
reach for Automotive News Almanac to (1) 
find production and registration data; (2) find 
marketing information; (3) look up statistics, 
charts and graphs; (4) check complete “new 
model” information; (5) locate parts, equip- 
ment and other materials from the Almanac 
“buyer's guide” of over 2,000 automotive 
firms; (6) check photos and biographical 
sketches of 1,000 isheaee executives. 


RESULTS: 


Automotive News Almanac has become the year- 
book of the industry. 


RESULTS: 

The men you want to sell in the automotive 
industry see informative, profit-making adver- 
tisements many times a year in the Almanac. 


RESULTS: 
These important buyers— the car dealers and 


manufacturers — have learned to. look to the 
Automotive News Almanac as a buyer's guide. 


RESULTS: 

Every dollar you spend for advertising in the 
Automotive News Almanac pulls all year long 
because it reaches the men who count in the 
automobile industry . . . over 43,000 factory 
executives and car dealers across the nation. No 
wonder your 56 budget dollars go a long way 
—for a long time —in the Automotive News 
Almanac ! 

It is important that you reserve space now. 
Today, if possible. 

© Closing date—final forms close April 2 

@ Published with the April 30 issue 


THE WEEKLY NEWSPAPER OF AMERICA’S NO. 1 INDUSTRY 





Letterbox 


(Continued from Page 10) 
and genuinely and lastingly im- 
proved. 

The industry is unquestionably a 
foundation stone in our nation’s 
economic structure. Our _ three 
major producers have waxed so 
big and powerful that the pursuit 
of their own interests poses a seri- 
ous and possibly disastrous threat. 

They are making more millions 
of profit than ever before while the 
dealership organization (all makes; 
all states) is adversly affected, seri- 
ously, and their sales personnel 
suffers accordingly. On the other 
hand, the dealership aggregate also 
has a lot of “housecleaning” to do! 

It is my carefully weighed and 
considered opinion that the one 
best way to begin to correct the 
evils of and stabilize so important 
an industry is to form an auto- 
mobile sales Counsellors guild, for 
it is we, the sales personnel, who 
are the real producers of automo- 
bile sales. And it is time we be 
given our just due in status, recog- 
nition, treatment and earnings. It 
is we who “dig up” the real pros- 
pects and buyers! | 

In today’s market, eight or nine 
of the 10 persons who visit a deal- 
ership of their own volition are 
outright discount hunters! 

Yet, incidentally, while not per- 
mitting ourselves to be “walked 
over” it is essential that all of us, 
producers, dealers, sales counsel- 
lors and service department heads, 
come to the understanding that it 
is the customers’ dollars that keeps 
all of us in business! 

The good salesman is truly a 
counsellor; a professional with all 
the best ethics normally attributed | 
to the representatives of other en- | 
deavors generally accepted as pro-| 
fesions. 

Their sales “stick” and a large 
percentage stem from referrals. 
These men are not to confused or 
“lumped” with the many unethical 
“pressure artists” who _ unfortu- 
nately abound in (and are a pro- 
duct of the risen and rising 





pressures almost inherently a part 
of today’s sales methods in large 
communities) our business. 

Such a guild, properly conceived 
and administered, can accomplish 
wonders in a comparatively short 
time in behalf of all concerned: 
The public, producers, dealers and 
its own members. It could also 
have a salutary restraining effect 
on obstreperous labor unions. 

Nature’s laws can not be ignored 
or defied. Supply and demand will 
always rule and determine the pros- 
perity of any market. Over-produc- 
tion, bad promotion, advertising 
and sales methods, poor service 
(and lack of team-work) are as 
dangerous and destructive to this 


great nation as a rogue elephant | 


to a native village in a jungle! 

As it stands now, 
sayeth “a plague on both your 
houses” and the situation, while 
not yet desperate, is far from 
funny. In the matter of the pur- 
chase of automobiles, new and/or 
used, the public has lost a deal of 
the ignorance, complacency and 
mental lethargy that were partly 
instrumental in the evolution of the 
situation. In fact, the public now 
has the bit in its mouth and is 
running away with the situation! 

A sales counsellors’ guild, having 
a sufficient membership of honor- 
able men (and women) proud of 
their profession and the strength 
that derives from such uniting can 
regain for a great industry most or 
all the respect in which it once was 
held. Simple requirements, rules 
and regulations have been formu- 
lated. Simple objectives have been 
established. A membership card 
will be a8 proud a possession and 
valuable a reference as it was in 
the days of the great guilds of 
yesteryear — for while times and 
methods do change — TRUTH 
never does. 

With such an organization func- 
tioning, a permanent council rep- 
resenting all branches of the 
industry could be formed for the 
purpose of governing the industry 
and eliminating such destructive 
imbalance as now pertains. 

I greatly hope sincere and 
capable automobile sales counsel- 
lors (and other. people also) will 
write to me with a view of bring- 
ing to fruition a plan of action that 


the public | 








will go a long way toward improv- 
ing conditions within a great in- 
dustry and prove of lasting benefit 
to a great nation.—Junes R. Srern- 
BERG, 125 Chestnut St., Mohnton, 
Pa. 


E-Z REST 


An upholstered pad, the E-Z Rest, when in 
proper position, is designed to prevent pas- 
senger from being thrown against instrument 
panel or windshield in case of a sudden stop. 


VIKING SPECIALTIES, INC. 
7575 S$. Telegraph Rd. 
Dearborn 9, Mich. 
LOgan 3-0400 





‘Easy-to-do-Yourself” 


FRONT LINE SIGNS 


in Brilliant “STOP "EM" colors 


Handy ‘“‘Make-A-Sign” Kit, brilliant Day- 
Glo colors on clear plastic film. Makes 
ever 2,000 sign combinations of specials, 
prices, car names, year, etc. Clings to 
Windshield or show window. No Paste or 
tape. Reusable. 


Write for Samples and Details 


PLASTIKON DISPLAYS 


45 No. Division St. Buffalo 3, N. Y. 








AUTO 
TURNTABLES 


* 
Manufactured by 
* 


DYKE LANE Co. 
Stemford 2, 
Cons. 


. 


ATTENTION CAR-OWNERS! 


FUEL PRESSURE REGULATOR & FILTER 


FILT-O-REG prevents excessive amounts of gas from entering 
carburetor. Regulates gas at constant, even 2 Ibs. pressure 
—maintaining proper float level under all driving condi 
tions. Easy to install in fuel line. Recommended by carbu- 
retor specialists for all cars and trucks. Precision engineered. 


ORDER FROM YOUR JOBBER 
Exclusive World-Wide Distributors 


ALONDRA SALES, INC. 


LOS ANGELES 19, CALIF. 


SSI SIVI SY 
NEW 


” 

18 PENNETTE 
100 feet only $4.00 pptd. 
124 PENNETTES 
6 Bright Colors 


Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 


2168 W. 25th, Cleveland 13, 0., Dept. N 


ane runs PAY! 


Brings new business. Keeps old customers 
GET DETAILS NOW 


STEMAG, Inne. sim ts cue. 








r. Af equwia | Vitor lige .. the service manager's glaze 


“66 


prefer Meguiar’s MIRROR GLAZE 
because it pays off...in dollars and 
cents profit... in customer satisfaction. 


It’s a sure way to increase gross 
service profits ea 


and that always makes us 


service managers LOOK 6000!" 


MIRROR BRIGHT POLISH CO. 


365 No. Foothill Blvd., Pasadena, California 


Eastern Division: Mirror Glaze Distributors, P.O. Box 6263, Washington, D.C 


Offices in other major cities coast-to-coast 


PRODUCERS OF FINE AUTOMOTIVE, FURNITURE & AIRCRAFT GLAZES SINCE 1901 





oer 


Goodyear to Spend 
$114 Million on 


Plant Expansion 


AKRON. — With the per capita 
use of rubber increasing annually 
throughout the world, Goodyear is 
planning the largest plant expan- 
sion program in its history, accord- 
ing to the 57th annual report being 


sent to shareholders by Chairman) 


P. W. Litchfield, 
J. Thomas. 

This expansion, costing $114,000,- 
000, will increase the. company’s 
output of tires, industrial rubber 


and President E. 


goods, aircraft products, films, foam | 


rubber, flooring, chemicals, shoe 
products and steel products, both 
in this country and abroad. Addi- 
tions, improvements and new ma- 
chinery for many Goodyear plants, 
both in the United States and for- 
eign countries, are included in the 
program, as well as the erection of 
new plants, 
tribution centers. 


built in Scotland, Colombia, Vene- 
zuela and the Philippines, while 
the company’s plants in Sweden, 
Luxembourg and England are be- 
ing substantially enlarged. 


A $5,000,000 distribution center | 
near Cleveland, and the Ohio Turn- | 


pike, being built to serve retail out- 
lets in Ohio and neighboring states, 
will also be used as a shipping 
point for overseas markets when 
the St. Lawrence Seaway is com- 
pleted. Other projects include large 
additions to the company’s tire 
plants at Jackson, Mich., and To- 
peka, Kans. 


laboratories and dis- | 





| $6,608; 8-pass. 
Abroad, new tire plants are being | 








The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 


BUICK—Special—4-dr. sed., $2,412; 
dr. sed., $2,353; 4-dr. hardtop, $2,524; 
dr. hardtop, $2,453; conv., $2,736; 4-dr. 2- 
seat stat. wag., $2,771. Century 4-dr. 
hardtop, $3,020; 2-dr. hardtop, $2,958; 
conv., $3,301; 4-dr. 2-seat stat. wag., 
$3,251. Super —4-dr. sed., $3,245; 4-dr. 
hardtop, $3,335; conv., $3,539. Roadmaster 
—4-ar. sed., $3,498; 4-dr. hardtop, $3,687; 
2-dr. hardtop, $3,586; conv., $3,699. (Dyna- 
flow standard on Century, Super and Road- 
master. Power Steering standard on Super 
and Roadmaster. ) 


CADILLAC — Series 62—4-dr. 
291; 2-dr. hardtop, 


2- 
2- 


sed., $4,- 
$4,196; 4-dr. Sedan 
de Ville hardtop, $4,748; 2-dr. Coupe de 
Ville hardtop, $4,619; conv., $4,761; 
Eldorado Seville hardtop, $6,551; 
Biarritz conv., $6,551. Series 60 Spectal— 
4-dr. sed., $5,042. Series 75—8-pass. 
lim., $6,823. 
and power steering standard.) 
CHEVROLET (Prices are for 6-cyl. 
models; for V-8s, add $99.)—One-Fifty— 
4-dr. sed., $1,865; 2-dr. sed., $1,822; utility 
sed.; $1,730; 2-dr. 2-seat stat. wag., $2,167. 
2-dr. sed., $1,- 


2-dr. 


sed., 


Two-ten—4-dr. sed., $1,951; 
908; 4-dr. hardtop, $2,113; 2-dr. hardtop, 
$2,059; cl. cpe., $1,967; 2-dr. 2-seat stat. 
wag., $2,211; 4-dr. 2-seat stat. wag., $2,- 
259; 4-dr. 3-seat stat. wag., $2,344. Bel Air 
—4-dr. sed., $2,064; 2-dr. sed., $2,021; 4- 
dr. hardtop, $2,226; 2-dr. hardtop, $2,172; 
$2,478; 2-dr. 2-seat Nomad stat. wag., 
$2,604. Corvette—Hardtop cpe. or conv., 
(V-8 only), $3,145. 
CHRYSLER—Windsor—4-dr. sed., $2,- 
865.75; 2-dr. Nassau hardtop, $2,900.25; 
4-dr. Newport hardtop, $3,123.75; 2-dr. 
Newport hardtop, $3,036.75; conv., $3,- 
331.25; 4-dr. stat. wag., $3,593.50. New 
Yorker—4-dr. sed., $3,774.50; 


4-dr. New- 


| port hardtop, $4,097; 2-dr. Newport hard- 





$250,000 Insurance ‘Pack’ 
Alleged in Mass. Probe 


BOSTON. Flagrant over- 
charges of at least $250,000 in in- 
surance premiums to more than 
10,000 automobile owners have been 
alleged by Joseph A. Humphreys, 
state insurance commissioner, in 
@ report to Gov. Christian A. 
Herter. 


Humphreys said that eight in- 
surance companies and finance 
firms had been named and that 
more would be involved before 
the current probe ended. 

He added that none of the es- 
tablished casualty insurance com- 
panies in Massachusetts which 
write the bulk of the compulsory 





Canadian Dealers Due 


To Spend $88 Million 


OTTAWA. — Canadian Gov- 
ernment source here says that 
auto dealers will invest an esti- 
mated $88.7 millions during 1956 
for capital and repair expendi- 
tures, compared with $71.0 mil- 
lions in 1955 and $69.3 millions 
in 1954. 

The spending will include $53.4 
millions on construction and 
$35.3 millions on machinery and 
equipment compared with $44.0 
millions and $27.0 millions re- 
spectively in 1955. 





auto liability insurance was in- 


volved. 


Humphreys said, also, that only 
one of the eight named was a 
Massachusetts firm. 


The insurance commissioner said 
a team of examiners, backchecking 
on “every bit of writing in Massa- 
chusetts,” uncovered the practice 
of putting car owners in higher- 
risk classifications such as “under- 
25” and “business use.” 


Humphreys said more than $50,- 
000 of the overcharges have been 
returned to auto owners and re- 
funds were being supervised care- 
fully. He said that overcharged 
victims have been solid “credit life, 
accident and health and bail bond 
package” deals. 


Some contained such doubtful 
benefits as, he said: 

“The policyholder has been in- 
jured due to the wrecking of a 
bicycle upon which he is riding.” 

“The policyholder must be in- 
jured by the burning of a church 
if the assured were there at the 
beginning of a fire.” 

“The collapse of the outer wall 
of a building while the assured is 
therein.” 

Humphreys said his department 
intended to contact each of the 
10,000 policy holders believed to 
have been overcharged. 


Eldorado | 


(Hydra-Matic | 
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$3,475; conv., $3,735. (Jetaway Hydra- 
e Matic and power steering standard on 
‘ Series 98.) 
Current Prices on New Cars PACKARD rare: zd M- 
160. 400—2-dr. rdtop, $4,190. © 
—2-dr. hardtop, $5,495; conv., $5,995. 
top, $3,946.50; 2-dr. St. Regis hardtop, | Ranch Wagon, $2,155.95; 2-dr. 2-seat Cus-| (Ultramatie standard.) 
$3,990.50; conv., $4,237.75; 4-dr. stat.| tom Ranch Wagon, $2,221.50; 2-dr. 2-seat PLYMOUTH—Plaza 6—4-dr. sed., $1,- 
wag., $4,518.50. 300B—2-dr. hardtop, $4,-| Parklane, $2,399.95; 4-dr. 2-seat Country/ 922.50; 2-dr. sed., $1,879.50; bus. cpe., 
414.25. (PowerFliite standard on New/| Sedan, $2,267.77; 4-dr. 3-seat Country| $1,780.50. Plaza V-8—4-dr. sed., $2,025.75; 
Yorker. ) Sedan, $2,399.95; 4-dr. 3-seat Country) 2-dr. sed., $1,982.75; bus. cpe., $1,883.75. 
CLIPPER—Deluxe — 4-dr. sed., $2,731. | Sire, $2,504.50. Thunderbird — Hardtop| Savoy 6—4-dr. sed., $2,021.50; 2-dr. sed., 
Super—4-dr. sed., $2,866; 2-dr. hardtop, | °Pe. (V-8 only), $3,122.50. $1,978.50; 2-dr. rene, $2,125.75. ‘Savoy 
$2,916. Custom—4-dr. sed., $3,069; 2-dr.| HUDSON — Wasp 6 Super — 4- bs] ant She Ran ted Eee ee 
hardtop, $3,164. | $2,380, Hornet 6 Super-—tedr. sed. $2,729, | 081.75; 2-dr. hardtop, $2,228.25. Belvedere 
CONTINENTAL — 2-dr. sed., $9,538,| Hornet 6 Custom—4-dr. sed., $2,978; 2-dr.|feo's5" fir’ ‘hardtop, $2.277.500" Dear. 
(Turbo-Drive and power steering standard.) | hardtop, $3,095. Hornet V-8 Custom—4-dr. | ) 03, * 5 ag eg Ro 
sed., $3,245; 2-dr. hardtop, $3,388. a a eee ee ee 
DeSOTO — Firedome — 4-dr. sed., $2,- | sed., $2,208.75; 2-dr. sed., $2,165.75; 4-dr 
673.25; 4-dr. Seville hardtop, $2,828.25;| _'MPERIAL—Imperial —4-dr. sed., $4,-| hardtop, $2,381; 2-dr. hardtop, $2,313: 
2-dr. ‘Seville hardtop, $2,729.25; 4-dr. | 827; 4-dr. hardtop, $5,220.50; 2-dr. hard-|conv., $2,473.50. Fury—2-dr. hardtop, $2, 
Sportsman hardtop, $2,948.75; 2-dr. Sports-| tOP, $5,089.25. Crown Imperial—4-dr. 8-| 362. Suburban 6 — 2-dr. 3seat Deluxe 
man hardtop, $2,849.75; conv., $3,076.75; | Pass. sed., $7,597.50; 8-pass. lim., $7,-| stat. wag., $2,192.50; 2-dr. 2-seat Custom 
4-dr. stat, wag., $3,366.25. Fireflite—4-dr. | 731.50. (PowerFlite and power steering | stat. wag.. $2,263.50: 4-dr. 2-seat Custom 
sed. $3,114.50; 4-dr. Sportsman hardtop, | Standard.) stat. wag., $2,309.75; 4-dr. 2-seat Sport 
$3,426.50; 2-dr. Sportsman hardtop, §$3,- LINCOLN — Capri — 4-dr. sed., $4,185;| stat. wag., $2,479.75. Suburban V-8—2-dr. 
341.50; Adventurer 2-dr. hardtop, §3,-|2-dr. hardtop, $4,092.50. Premiere—4-dr,|2-seat Deluxe stat. wag., $2,296; 2-dr. 
723.50; conv., $3,539.50; Pace Car conv.,| sed., $4,575; 2-dr. hardtop, $4,575; conv.,| 2-seat Custom stat. wag., $2,367; 4-dr. 
$3,610.50. (PowerFlite standard on Fire-| §4,720. (Turbo-Drive and power steering| 2-seat stat. wag., $2,413.25; 4-dr. 2-seat 
flite. ) standard.) Sport stat. wag., $2,583.25. 
DODGE — Coronet 6 — 4-dr. sed., $2,-| MERCURY—Medalist—4-dr. sed., $2,297;| _ PONTIAC—Chieftain 860—4-dr. sed., §2,- 
263.50; 2-dr. sed., $2,190.50. Coronet V-8— | 2-dr. sed., $2,238; 4-dr. hardtop, $2,442; | 294; 2-dr. sed., $2,236; 4-dr. hardtop, $2,- 
4-dr. sed., $2,371.25; 2-dr. sed., $2,298;|2-dr. hardtop, $2,372.50. Custom — 4-dr. | 439; 2-dr. hardtop, $2,366; 2-dr. 2-seat 
2-dr. 500 sed., $2,529.90; 4-dr. hardtop,|sed., $2,394; 2-dr. sed., $2,334.50; 4-dr. | Stat. wag., $2,564; 4-dr. 3-seat stat. wag., 
$2,547.50; 2-dr. hardtop, $2,433.50; conv.,| hardtop, $2,539; 2-dr. hardtop, $2,469;| $2.647. Chieftain 870—4-dr. sed., $2,409; 
$2,773.50. Royal — 4-dr. sed., $2,508.75; | conv., $2,695.50; 4-dr. 6-pass. stat. wag., | 4-dr. hardtop, $2,530; 2-de, hardtop. $2,476; 
4-dr, hardto 692.75: 2- $2,706; 4-dr. 8-pass. stat. wag., $2,803.|4-dr. ¢-seat stat. wag., $2,/44. Star © 
casted aie > sen eg ‘on. ae Monterey—4-dr. sed., $2,539; 4-dr. spt.|—‘4-dr. sed., $2,523; 4-dr. hardtop, $2,731; 
ENS. 75. y : “» ’- | sed., $2,635.50; 4-dr. hardtop, $2,684: 2-dr,| 2-dr. hardtop, $2,661; conv., $2,853; 2-dr. 
618.75; 4-dr. hardtop, $2,802.75; 2-dr.| hardtop, $2,614; 4-dr. 8-pass. stat. wag.,| 2-Seat Safari stat. wag., $3,124. 
hardtop, $2,688.50; conv., $2,908. Station | $2,961. Montclair—4-dr. spt. sed., $2,770; RAMBLER—Deluxe—4-dr., sed., $1,795. 
Wagons—2-dr. Suburban 6, $2,487.25; 2-dr.|4-dr. hardtop, $2,818.50; %dr. hardtop,| Super—4-dr. sed., $1,905; 4-dr. stat. wag., 
Suburban V-8, $2,595; 2-dr. Custom Sub- | $2,748.50; conv., $2,883.50. | $2,199. Custom — 4-dr. sed., $2,025; 4-dr. 
lurban V-8, $2,724; 4-dr, 6-pass. Sierra} METROPOLITAN — Hardtop, $1,445;| @tdtop, $2,190; 4-dr. stat. wag., $2,295; 
V-8, $2,712.25; 4-dr. 8-pass. Sierra V-8,|CONV., $1.469 (both prices at coastal ports| 4-4". hardtop stat. wag., $2,460. 
$2,817.75; 4-dr. 6-pass, Custom Sierra V-8, | f entry). oe — Cae © oa. 
$2,864; 4-dr. 8-pass. Custom Sierra V-8, NASH—Statesman Super 6—4-dr. sed., sedan, $1,993; 2-dr. sedanet, $1,841; 2-dr. 
$2,969.50. $2,345. Ambassador Super 6—4-dr. sed.,| °°22" $1,943. Hawk 6—Flight Hawk 5- 
< , *| pass. cpe., $1,982. Commander V-8—4-dr. 
FORD—(Prices are for 6-cyl. models;| $2,644. Ambassador Super V-8—4-dr. sed.,| segan, $2,121; 2-dr. sedanet, $1,970; 2 
for V-8s, add $99.98.) — Mainline — 4-dr. $2,956. Ambassador Custom V-8 — 4-dr. ences’ $2,072. President V4.4 Pad 
js . ,OT2. - -dr. sedan, 
sed., $1,867.38; 2-dr. sed., $1,821.20; busi-| 5€4., $3,195; 2-dr. hardtop, $3,338. $2,231; 2-dr. sedan, $2,184. President Clas- 
ness 2-dr., $1,720.12. Customline —4-dr.| _OLDSMOBILE — Series 88 — 4-dr. sed.,| sic_4-dr. sedan, $2,485. Hawk V-8—Power 
sed., $1,971.66; 2-dr. sed., $1,925.48; 2-dr.| $2,483; 2-dr. sed., $2,418; 4-dr. hardtop,| Hawk 5-pass. cpe., $2,097: Sky Hawk 
hardtop, $2,064.83. Fairlane—4-dr. sed.,| $2,667; 2-dr. hardtop, $2,595. Super 88—|2-dr. hardtop, $2,473; Golden Hawk 2-dr 
$2,064.54; 2-dr. sed., $2,019.36; 4-dr. hard-| 4-dr. sed., $2,635; 2-dr. sed., $2,569; 4-dr.| hardtop, $3,057. Station Wagons—Pelham 
top, $2,219.70; 2-dr. hardtop, $2,165.88;| hardtop, $2,876; 2-dr. hardtop, $2,803:|6-cyl, 2-dr., $2,229: Parkview V-8 2-dr 
Crown Victoria 2-dr., $2,308.65; conv.,|conv., $3,026. Series 98—4-dr. sed., $3,-| $2,350; Pinehurst V-8 2-dr., $2,525. (Over. 
$2,330.97. Station Wagons — 2-dr. 2-seat| 293; 4-dr. hardtop, $3,546; 2-dr. hardtop, | drive standard on Golden Hawk.) 


New Commercial Car Registrations, 


18 States for February, 1956-1955 


Truck registrations by states 
are released here weekly, as 
compiled by R. L Polk repre- 
sentatives in state capitals. 
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56 45 82| 42 7 1 9 
Reported for February $5 159) | 44 128 38 3 3 5| | 4 4 | a 
Delaware "56 73 16 59 39 23 12 a —s 
‘55 | 43 17 47 9 17 68) | ; soe 
District of Columbia ‘56 35 5 ae 9 9 . -.- ee a. 6 159 
_ 1 39 13 34 « 10 2 107 
Florida "56 726 10 106; 717 245 223 47| 277,33 78 “7| ~+«47\|,~«23% 
ah -. . | on S| 161, 628) 180) 173 30 9 2% 45 91 6 1967 
Idaho "56 128 2 39 108 45 64 2 ee 35 | «ee 
tr 55 86 2% Wt) 33 50 2 3 - 4 19 4 346 
Iinois 56) 1126 48 i79 969 374 642 - : tan. a! lc oe 
551 790 35 244 951 181 619 27 2 34 45 69 27' 3030 
Nevada "66 88 I 26 an ae ae... Uhl ee. a ae ce oe 
‘SS 38 20 66 22 is | 14 2! 1 200 
New Jersey "56 11} 554 14 131 420 131 142 AS 7 “2B 65) =o31|~—S—=«S53|—«*1630 
$5 5 260 7 itl 314 88 126 15 iS 33 40 10 1024 
North Carolina "56 637) 7 112 594 240 230 58 i 49 54 31 5; 2018 
‘55 523 2 126 640 120 136 4 33 28 25 4 1678 
North Dakota 56 76 26 66 31 82 ge °7 289 
ra ‘55 38) 27 55 13 74 z | 9 219 
Tennessee ‘56 368 | 2 60 334 94 134 3 3 3 23 28 1) 1063 
55 344 2 8) «39459 78 122 3 2 9 i9 14 1138 
Utah ‘56 121 % 75 54 51 5 1 é 7 10 7 373 
55 62 32 58 2B 38 1 5 1 26 5 251 
Vermont ‘56 i 46) 5 49 12 24 i‘ 1 7% 4 29 2 182 
- 55 46| 12| 18} 6} 17| [a 2| 4d 34| | 135 
Virginia : l 548 | 2 94 440; 131; «137 50/ 6) 28) 31 45) 4) 1516 
"55 417 2 97 477 79 95) 15 * 30 17 45 6) 1288 
West Virginia =i 233 54 217 102 75 6 2 14 16 48 4) 771 
"Ss 142 | 56 180 44 40 6 x 8 53 2 540 
Wisconsin "56 332 6 69 381 122 212) 31 3 12| 17 28 8) 1221 
"55 338 2 69 337 105! 232 . 1 15 . 27| 8} 115! 
Wyoming "56 88 | 3 63 19 43) 2) I 28) 1; 258 
55 60 2 15 88 2! 28 1 55) 2} 272 
18 States Reported "56 12; 5334) 93; 1026) 4740; 1822; 2161; 306) 64; +254, +374; = «526| +=. 207] +~«16 919 
To Date for February ‘55 6| 3998) 59} 1156! 4591; 1048! 1832) 224| 31] ont 217| 567 82} 14022 
Year "56 87| 27620; 411) 5166) 23784 8694) 10269) 1265; 282) 1103| 1625) 1837) 917) 63060 
To Date 55 103} 23435} 280) 6443} 23383 6209) 10228) 765 244, 961| 1240) 2406 556| 76253 








"The information contained in this report has been compiled from official state documents. Every reasonable Precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and eee ie Pg time the report is published. 


R. L. Polk & Co. 


cannot assume any liability by reason of inaccuracies or omissions.""—R., 


L. 








New Passenger Car Registrations, 11 States for eee 1956-1955 

































































Car mepeeases by oe 
are reiea ere weekly, as Chrys-| Impe- De- Plym- LER Mer- ~~ | FORD Cadil- 
1 RL. Polk . : tinen- ¢ 

ee te enh capitals. rial Soto outh | TOTAL! Ford |Lincoln} cury tal |TOTAL | Buick | tac 
Arizona "56| 26| 33] 39 2| 24 53 146] 264) 480! 15) 83} | 578} 210) 40; 548! 130; 164; 1092 17 44) 61| 40; 2068 
‘55 20 10| 30} 39 4 31 73 191 338| 407 6} 63} | . 476 134 49| 278 138} 145) 744 7 23 30) tN} 1629 
aware "56 a 3) 24) 27 gi 147, —-281| ~—=—«387 7| 93) | 487; «61 | 29; «422 130; +138) +880 6| 38 44 16) 1721 
55) 30 25 70 114} 239] 371 5) 73| 449,161 38} 378) 99; 109) 785) 8| 17 25 11] 1518 
District of Columbia "56 | A 3 zi 30 3] 31 41| 205 +310) ~=S—«268) 9 47 i 325, —*142/ 63; 414; ~=«(104)~S«d'07|~—=—«830 1 i 22 24) ‘1533 
‘55 | 23 42\ 2 47 80} 310) 481) 394) 8! 58) 457| —-166| 66} 512 152 135) 1031! 13 23 36 27| 2055 
Idaho 56) 24] x 62/ 33] 2) 43 77; «+141 2%6| -256| 15) 70) 341; —«*167} 35| 376 131; *132)~—«B41| iy 46 57) 14) ‘tell 
55 | 12] 15 27| a 4| 45 86 142| 326} +=: 306 10! 84) | 400) ~—212I 48; 325! 116 152) 53! g| 51! 59) 9| 1674 
lilinois 56 428; ——«559| yi gi) S59i|  Iitl| 3025; 5510) 6197; 274) 1807) 8) 8286) 39; 959, 8210) 3082) 2216) 18006; 219; 604) 6823)  149| 33761 
55 | 425| 419) 6 84) 644) 1382) 3830) 6856) 7179} 140! ~— 1845) | 9164) 4059) 995! 6684) 3457| +2378! +~+17573) + = 275! += 559! ~—s 834) ~—s«130) 35401 
New Hampshire 56) 16] 18] 34) 12 i i} 22) 51] 97; —*130) 7 36) | 174) 39] 8; 142 53 | 52) 294! 3 7) 10) 17) 626 
‘55! 10} 12| 22| 10 9} 22! 74) 15 168 9) 33) | 210! 57 5) 145 5 52) 312! Hi 10 15) 6! 680 
North Carolina 56) 23) 1; ~«(CNN4|~—=«*NA7 6| 140) ~—-270) 1342; 2183 36) -3571 3) +2579, + ~+«864 126; 2323) 706) 567) 4586) 31; 154) ~—=«185 22; 8828 
55) 35) 50] 85} 194 10 174; 372) += 745) ~—«1495| 2488 29| 389) | 2906} 1066 168} 2019; 735! 680! 4668 44) 129)——«4731 46| 9373 
Worth Dakota 56] uy m4] 35) 2 19) 45 142; 228) ~—«-285| 18} 60) . oe ae 26; 340 100) 52; 629) 3] 28) 31) 4; 1290 
55! 9 35) 3} 30 76 148} 292) ~—-282! 4) 61] | 347} —:107} 311243} £331 79\ 5931 7| 21 28 2) 1271 
Utah 56) i 7m 37) 38 8) 46) 70| +131) 293) 325) 22; «150 | @| mas 41, 462). +171) + +150' 1087 1 16| 27 45; 1986 
‘55! oe eS 55| 4} 48) 95} 132} 334] 338 3} ‘1044 | 445) 244 4!| 326 160! 167-9381 6! 31) 37| 3] (1779 
Virginia 56) ZI | 102) 153) 162 9| 184) 347| 974) 1676) 2212) 56) 429! | 2697) 90f 147| 2462) ~=«-704)~=Sés«744|~=s«4958 60 154) «214 123) 9824 
‘55! 95} 153} _—218 14 178| 368} ~—:1065}_—«*1843| ~—-2328) 30; — 487| | 2845 857 155| 1759] 649! ~— 665] 4085 72 174| 246 77) 9249 
West Virginia “6 7 49 7. 94) 4 61} 207).~Ss«471|~S«s837|)~—S—=«817 18; 196) | 1031 359 53; 995| 272) 206) 1885} 35) 82) «7 28; 3977 
55) 18| 19 7 105} 5 54) 224) 430) 818) 738] 9| 159) | 906} _—-320)_~—S 43532} ~— 234] 206|—«1335! = 35] 95 | 21} 3212 
II States Reported 56) 610; 959) 1569) 1303) 118) 1177) 2324) 6212) 11134) 13540) 477) 3328) 13] 17358) 6756) 1527) 16694) 5563) 4526) 35088) 407) 1184) 1591| 482) 67222 
To Date for February 55) 592| 669) —:1261/ ~—*1693}_—=—130} 1285/2848] = 7181| 13137) 14996! —253!_ 3356! | 18605} 7383] 1639! 13201} 5926) 4768! 32917; 480! 1098! 1578) —343/ ‘67841 
Year 56 3193, 6486; 9679) 9562)  955| 6673) 17825| 43157| 80172 99315| 3419) 23028) 223) 125985) 51559) 12999| 126036) 42108| 33249] 265951| 3240] 8184| 11424; 5659| 498870 
To Date ‘55! 3086} +5314] + 8400) 13975) 1195} 10248) 23499] 54545! 103462] 104810| 2432] 24605) | 131847] 57971] 14169) 910rl] 45819! 41382! 250352! 2170! 7738! ~—:9908! —_ 389A! SO78A5 


‘*“The information contained in this report has been compiled from official state documents. 


able precaution has been exercised to insure accuracy of this report to the extent of the registrations 


Every reason- 


recetved and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
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Average Used-Car Auction Prices 


1956 


(Compiled by Automotive News from auction reports.) 










































March Apr. May June 








Market Trend 


The year’s hottest market de- 
‘yeloped at wholesale ‘used-car 
auctions last week, with 79.0 per- 
cent of all offerings snapped up 
by eager buyers. 

Sharp bidding pushed up the 
‘average price of all units by $3, 
according to Automotive News’ 
index. 

Big gains were scored at the 
op of the index, with ‘56s ad- 
yancing $17 and ’55s going up 
$18. The only other individual 
increase was scored by ’53s, 
ewhich added $3. 

The price of ’50s remained un- 
changed. The following models 
were cut back: ’54s, down $6; 
52s, down $4; ‘51s, down $4, and 
49s, down $4. 

Consignments at individual 
auctions last week averaged 139.4 
units, compared with 141.8 units 


duly 





in the previous week. Last 
week’s sales ratio of 79 percent 
compared with 738.6 percent in 
the previous week. 

Prices marked with an * 
cate a unit equipped with an au- 
tomatic transmission or overdrive 


ALBANY 


Anspach Auto 
Prices are for 


Sale every 
March 12.) 


Auction 
sale of 


(Tim 
Monday. 
(The rise of the used-car market into 
a new high continued here teday with 


New autos and °55 
Cadillacs were jolted in price. We sold 
only 50 percent of these, thus cutting 
our overall average. The market on used 
wnits is being carried upward by excel- 
lent retail, a scarcity of nice, used autos 
in dealer’s stock, prohibitive prices on 
mew cars for the average buyer and lastly 
by the realization that inflated prices are 
a danger for the future. Sold 106 cars 
out of 125 offerings.) . 


tars of any year. 








BUICK—’56 Special Riviera, $2,620*. °55 
Special 4-dr., $1,780*. ‘54 RM 4-dr., 
$1,375* (ps); Special 4-dr., $1,330, $1,- 
200. '53 RM Riviera, $1,030* (ps); Super 
Riviera, $1,080 Special 4-dr., S980 
Riviera, $680. ‘51 Super Riviera, $560*, 
$530*, $285* 

CADILLAC 55 (62) coupe, $3,600* (ps), 
2 at $3. (ps). °*52 coupe de 
Ville. $1,650 conv., $1, 51 «62) 
econ\ $1,030*. "48 (62) 4-dr., $350 "47 





Model Breakdown 
Of Auction Averages 


March, 1956 Feb Jan 
Model To Date 1956 195¢t 
1956 $2,262 $2,309 $2,338 
1955 1,628 1,612 1,632 
5A 1,092 1,062 1,077 
1953 Ds 7A8 WA 
ae 507 508 484 
951 346 326 320 
4950 244 240 240 
1949 vt 133 183 195 
Overall 


Average... $ 877 $ 873 $ 880 


(eT RR 


(62) coupe, $225°. °16 (60) Special 4-dr., 
$120° 
EVROLET ‘56 One-fifty (6) station 
wagon, $1.900; 2-dr.. $1,665. ‘55 Two- 
ten (6) ‘t-dr.. 81,450" 2-dr., $1,210 
Two-ten «S) 2-dr., $1,200; One-fifty (6) 
2-dr., $1,090. '54 Two-ten Delray coupe, 
$980; -4-dr., $850; 2-dr.. §S20. '53 Two- 
™® ten station wagon, S$SS5 f-dr., S760 
2-dr.,. $600; Bel Air coupe, $800; One- 
fifty 4-dr., $620; 2-dr S610 taxis, 
$470, $360, $335. °52 SL Special 4-dr.. 
$400. °'51 FI. Deluxe 2-dr., $320* 
RYSLER. -'53 Windsor 4-dr., $800* (ps). 
‘52 Imperial 4-dr., $370* (ps) °51 Wind- 
Ser coupe, $370*. ‘50 Windsor 4-dr., 
5 $320. 
WesOTO—'52 Deluxe 4-dr., $450* (ps). 
IDGE--'54 Coronet station wagon, §1.- 
/110. °53 Meadowbrook 4-dr., S600. ‘50 
~ Coronet 4-dr., $230*, $210*. 
FORD —'56 Fairlane (8) Crown Victoria, 
| $2,270*; Custom (8) 2-dr., $1.815* (ps). | 





95 Fairlane (8).Crown Victoria, $1,800*; | 
| Victoria, $1,650; Main (8) Ranch Wagon, | 
$1,550, $1,360; Custom (8) 4-dr., $1,360), | 


“ 


» $1,340. '54 Custom (8) 2-dr., $850. ‘53 
Crest (8) Country Squire, $990* (ps); | 
Custom (8) conv., $790*. ’52 Custom (8) | 
> Club -coupe, $550. “51 Custom (8) Vic- | 
p) toria, $530*; 2-dr., $295*; Deluxe (8) 
y 4-dr., $245. '50 Deluxe (8) 2-dr., $270; 
) Deluxe (6) 2-dr., $260. '49 Custom (S) | 
club coupe, $250. 
MAISER—'52 Deluxe 4-dr., $290 | 
INCOLN—'50 Cosmopolitan 4-dr., $290*. 






ERCURY—'55 Monterey coupe, $1,885". 
‘54 Custom 4-dr., $911. '53 Custom Sport 





demand concentrated on ready-to-sell used | 
| 


indi- | 


| 
and (ps) indicates power steering. 
| 
| 











$100*. ‘48 Torpedo (8) 4-dr., $140 

























Air 2-dr., $885; 4-dr.. $745. '53 Two-ten 





49 


dr., $1,390*; Special 4-dr., $1,375*; 2-dr., (98) conv., $445*. °51 (98) cluo coupe, 
$1,310*. °53 Super Riviera, $955*, $890*; $475*; 4-dr., $430. '50 (98) conv., $300*. 
conv., $890* (ps); Special 4-dr., $785, | PLYMOUTH—’'55 Savoy (6) 4-dr., $1,200*. 
$725; 2-dr., $675. ‘52 Super Riviera,| ‘53 Cambridge station wagon, $760; club 
$510, $500*. '50 RM 2-dr., $300*; Spe-| coupe, $400. °52 Cranbrook club coupe, 
cial 4-dr., $215. $290. °51 Cambridge 4-dr., $265. 

CADILLAC—'54 (60) Special 4-dr., $2,- | PONTIAC—'55 Chieftain (8) club coupe, 
675" (ps). °49 (62) 4-dr., $300*, » ga RRL diet nr Tira pl lr eg 

8 "5 *hi i - : 9. 

CHEVROLET—'S5 Bel Air (6) 2-dr., $1,-| sayg, °° “Mettain (6) A-de., $756; 2-ar., 

| 430, $1,200*; Two-ten 2-dr., $1,185; One. | ISCELLANEOUS—’5: ation: 4 
fifty 2-dr., $1,000. '54 Two-ten 4-dr., een pean, G04b oo, ee : 
$920, $795; 2-dr., $875, $865, $845; Bel es . 


DENVER 






_ Open your agency for more business... 


club coupe, $830; 2-dr., $765, $675*; 
4-dr., $485; Bel Air 4-dr., $765; One- (Colorado Auto Auction, Sale every Mon- 
$769 $747 125 fifty 2-dr., $580; 4-dr., $165. "52 SL De- day. Prices are for sale of March 12.) 
$ luxe Bel Air, $485; 4-dr., $465, $320; (Demand very good. We could have 
club coupe, $300. ’51 FL Deluxe 2-dr.,| goid more. Sold 220 cars out of 270 
$275; 4-dr., $245*; SL Deluxe 4-dr.,| offerings.) 
$175*; 2-dr., $165*. °50 SL Deluxe club . a 2 . 
coupe, $190*, $116; 2-dr., $190; 4-dr.,| BUICK—5S6 Century station wagon, $2,- 
$160;' *;-ton pickup, $365; %-ton pickup, | 290° (ps); Riviera, $2,965* (ps), $2,750* 
$110. '49 SL Deluxe 2-dr., $170. (ps); Special Riviera, $2,575*. '55 Cen- 
DODGE—’52 Meadowbrook’ 4-dr., $260*;| ‘tury Riviera, 3 at $2,050*; Special station 
Coronet club coupe, $245. ’51 Wayfarer| W80n, §2,020*; Super 4-dr., §1,730* 
2-dr., $150. (ps), er" (ps). °54 ge ae 
. me aioe - ‘ aon: wagon, .945* (ps); conv., $1,695*. ’5: 
Aur. Sept. Oct, Nov. Dee. dan, Feb, March, || FOND. “00 Soiriane (5) Yictors®: $1100: | Super ‘Riviera, $1,04b+, 

* Prices of '56s added; ‘48s dropped. to Date 2-dr., $1,390*, $1,370* (ps); club sedan, | CADILLAC—’56 (62) conv., $5,190* (ps); 
$1,375; Custom (8) club coupe, $1,280*: coupe de Ville, $5,110* (ps); (60) Special 
4-dr., $1,270*; 2-dr., $1,170, $1,075*. '54 4-dr., $5,190* (ps). °55 (62) coupe de 

coupe $1,150*, °52 Monterey coupe, STUDEBAKER-—-'54 Champion coupe, $800. Custom (8) 4-dr., $900, $875*: 2-dr., Ville, $ 50* (ps), $3.900* (ps). ’54 (62) 

$720*, S650* ‘51 Champion 4-dr., $250*; 2-dr., $100. $860*, $810*, §805*, $750*: Custom (6) 4-dr., $2,785* (ps), 2 at $2,706* (ps), 

NASH '53 Statesman 4-dr., $530. ‘52 WELLYS—'53 station wagon, S675, $670. 2-dr., $605; Crest (8) station wagon, $2,650* (ps). ‘53 (60) Special 4-dr., 
Ambassador 2-dr., $640*. 50) station wagon, $250. $1,080 '53 Crest (S) Victoria, $890; $1,.960* (ps) 
| OLDSMOBILE—'55 (98) 4-dr., — $2,100*, Main (8) Ranch Wagon, $810; 2-dr.,| CHEVROLET — °56 Two-ten (8) station 

"52 (88) 4-dr., SS50*; (88) Super 4-dr., FI INT $570; Custom (S) 2-dr., $715, $650. °52 wagon, $2,335*; 4-dr., $2,280*, $1,905, 

$660*. °51 (SS) Super 4-dr., §$275*. ‘49 ae Main (8) 4-dr., $380; 2-dr., $375: Cus- $1,880; Bel Air (8) Sport coupe, 2 at 

(98) 4-dr., $135*. (Flint Auto Auction, Inc. Sale every tom (8) 4-dr., $330*. ‘51 Custom (8) $2,245*, $2,110; One-fifty (6) 2-dr., 

PLYMOUTH—'54 Plaza 4-dr., $700. °'53 Wednesday. Prices are for sale of March 4-dr., $340*; club coupe, $310; 2-dr., $1,700. °55 Corvette, $2,050*; Bel Air 

Cranbrook 4-dr., $750*; 2-dr., $675; Cam- 14.) $305*, $235. '50 Custom (8) 2-dr., $130 (8) Sport coupe, $1,705, $1,690. '54 Bel 

bridge station wagon, $$790. °51 Cam- (Buying was very active and dealers HUDSON Wasp club coupe. $215*. Air 4-dr., $1,135. '53 Bel Air 4-dr., $830*, 

bridge 4-dr., $290. '50 Deluxe 2-dr., $140 were still paying top dollar for clean MERCURY—’53 club coupe, $820. '51 club S790* (ps), $695*; Two-ten 4-dr., $695*. 
| PONTIAC—'54 Chieftain (S) 4-dr., $1,160* merchandise. Sold 122 cars out of 179 coupe, $400*, $175*; 4-dr., $355*. °50 ‘52 SL Deluxe Bel Air, $740. ’50 SL 

(ps). '53 Chieftain (6) 2-dr., $700. 51 offerings.) club coupe, $200; 4-dr., $175*, $165. Deluxe Suburban, $340 

Silver Streak (8) Catalina, $580*; 2-dr., | BUIMCK—'55 Super “Riviera, $2,000* (ps); | NASH-—'53 (600) 2-dr., $600 | CHRYSLER—'56 Windsor 4-dr., §$3,500* 

Century 2-dr., $1,980*. ‘54 Century 2- OLDSMOBILE—'53 (98) 2-dr., $955*. °52 (Continued on Page 50, Col. 1) 





-e with a Pittsburgh hen-Vision Front! 


In these days of stiff com- 
petition, it’s the automobile agency that’s 
really “open”—in appearance as well as 
fact—that gets the business. That’s why so 
many alert dealers are giving their show- 
rooms the attraction power of Pittsburgh 
Open-Vision Fronts. 

Passers-by are attracted by the bright, 
friendly, inviting appearance of an Open- 
Vision Front, and they are often drawn 
right inside where they become steady 
patrons. This pays off for the dealer in 
more business, bigger profits. 






PAINTS - GLASS - CHEMICALS - 








wo ee a we 


IN CANADA: 





BRUSHES - 





rem ec 
CANADIAN PITTSBURGH INDUSTRIES LIMITED 


An excellent example of modern design 
featuring open vision is this Muse Buick 
Agency in Richmond, Virginia. To create 
this attractive showroom large quantities 
of Pittsburgh Polished Plate Glass and 
Pittco® Store Front Metal were used. 

For more information on Pittsburgh 
Open-Vision Fronts and on the many 
Pittsburgh Products, just send in the con- 
venient coupon. We'll be pleased to send 
you without obligation our free booklet, 
“How To Give Your Store The Look That 
Sells.” 


PLASTICS - FIBER GLASS 








GLASS a? ee ee ek 












Pittsburgh Plate Glass Company 
Room 6212, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pa. 


Please send me a FREE copy of your store 
front booklet. 
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Used-Car Auction Prices 





(Continued from Page 49) 


(ps). ‘55 NY St. Regis, $2,375* (ps), Super 4-dr., $2,160*; Deluxe 2-dr., $1,- 
$2,235* (ps); Newport, §$2,265* (ps);| 675* (ps). '54 (98) 4-dr., $1,975* (ps); 
4-dr., $2,190* (ps). '54 NY 4-dr., $1,500* (88) 4-dr., $1,575*, $1,350*. ‘53 (98) 
(ps). '53 NY 4-dr., $1,015*; Windsor conv., $1,265* (ps), $1,255* (ps). 
4-dr., $735*. '52 Saratoga 4-dr., $450*. | PACKARD—’53 Clipper 4-dr., $725*. 
DODGE—’56 Coronet (8) 4-dr., $2,410; PLYMOUTH—'56 Plaza (6) sedan, $1,650. 
2-dr., $1,935. '55 Coronet (8) Lancer,| ‘59 Belvedere (8) 4-dr., $1,530*; Savoy 
$1,750*, $1,700*. 53 Coronet Diplomat, (8) 4-dr., $1,340*, '51 Cambridge club 
$710. ’'52 Coronet (6) 4-dr., $325. '49| coupe, $295 










Coronet (6) 4-dr., $255*. | PONTIAC 3 Chieftain (8) Catalina, §2,- 

FORD—’56 Country Squire, $2,425*; Fair- | 400°, $2,3 '0*. 55 Star Chief (8) Cata- 
lane (8) conv., $2,200* (ps); Victoria,| (ina, $2,085"; conv., $1,990*; Chieftain 
$2,165* (ps): Parklane station wagon, (8) 4-dr., $1,555*. "54 Chieftain (8) 
$2,10*, $2,185. '55 Fairlane (8) Victoria, conv., $1,410*, '53 Chieftain (8) Cata- | 
$1,785"; conv., $1,755, 4-dr., $1,685* | _ lina, SSsO 


(ps), $1,575*, $1,490, | $1,420: Custom | STUDEBAKER—'55 Champion 4-dr., $950. | 
(8) '4-dr., $1,320, $1,295. °54 Custom | WELLYS—'55 (4) station wagon, $1,595. 
(8) station wagon, $1,350. ’53 Crest (8) 4 (4) Jeep, $920. '51 station wagon, 
Victoria, $830; conv., $670. 





LINCOLN ’56 Premiere 4-dr $3,990* | MI CELLAN EOUS—'54 GMC *%-ton pick- 
(ps). °S6 Capri 4-dr., $2,370* (ps). '54| UP, $795. °52 GMC 2-ton truck, $865, | 
Capri club coupe $1.835* (ps) $1.505* $730; International cab and chassis, 
(ps). '53 Capri conv., $1,505* (ps). | $550; %-ton pickup, $395. 


RM Riviera, $960* (ps), $940* (ps). '52 $875*. ‘52 (98) 4-dr., $645*. ‘51 (98) | 
Special 2-dr., $710*; Super Riviera,| 4-dr., $400*. '50 (88) 4-dr., $380*, $360. 


$670*, $550*, $600. PACKARD—’51 4-dr., $320*. 


$720, $685. 


CADILLAC—’56 Eldorado conv., $4,730* | PLYMOUTH—’56 Belvedere (8) 4-dr., $2,- | CHRYSLER—’55 Windsor Nassau, $2,005" 
(ps). ’50 (60) Special 4-dr., $880*. | 000*; Plaza (6) Business coupe, $1,370. ‘52 Saratoga 4-dr., $620*; Windsor 4-cr, 
CHEVROLET—’55 Bel Air (8) Hardtop, | ‘55 Belvedere (8) conv., $1,430*, $1,370;| $335*. ‘51 NY Newport, $390* (ps); 


$1,535; 4-dr., $1,480*, $1,460; Bel Air Savoy (8) 4-dr., 2 at $1,170, $1,155, | 
(6) 4-dr., $1,380*, $1,350*; 2-dr., $1,345, $1,120, $1,110; Savoy (6) 4-dr., $1,260, | 
$1,190; Two-ten (8) station wagon, §$1,- $1,140; Plaza (8) 4-dr., $1,090; Plaza | DeSOTO—’'55 Fireflite (8) < 


530; 2-dr., $1,340*, $1,290, $1,130, $1,- (6) 2-dr., $1,100. 


120, $1,100, $1,000; Two-ten (6) 2-dr., | PONTIAC—’55 Chieftain (8) Catalina, $1,- | 
$1,240, $1,200, 2 at $1,185, $1,180, $1,170,| 730*. ’54 Star Chief (8S) 4-dr., $1,230*, 
$1,150, $1,140; %-ton pickup, $875. '54 $1,040. °53 Chieftain (8) 4-dr., _$955*, 
$835, $820, $740; conv., $750*. °52 Chief- 
tain (8) Catalina, $525*, $520*. ‘51 Sil- 
ver Streak (8) Catalina, $475*. °40 Sil- 


Bel Air 2-dr., $1,030*, $1,020, $1,010, 
$1,000, $970, $960, 2 at $810, $790, 2 at 
$780; One-fifty 4-dr., $700, 2 at $620. 
53 Two-ten station wagon, $1,000*; 4- 


ver Streak (8) 4-dr., $340, $270. 


dr., 2 at $770*, $710, $690; Bel Air 4- | STUDEBAKER—’53 Commander Hardtop, 


dr., $755, $710, $700. $640; 1 
DeSOTO—'54 Fire Dome (8) 4-dr., $1,260.| up, $240. '48 conv. $140. 

‘53 4-dr., $720, $685, $660, $570. '52| WEILLYS—'52 station wagon, $460, $300. 

4-dr., $490*, $300. °51 conv., $370*. °50 ° 

souk ss: DYER, IND 
DODGE—’'55 Coronet (8) 2-dr., $1,500*. | aE, ° 

'53 Coronet station wagon, $670; Mead- (Dyer Auto Auction. 

owbrook 4-dr., $650, $565, $520, $455.| Prices are for sale of March 9.) 


'52 %-ton panel, $325. '49 2-dr., $100. (Market was good and strong, Sold 


FORD—'55 Fairlane (8) Victoria, $1,700* | 235 cars out of 299 offerings.) 


Sale every Friday. 


(ps); 4-dr., $1,380*; Country Squire, | BUICK—’56 Special Riviera, $2,470*, 2 at 


$1,640*; Custom (8) 2-dr., $1,300, $1,-| $2,465*. °55 Century Riviera, $1,800. '54 
200; Custom (6) 4-dr., $1,040; Main (8S) Super Riviera, $1,485*. '53 Special Rivi- 
4-dr., $1,030. °54 Crest (8) Country era, $975*; 2-dr., $890, $775; Super Rivi- 


Squire, $1,080; Custom (8) 4-dr., $960, 





MERCURY—’'56 Monterey Sport coupe, 2 
at $2,530*, $2,465*; Custom 4-dr., §$2,- 


PHILADELPHIA 
375. °55 Monterey coupe, 2 at $2,015*, | 


2 at $1,975* (ps), $1,755, $1,675; Mont- | (Harold B. Robinson Auto Sales. Sales 
clair coupe, $1,945". 154 "Monterey Sport j}every Tuesday and Thursday. Prices are 
coupe, $1,450*: Custom 4-dr., $1,365*, | for sales of March 8-13.) 





$1,225, 2 at $1,195. °53 Monterey 4-dr., (Prices firm to somewhat higher. Ac- 
$925*. : tion still very good on all clean units.) 
NASH—’53 Statesman 4-dr., $690*. °51| BUICK "D5 RM Riviera, $1,970* (ps); 
Rambler conv., $325. Special Riviera, $1,790*, $1,770. °54 Cen- 
OLDSMOBILE "56 (88) Super Holiday, tury Riviera, $1,500*; Super Riviera, 
$3,225* (ps); Deluxe Holiday, $2,450* $1,340*. '53 Special 4-dr., $1,000*, $940", 


"55 (98) Holiday, $2,360* (ps); (88) $875*, $685, $670; Super 4-dr., $960"; 


New Truck 


Suspension 


| HUDSON—'54 Hornet 4-dr., $1,025* 


l4-ton pickup, $670. 4-dr., $375*. 


era, $850*. ’52 Super Riviera, $680*; RM 


| 

a. ck ane make’ | 
$950, $920, 2 at $910, $870, $760, $61$;| 4-dr., $670* (ps), $660* (ps). '51 Special 

| 




















Holiday, $1,200*; (88) 4-dr., $905*, ’54 Bel Air conv., $1,075*; Two-ten 4-dr. 
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...GMC’s. revolutionary new Air Suspension has 
been making the headlines from Coast to Coast. 
Leading truckers from all over America took 
demonstration rides at the GM Motoramas. Their 
great enthusiasm forecast the big, ready-and-waiting 
demand for this newest GMC advance. 


And Air Suspension is only one of the spectacular 
truck developments speeding toward production at 















GMC. It’s only one of the reasons why 77ght now— 
as never before—it’s great to be a GMC dealer. 


If you think you qualify—and you’re in an open 
GMC territory —write, wire or phone us soday!/ 


GMC TRUCK & COACH 


A General Motors Division 


The better you know GMC -—the better the truck business looks 


CADILLAC—’'54 (62) coupe de Ville, §3,- 


»-ton stake, $350. °49 %%-ton pick- 


LINCOLN—’56 Premiere Hardtop, $3,600*| 175* (ps), $3,000* (ps); coupe, $3,155* 
(ps). °49 4-dr., $110°. | (ps); 4-dr., $2,635* (ps). °52 (62) 4- 
| MERCURY—’55 Hardtop, $1,700*, $1,650*, | dr., $1,290* (ps). ’51 (62)coupe, $1,385*; 
$1,535. °54 4-dr., $1,270*. '53 Hardtop,| 4-dr., $1,060*. 
$930, $680; 4-dr., $800*. '52 Hardtop,| CHEVROLET - ‘56 Two-ten (8) station 
$625; 4-dr., $530. °51 2-dr., $385. wagon, $2,085*; 2-dr., $1,675*; Bel Air 
NASH—'52 4-dr., $685*. °51 conv., $340, (6) 4-dr., $1,810. °55 Bel Air (6) coupe, 
$315, $235, $220, $150, ’49 4-dr., $120. $1,600*; 2-dr., $1,295; Two-ten (8) 4-dr. 
OLDSMOBILE—'54 (98) Holiday, $1,850*;| $§1,385*, 2 at $1,380*, $1,375*; Two-ten 
(SS) Holiday, $1,670*, $1,650*. ’53 (98) (6) 4-dr., $1,405*; Delray coupe, $1,275. 





Windsor club coupe, $215*. ’50, Windse 
club coupe, $205. 
4-dr., $1,945 

(ps). °51 Custom 4-dr., $135. '50 Custom 

club coupe, $265. 

| DODGE—'54 Royal 4-dr., $945*; Coronet 
Station wagon, $735. '53 Meadowbrook 
Station wagon, $465; 4-dr., $430. 

FORD—'56 Fairlane (8) Victoria, $2,0%5; 
Country sedan, $2,040; 4-dr., $1,995*, 
‘55 Fairlane (8) Crown Victoria, $1,900* 
(ps); Victoria, $1,720*, $1,600*, $1,580; 
Custom (8) 2-dr., $1,245*; Main 6) 
2-dr., $805. ‘54 Crest (8) Victoria, §1,. 
050; 4-dr., $950; Custom (8) 2-dr., $875, 
$785*. '53 Crest (8) Victoria, $960, $915, 

HUDSON—'56 Rambler 4-dr., $1,850*. ‘53 
Hornet 4-dr., $560*. ’52 Wasp 2-dr, 
$275. °50 Pacemaker 4-dr., $125*. 

LINCOLN—'51 club coupe, $265*. 

MERCURY—'56 Monterey 4-dr., $2,250* 
(ps). ‘55 Montclair coupe, $1,950*, $1,- 
900* (ps). ’53 Monterey coupe, $1,115", 
‘52 Monterey Sport coupe, S$625*. 51 
2-dr., $465*, $390*, $335*: club coupe, 
$345*. °50 4-dr., $255, $195*. 

NASH - '53 Ambassador 4-dr., $655" 
Statesman 4-dr., $545*. °52 Rambler sta- 
tion wagon, $415*. ‘51 Rambler station 
wagon, $360; Statesman 2-dr., $160 





OLDSMOBILE ‘56 (SS) Super Holiday, 
$2,875* tps). '55 (98) Holiday, $2,350" 
(ps): (88) Holiday, $2,005 Super 4-dr., 
$1,945*. °54 (88) conv., $1,575*. '53 «Ss» 
Super 4-dr., $1,155* (ps); Deluxe 2-dr., 
$1,115*, $1,020*; (98) 4-dr., $1,060" 


(ps), $900". 
LYMOUTH-'55 Belvedere «S) conv, §1,- 
675*; Savoy (8) 4-dr., $1,330; Plaza (6) 
4-dr., $1,085, $1.015. '54 Belvedere 4-dr., 
2 at §$1,010*; Savoy 4-dr. ,$805, $ ¢ 
Plaza i-dr., S795 53 Cranbrook club 
coupe, $585, $570; Cambridge 2-dr.. $540, 
PONTIAC. -'55 Chieftain (8S) Catalina, $1,- 
| S60*, $1,S00*, §1,625* ‘D4 Star Chief 
| <«S) 4-dr., $1,245*; Chieftain (8) 2-dr., 
$860*. ‘51 Silver Streak (8) 4-dr., S8345*. 
STU DEBAKER—'56 Golden Hawk coupe, 
$2,675* (ps). °55 President 4-dr.. $1,520* 
(ps) 53 Champion coupe, $555*; Com- 
mander 4-dr., $345*. ‘52 Champion 2-dr., 
$130*. ‘51 Commanuder 4-dr., $240* 
WILLYS—'52 Aero Ace 2-dr., $315*. 


CHICAGO 


(Sold 236 cars out of 354 offerings.) 
BUICK ‘56 RM Riviera, $3,000* (ps); 
Special Riviera, $2,665* (ps). '55 Special 
Riviera, $2,160* <‘«ps): 4-dr., $1,500*, 
$1,425; Super Riviera, $2,065* (ps), $1,- 
990* (ps); Century Riviera, $1,950* (ps); 


e 
de * | (Arena Auto Auction. Sale every Tues- 
on r | day. Prices are for sale of March 13 
. 


RM Riviera, S$1,860* (ps). ‘54 Super 
Riviera, $1,535* (ps); Special Riviera, 
$1,445* 
CADILLAC —'56 (62) coupe de Ville, $4,- 
855* (ps). '55 (60) Special 4-dr., $3,750* 
(ps); (62) coupe, 8$3,500* (ps); 4-dr., 


$3,195* (ps). '54 Eldorado conv., $3,65¢ 
(ps); (62) conv., $3.160* (ps). * 
CHEV ROLET—'56 Bel Air (S) Sport coupe, 
$2,100*. '55 Bel Air (6) conv., $1,510*; 
| Bel Air (8) 2-dr., $1,425*; Two-ten (8) 
4-dr., $1,420*, $1,345*; Two-ten (6) 
2-dr., $1,165, $1,125*. '54 Bel Air conv., 
$1,280 (ps); 2-dr., ¢ $950*. ‘53 
Bel Air Sport coupe, $935; 4-dr., $780*; 








2-dr., $695; Two-ten 4-dr., $765*; 2-dr., 
$715, S$710*. °52 SL Deluxe 4-dr., $510*. 


CHRYSLER--'55 NY 4-dr., $1,915* (ps). 
D4 NY 4-dr., §$1,450* (ps); Windsor 4- 
dr., $1,300*. ‘53 Windsor 4-dr., $S05* 
(ps); Newport, $740*. '52 Windsor 4-dr., 
$455*. ‘50 Imperial 4-dr., $215*. 

DesOTO—'53 Fire Dome (8) 4-dr., $765*. 

DODGE—'52 Meadowbrook 4-dr., $520*; 
Coronet Diplomat, $425*. 

FORD - °55 Thunderbird, $2,665* (ps); 
Custom (8) conv., $1,775* (ps); Fair- 
lane (8) Victoria, $1,495; Main (6) 2-dr., 
$1,030. °54 Crest (S) Country sedan, 
$1,010; Custom (8) club coupe, $950*; 
$950*: 2-dr., $810; Main (6) 2-dr., $405. 
D3 Crest (8S) Victoria, $1,000*, $960*, 
$945*: Custom (8) 4-dr., $865* (ps). 

HU DSON—’54 Wasp 4-dr., $520. 

KAISER—’53 4-dr., $475*. '52 4-dr., $350*. 

LINCOLN—'55 Capri coupe, $2,425* (ps). 
’53 Cosmopolitan 4-dr., §$990* (ps). 

MERCURY—’55 Montclair coupe, $1,975*; 
conv., $1,840*; Monterey coupe, $1,935* 
(ps); 4-dr., $1,800* (ps), $1,725. ‘54 
Monterey Sun _ Valley, $1,445* (ps); 
coupe, $1,375*. 

NASH—’55 Rambler station wagon, $1,- 
650*. '54 Rambler station wagon, $1,100; 
club coupe, $860. 53 Rambler club coupe, 
$810*; Statesman club coupe, $760*; 4- 
dr., $665. 

OLDSMOBILE — '56 (S88) conv., §$2,8S80* 
(ps), $2,750* (ps); 4-dr., $2,365*. '55 
(98) conv., $2,495* (ps); 4-dr., $1,670* 
(ps); (88) Holiday, $2,015* (ps), $k 








985*. °54 (98) Holiday, $1,765* (p * 


4-dr., $1,650* (ps); (88) 4-dr., $1,650* 
(ps). 


|PACKARD — '55 Clipper 4-dr., $1,805* 


(ps). °53 Clipper 4-dr., $670*. ’52 (200) 
4-dr., $415*. 

PLYMOUTH—’55 Plaza (6) Suburban, $1,- 
305, $1,290; 2-dr., $1,200, $1,180. ‘54 
Belvedere Sport coupe, $965; Plaza 2-dr., 
$700. °53 Cranbrook 4-dr., $655, $550. 
°52 Cambridge 2-dr., $340. '51 Cranbrook 
Belvedere, $315; 4-dr., $300. 

PONTIAC—’55 Star Chief (8) 4-dr., $1,- 
600*, $1,450* (ps). °54 Star Chief (8) 
Catalina, $1,365*; 4-dr., $1,215*. ’53 
Chieftain (8) Catalina, $1,075*, $980*, 
$965*; 4-dr., $825*, $770*, $730*, $675; 
2-dr., $810*, $770. ‘52 Chieftain (8) 
Catalina, $650*. 

STUDEBAKER—’55 Commander 4-dr., $1,- 
280*. ’'54 Commander club coupe, $895*. 
’53 Champion 4-dr., $515. ’52 Champion 
2-dr., $355. 

WILLYS—’54 Aero Lark 4-dr., $420. 


DENVER 


(Jack Layton’s Auto Auction, Inc. Sale 
every Tuesday. Prices are for sale of 
March 13.) 

(Weather clear and very cold. Market 
very strong on clean, used units, We 
need more ’52s through ’55s.) 

BUICK — '56 Special 2-dr., $2,385*. °55 
Special 4-dr., $1,740*. '54 Super Riviera, 
$1,385*. 

CADILLAC—'56 (62) coupe de Ville, $4.- 
990* (ps); conv., $4,885* (ps). '55 (62) 
coupe de Ville, $3,770* (ps). ‘54 (62) 
4-dr., $2,960* (ps). '49 (62) 4-dr., $530° 
(ps). 

CHEV ROLET—’56 Bel Air (8) Sport coupe, 
$2,175*, $2,160*; Two-ten (6) station 
wagon, $2,125*, $2,120*. ’55 Two-ten (% 
2-dr, 2 at $1,290, $935*. '54 Two-ten 
2-dr., $840; %-ton pickup, $875. ’53 Bel 
Air (6) 2-dr., 2 at $785, $760; Two-ten 


(Continued on Page 51, Col. 1) 





$910*, $900*. '53 Bel Air coupe, $83i'*; 
| 2-dr., $655; Two-ten 2-dr., $760, $740; 
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(ps). '54 (88) 2-dr., $1,550* (ps), $1,- | DODGE — ’53 Coronet sedan, $800*. °51 coupe de Ville, $1,940* (ps); coupe, §1,- 
450*, $1,325. °53 (88) Super conv., $1,- Meadowbrook sedan, $250. '49 Meadow- 800* (ps); 4-dr., $1,695* (ps). 
* e O70* (ps); 4-dr., $1,050* (ps), $905. °52 brook sedan, $100. CHEVROLET—’56 Bel Air (8) 4-dr., $2,- 
Use -( or Auction Prices PLYMOUTH — "55 Belvateren re) ene. BD: | FORD—'55 Fairlane (8) conv., $1,640*.| 210°; Bel Air (6) 4-dr., $2,200, $2,120 
580. '54 Savoy 4-dr “'$880° "5S Cran. ‘54 Custom (8) sedan, $970. '53 Crest; (ps), $2,065*; Two-ten (6) station wag- 
beck c6c $595; 4.8 $550, 52 C r (8) Victoria, $1,015*. °52 Custom (8)/ on, §$2,160*. '55 Bel Air (8) 4-dr., $1,- 
brid i Ag S280 ‘61 'C aa Sar. sedan, $560, $550. '51 Custom (8) sedan, 575*; Bel Air (6) 4-dr., $1,485*; Two-ten 
— oe ranbrook <-dr.,/ $350. '50 Custom (8) sedan, 2 at $250.| (8) 4-dr., $1,550*; Two-ten (6) 4-dr., | 
(Continued from Page 50) PONTIAC—'56 Chieftain (8) station wag-| MERCURY °S3 sedan, $900*, °51 sedan,| (6) 2-dr.,' $1,160. "54° Tworten “s-dr, 
. s on, $2,370*. °54 Chieftain, (8) 2-dr.,|  «. , c 7 viel 2 0 § . . - | 
(6) 2-dr., $675. '52 SL Deluxe 2-dr., 2 54 (62) coupe de Ville, $3,150* (ps); $900*. ’53 Chieftain (8) 4-dr., $730*, 2 NAne~ SS ede sedan, $515*. '51 | aay’ sae. ene. +3 teoaen’ car Gena 
at $465, $415. ‘50 %j-ton pickup, $310. 4-dr., $2,725" (ps). ’53 (62) 4-dr., $1,-| at $705*, $475*; 2-dr., $715*. "52 Chief=|~ (g99) sedan, $110 ; , $675; 4-dr., $620, $510; Suburban, $610. 
CHRYSLER — '54 Imperial 4-dr., $1,465* 700* (ps). "52 (62) coupe de Ville, $1,- tain (8) Catalina, $800*; station wagon, |g, DSMOBILE — ‘52 (88) Su 4-dr.,|  °51 SL Deluxe 4-dr., $400° . . 
(ps). ng | 385%. ‘51 (62) coupe, $1,160. $675. '51 Silver Streak (8) 4-dr., $365*,| gggo*. (98) sedan $610°. ‘51 (88) se. convenes se oe 2-dr.. $1,310° 
DeSOTO—'55 Fire Dome (8) 4-dr., $1,680* | CHEVROLET—'56 Bel Air (8) Sport coupe, $350*. '49 Silver Streak (8) 2-dr., $130*.| Gan, §370*. '49 (76) sedan, $21¢ "53 NY. club coupe $875° . r sa nw 
(ps). , 155 | $2-230%, $2,200*; 4-dr., $2,115*, $2,055*; | STUDEBAKER—'55 Commander 4-dr., $1,-| paCKARD—'63 sedan, $775*. 52 sedan,| 4-dr. $650°. °51 NY 2-dr.. $345* 
PODGE—'56 Royal 4-dr., $2,660* (ps). 90 Two-ten (8) 4-dr., $1,950, $1,930*; Two- 350*. '53 %,-ton pickup, $400*. °52 Com- $465 : : "Ip SOTO 53 ‘Fir D ora $ * s240* 
Royal 4-dr., §1,580*. ‘52 %-ton pickup, | ten (6) 2-dr., $1,600. '55 Bel Air (8)| mander club coupe, $290. '50 Champion | py.yMOUTH—'53 Cranbrook sedan, $620.| <p). 2-dr $790* (ps) Sha Fire Dems 
$440. ; Sport coupe, $1,725; Two-ten (6) 4-dr., Starliner, $200*; 4-dr., $150*. '52 Cranbbrook sedan, $440, ’51 Cam- Tg es  e555e a eee 
FORD—'56 Parklane station wagon, $2.-| $1,425"; 2-dr., $1,205. '54 Two-ten sta- | MIISCELLANEOUS—'51 International %-| priage sedan, $320, $300. '49 Special De-| popGE. 34 Coro s an 1,095*. °53 
350; Fairlane (S) Victoria, og , tion wagon, $1,045*; 2-dr., $930* (ps); ton pickup, $250. 48 GMC '%-ton pick- luxe sedan, $175. | j Cc < net 4-4 °$740" 52 W Mr 2-d 
conv., $2,090; ddr. $2,030". eee’ One-fifty 4-dr., $690. °53 Bel Air 2-dr..| up, $280. PONTIAC—'S4 Chieftain (8) sedan, $1,-| §015' "51 Meadowbrook sedan, #315.” 
Custom (6) 2-dr., ,690;, 2-te , $1,010* (ps), $865; 4-dr., $995* (ps), 375*. °50 Silv s sedan, $340, | roRD__—’5 ; ‘a @9 1008: 
$1,455. '55 Fairlane (8) s ictoria, a $755, $680; Two-ten 2-dr.. $775*, $655: N. PLAINFIELD. N. J. aoe 5 ilver Streak (8) sedan, $34 ~ . jagee Pattee ce ee 
"54 Main (6) 2-dr., $885. 703 Crew ase, | 2,ton Pickup, $675; %-ton pickup, $505. . - _.,_ | STUDEBAKER—'53 Champion sedan, $670.| §2.905*: ‘Custom (6) 4-dr., $1,680, -’5$ 
Victoria, $900; Custom (8) 2-dr., $645°. DeSOTO—’54 Fire Dome (8) 4-dr., $1,- (Lebanon Auto Auction. Sale every Wed- 51 Champion conv., $140 : Srccmmenl 8) Vi “ a on 
LINCOLN—'56 Premiere 4-dr., 2 at $4,000 350*. '53 Powermaster 4-dr., $500*. ’52|nesday. Prices are for sale of March 14.) ; ae oe : Fairlane (8) ictoria, $1,700*; 4-dr., 
(ps). '54 Capri 4-dr., $1,455* ae! es Fire Dome (8) 4-dr., $560* (ps). (Very active sale in spite of bad ~ ee eee a oni a SS an 
MERCURY i cae. $2,775* | DODGE ’52 Wayfarer 2-dr., $260. ’50| weather. Prices steady with buyers need- | MASON CITY, TA. Suheh Wann “ai s80; 2-dr 550: Con. 
(ps); Custom 2-dr., $2,300*. 7 as Coronet 4-dr., $235*. | ing more cars than are available. Sold al S . j ion. 8 every , oe amen.” , ~" 
NASH — '55 Rambler 4-dr., §1,225*. | '54 | poRD—'55 Custom (8) station wagon, $1,-| 61 units out of 84 offerings.) Giaeeas Peas ae ae a a See, "05 Cunieun <0h Gleb semua, Gee 
LeMans 4-dr., $1,435* (ps). '51 Ambas-| 599: 4-dr., $1,560" (ps), $1,395"; 2-dr., | BUICK—’53 Super sedan, $850". ’52 RM| 44) “2 4-dr., $750°: Main (6) 2-dr.. $635, $620, 
sador 4-dr., $250. sae ‘ $1,305. ‘54 Crest (8) 4-dr., §$1,175*;| sedan, $670* (ps). ‘51 Super sedan, | . , . ‘ ‘52 Crest (8) V i 740": 1 
OLDSMOBILE—'56 (85)_ Holiday, $2,500*.| Custom (8) 2-dr., $1,130*; 4-dr., $990;| $450*) $435*. '50 Super Riviera, $485* (Sale red het as Western buyers were Fe en eee tee 
‘55 (98) Holiday, $2,470* (ps). ’54 (88) club coupe $850: Main (8) 2-dr.. $850: | Special sedan, $255. ’49 Super sedan. here in droves, Market very strong in (8)_ conv., $535*. °51 Custom (8) 2-dr., 
Holiday, $1,545*; 2-dr., $1,320*; Super 4-dr., $770. '53 Main (8) Ranch Wagon.| $275. $230 $170. : ’| industrial areas — slow in agricultural $465*. °50 Custom (8) station wagon, | 
2-dr., $1,370°. "52 (88) 2-dr., $850°. °51| $1,915, $930*; Crest (8) Victoria, $805*; | CADILLAC—'55 (62) sedan, $3,575* (ps).| Seas. Sold 87 percent of consignments.) | | SiO... . smopolitan 4-dr., $930° 
(88) 4-dr., $540*. Custom (8) 4-dr., $850; Custom (6) 4-| '49 (62) conv., $500*. ’48 (62) conv., | BUICK—'55 Super Riviera, $2,150* (ps), | Wii wcuRY 55 Monterey Hardiwe’ $1 e90* 
PACKARD—'52 Hardtop, $400*. _ dr., $690. °52 %-ton pickup, $655*; Cus-| $360*. $2,085* (ps); RM Riviera, $2,060" (ps), | MERCURY—'55 Monterey seen $1,890 
PLYMOUTH — '54 Belvedere (6) 4-dr.,/ tom (8) 2-dr., $630. CHEVROLET—'54 Two-ten sedan, $910.| $1,975" (ps); 4-dr., $2,050* (ps). '54| (PS), SLSEO® (per. ot Monterey 4dr 
$690. 53 Cambridge 4-dr., $495; 2-dr., | wERCURY—'54 Monterey 4-dr., $1,310*; 53 Two-ten sedan, $725; One-fifty sedan, | Special 2-dr., $1,190. '53 Super Riviera, si, A $740°.. a : 
$375. °52 2-dr., $465. °51 4-dr., $200. °50) Custom 2-dr., $1,100. '53 Custom Sport! $575. '52 SL Deluxe sedan, $560, $475.| $915*. '51 Super Riviera, $480, $405*,| (SOS Mee’ '56 (88) Super Holiday 
4-dr., $185. ee a . coupe, $1,085"; 2-dr., $815*, $805; Mon-| ’51 SL Deluxe sedan, $290. '50 SL De-| $395; 4-dr., $380*. '50 Special sedan, | OLD Ot Be an ee ee So 5100 
PONTIAC—'54 Star Chief (8) 4-dr., $1,- terey 4-dr., $1,025. '51 2-dr., $510*; club ‘luxe sedan, $240; SL Special sedan, $140.| $210. '48 Special sedan, $105. Saas $2 aor "BB (OR 4-dr.. $2,200* 
435* (ps); Chieftain (S) 4-dr., $1,065*.| coupe, $410*; 4-dr., $395*; Sport sedan, |CHRYSLER — '52' Windsor sedan, '$620*. | CADILLAC—'55 (62) coupe, $3,510* (ps), ps): (88) Super 4-dr., $1,980 (ps): 
"52 Chieftain (6) 4-dr., $390. °51 Silver)  s395¢, s290°. DeSOTO—'52 Custom sedan, $440. °50 Cus-| $3,430* (ps). '54 (62) coupe, $2,945*| (PS); (SS) Super 4-dr., $1.8 eee 
Streak (8) 4-dr., $350, $300. | OLDSMOBILE—’55 (88) Holiday, $2,050* | tom sedan, $240. ’49 Custom sedan, $125.' (ps); 4-dr., $2,860, $2,775. '53 (62) (Continued on Page 63, Col. 3) 
STUDEBAKER — ‘52 Commander 4-dr., | 
$270*. 


WILLYS—'49 (4) Jeepster, $400. 


MISCELLANEOUS—'52 GMC *,-ton pick- | 


up, $575 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- | 


day. Prices are tor sale of March 13.) 

(Bad weather slowed action here this 
week, Clean and sharp autos were still 
in good demand. Market off slightly. 
Sold 98 cars out of 131 offerings.) 


BUICK—’54 Super Riviera, $1,630*; RM | 


conv., $1,520* (ps). '53 Special Riviera, 
$965*. ‘52 Super Riviera, $725*. '51 Spe- 
cial 2-dr., $305, $300. 

CADILLLAC—'55 (62) coupe, $3,595* (ps). 
"53 (62) 4-dr., $1,805* (ps), $1,S00* (ps), 
$1,580*; conv., $1,635*. °51 (62) 4-dr., 
$960* (ps); (60) Special 4-dr., $780*. 





CHEVROLET—'55 Two-ten (6) 4-dr., $1,- | 


200; One-fifty 4-dr., $1,075; 2-dr., $1,- 
055, $1,050. °54 Two-ten 4-dr., $850*, 
$825, 2 at $790; 2-dr., S850, $840, $825, 
$815, $805, $800, $785; One-fifty 4-dr., 
$730, $725, $720, 2 at $705, 2 at $700, 
$695, $690. '53 Two-ten station wagon, 
$680; 2-dr., $645; One-fifty station wag- 
on, $695; 2-dr., $530. 

CHRYSLER °52 NY 4-dr., $530*. ’51 
Windsor Hardtop, $460*; NY 2-dr., $300*. 

DeSOTO—'55 Fire Dome (8) 2-dr., $1,650. 
"54 Fire Dome (8) 4-dr., $1,000*,. °52 
Deluxe 2-dr., $375*. 

DODGE—’55 Coronet (S) station wagon, 
$1,600*. °53 Coronet (S) 4-dr., $645*. 
FORD—’55 Main (6) 2-dr., $1,160, $925 
(police). ‘54 Crest (S) Victoria, $1,050*. 
"53 Main (6) 2-dr., $510. '52 Crest (8) 
2-dr., $725; Custom (8) 4-dr., $540*, 
$480*. ‘51 Custom (8) 4-dr., $300. °50 
Deluxe (S) 2-dr., $275. 49 station wag- 

on, $200. 

HUDSON—'53 Jet 4-dr., $550*. '51 Hornet 
4-dr., $225*. 

MERCURY—'54 Monterey Sun Valley, $1,- 
310*. ‘51 4-dr., $350, $290. ‘50 4-dr., 
$260. 

OLDSMOBILE—’55 (88) Holiday, $2,175*. 

PLYMOUTH—'53 Cambridge 4-dr., $505. 
*52 Cranbrook 4-dr., $365. '51 Cranbrook 
coupe, $300. 

PONTIAC—’'55 Chieftain (8) 4-dr., §$1,- 
580*. ‘54 Chieftain (8S) coupe, $1,020*. 

STU DEBAKER—’53 Champion 2-dr., $580. 
"52 Commander conv., $345*; 4-dr., $315. 

WILLYS—'53 Aero Lark 2-dr., $340. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of March 16.) 

(Weather warming up in this section, 
resulting in much activity in spring buy- 
ing and selling.) 

BUICK — '56 Special 4-dr., $2,155*. °'55 
Century coupe, $1,920* (ps). °53 Special 
conv., $970*. ’52 Super 2-dr., $705*. ‘51 
Special 2-dr., $390*; RM 4-dr., $320*. 

CADILLAC —’54 (62) coupe de Ville, $3,- 
125* (ps); 4-dr., $2,630* (ps). ’50 (62) 
4-dr., $705*. 

CHEVROLET—’'56 Two-ten (8) 4-dr., §$1,- 
580*. "55 Bel Air (8) conv., $1,700*, 
$1,425*; Sport coupe, $1,425; Two-ten 
(8) 2-dr.. $1,300*; Two-ten (6) 4-dr., 
$1,050*. ‘54 Two-ten 4-dr., $875. °53 














Two-ten station wagon, $725; 4-dr., $700; | 


Bel Air 4-dr., $700*. '52 SL Deluxe 4-dr., 
$475*, $440*. '50 %-ton pickup, $260. 
DODGE—’55 Royal (8) 4-dr., $1,500*. ’54 
Royal 4-dr., $900. ‘50 Coronet 2-dr., 

$210*; %-ton pickup, $175. 

FORD—'56 Fairlane (8) 4-dr., $2,070*; 
2-dr., $1,790*. °55 Fairlane (8) 4-dr., 
$1,535*; coupe, $1,500*; Custom (8) 4- 
dr., $1,165*. ’54 Custom (8) 2-dr., $785; 
Main (8) 4-dr., $690; 2-dr., $550. ‘53 


Crest (8) Victoria, $750*; coupe, $860*. 


HUDSON—’52 Hornet 4-dr., $125. 

LINCOLN—’51 4-dr., $130. 

MERCURY—’'55 Montclair Hardtop, $1,- 
785*; Monterey 4-dr.. $1,800*. ’54 Mon- 
terey un Valley, $1,330*. '53 2-dr., $715. 
"52 Monterey coupe, $650. °51 conv., 
$350. 

OLDSMOBILE—’53 (88) 4-dr., $955; Su- 
per 2-dr., $675. '52 (98) 4-dr., $640*. 
PLYMOUTH—'55 Savoy (6) 4-dr., $1,060. 
'53 Concord 2-dr., $150. '48 2-dr., $290. 
PONTIAC—’'55 Chieftain (8) 2-dr., §1,- 
450*. '53 Chieftain (8) club coupe, $800*; 

4-dr., $700, $610*. 
STUDEBAKER—'53 Champion 2-dr., $390. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of March 
15.) 

(Market strong; buying power and 
prices good.) 

BUICK—’54 Super Riviera, $1,465*; Cen- 
tury 4-dr., $1,430* (ps), $1,400*. °53 
Super Riviera, $960*, $940* (ps), $890*. 
52 RM Riviera, $660* (ps); Super Rivi- 
era, $600*. '50 Super 2-dr., $345*. °48 
sedanet, $100. 

CADILLAC—’'56 (62) coupe, $4,450* (ps). 








New Niotorola’ 






Tiny 
transistor 
replaces 


15 vital 


car radio 
parts 


PLUS—NEW TWIN BAR STATION 


FINDER Most automatic tuning of 
all! Electronically picks and pinpoints 
any station. Twin Search Bars move 
station selector either a or left 
from any point on the dial. 


WITH A “GOLDEN HEART 
THAT WON’T WEAR OUT” 


Motorola Transistor- Powered Car 
Radio. (Model STAS-8, 12 volt) 
$99.95.Othernew models from $39.95 


Most trouble-free car radio ever built—The amazing Here’s how you fit in — Many car dealers are discover- 


transistor heart won’t ever wear out. And it replaces ing that Motorola Car Radios can bring big extra profits 
15 parts that do wear out in conventional sets. (Includ- | © car sales. Motorola’s deep profit margins let you 
* thrato d tubes.) make the deal you want. And installation charges yield 
ing the yibvator ame yaounmn ? still more profit. Get the facts from Motorola. Send this 


coupon now. No obligation. 


ee SS ES SS SS ES LS SS | 


Motorola, Inc., Dept. AN-3B 

4545 W. Augusta Bivd. 

Chicago 51, Illinois 

Attn: Car Radio Department 

Please give me all facts about the Motorola Car 
Radio business. Thank you. 


Cuts battery drain 50%—Transistors use hardly any 
power. Even with the engine off, this radio can play 
for hours without running down the battery. 


Fits most cars—Custom fits instrument panels of most 
cars. Takes just a few minutes to put in. 


M MOTOROLA 


Name iki et 





I Se oe es 
Streets ity State 
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Cn ects came com cee cams cee cems> cams com> au cam 


World's Largest Exclusive Electronics Manufacturer ed i ass seietmaieen cence a enti aie ateelinnedd Spaaieemnen reat mas 
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Announcing Six New Manuals Featuring 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
AT A FRACTION OF ITS REAL VALUE. 





W. K. BRAASCH 


FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


TRY AT OUR RISK 


Money back if not completely satisfied 
ORDER THESE SPECIALIZED MANUALS TODAY! 


No. 1—The Eight Automotive Success Fundamentals. 
No. 2—The Automotive Selling Process. 

No. 3—E£ighty Ways to Find New Prospects. 

No. 4—Personality—the Key to Leadership. 

No. 5—The Technique of Used Car Salesmanship. 
No. 6—Developing and Testing Your Sales Talk. 


EACH 


$2 -00 POSTPAID 


SAVE $2.00! 
Order All Six for $10.00 


DEPT. 150 
549 Washington Bivd., Chicago 6, Illinois 


NATIONAL SALES TRAINERS 


r @., 
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Used-Car Auction Prices 





(Continued from Page 51) 


Deluxe 4-dr., $1,515. °54 
$1,710* (ps), $1,650* 
$1,440* (ps); Super 
$1,200*. °52 (88) Super 4-dr., 
(98) 4-dr., $770*. 51 (98) 4-dr., 
$540*, $450*; (88) Super 2-dr., 
’49 (98) 4-dr., $175*. 


PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
440*; Savoy (8) club coupe, $1,410*; 
Savoy (6) 4-dr., $1,280*. °51 Cranbrook 
2-dr., $285. 

| PONTIAC— ’56 Chieftain 
415*. °55 Chieftain (8) 


FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs- 

day. Prices are for sale of March 15.) 
(Market still holding firm, Sold 62 cars 
out of 80 offerings.) 

BUICK — ’'55 Special 4-dr., $1,625*. ’'54 
Super 4-dr., $1,300* (ps). ’53 Super Rivi- 
era, $1,100*. '52 Super Riviera, $645*. 
‘51 Super 4-dr., $405*. °49 Special se- 
danet, $170; Super 4-dr., $100*. 

CADILLAC—'53 (62) coupe de Ville, 
000* (ps); conv., $1,965* (ps); 4-dr., 
$1,675* (ps); (60) Special 4-dr., §$1,- 
750* (ps). 

CHEVROLET—’55 Bel Air (8) Sport coupe, 
$1,675* (ps); One-fifty (6) 4-dr., $1,150. 
‘54 Two-ten 4-dr., $890, 2 at $825; One- 
fifty Handyman, $775. '53 Bel Air 4-dr., 


(88) 
(ps). 


Super 4- 
"53 (88) 
Holiday, 
$830* ; 
$650*, 
$465". 


Holiday, 


(8) 4-dr., $2,- 
2-dr., $1,680*. 


$2,- 


$935, $765*; Two-ten 2-dr., $750, $710; 
One-fifty 2-dr., $685, $635. '52 SL Deluxe 
‘51 SL Deluxe 2-dr., 


4-dr., $575*, $470*. 





NEW PROFITS 
FOR YOU... 


NEW COMFORT 
AND SAFETY 
FOR YOUR 
CUSTOMERS 





Now, you can 


; dg your customers the riding comfort they never had plus added safety 
P and car contro 


You accomplish this simply by converting leaf springs to Flexion-Level. 


Only CROWN Levelators do it! They create perfect riding balance—perfect load balance 
because they distribute the weight evenly. There’s never any forward or rear sag—there’s 
never any “bottoming.” Levelators make cars stop faster and safer because they do 
away with forward pitch and “nose-dive” that comes from braking torque. Gone is the 
bump and bounce—gone is the nerve-shattering roadshock. Levelators provide the stabil- 
ity car owners need on sharp turns and on slick pavements. Most important, Levelators 
extend spring life as they improve the original riding qualities of the car. Installation 
takes a few minutes—without the use of special tools or the drilling of holes. Each set 
comes completely assembled and with easy-to-follow instructions. 


Try Levelators at our expense! Check the car, and year you want—install them—ride with 
them—and if they don’t perform exactly as we say, return them in the original package 
and we'll gladly refund your money. Mail the order form for your sample set! 


YOUR COST — $13.77 per set. Fair Trade Price — $22.95 set. 


GUARANTEED UNCONDITIONALLY FOR THE LIFE OF THE CAR 


CROWN SPRING CO., 1837-39 N. Woodstock St., Philadelphia, Pa. 





PERFECT 
LOAD BALANCE 





GREATER STABILITY 
ON CURVES 


A! 





enclose check for $ 
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A “MUST” FOR CONTINENTAL 
INSTALLATIONS 


CHECK CAR AND YEAR—USE ORDER FORM—TEAR OFF AND MAIL 


1837-39 


CONVERT AUTO LEAF SPRINGS TO 
FLEXION-LEVEL-RIDE with the NEW 


i 


‘IMED Sevet tHe Rige** 


~~ 


a+ 
— SS 
) 





Levelators con- 
structed entirely 
of Magnesium 
Steel for longer 
life and maxi- 
mum flexibility! 


Rubber Bumpers 
absorb shocks! 


“U"’ Bolt Clamps 
eliminate ‘‘siap- 
ping” when Lev- 
elators are not 
engaged! 
















THESE SAFETY-ENGINEERED 
FEATURES MAKE LEVELATORS 
SUPERIOR ON ALL POINTS 


1. Provides greater traction on wet 
or snowy roads. 
2. Prolongs life of universal joints. 


3. Stabilizes car when blowout 
occurs. 


. Adds to life of brake lining and 
brakes. 


4 
5. Increases tire mileage. 

6. Increases life of shock absorbers. 
7 


. Extends life of rear end — main- 
tains peak efficiency of automatic 
transmissions. 


. Provides 100% compensation for 
all spring deflections. 


NO FORWARD PITCH 
OR ‘“‘NOSE-DIVE” 


N. Woodstock St., Philadelphia, Pa. 


We would like to try Levelators to fit the car and year checked. We 


a 


Please ship open account. Also send catalog sheet and car guide. 


ee aOR pee eee anaes 
"5 , 
ae his sa ec) srr cet SI a ale Casseciaiaecaceed 
PACKARD with leaf # es 
Pi aa : cla cartoon mises sas a a 
P's WILLYS (Sta. Oa oe OU a A cite 


(For passenger cars [and Sports Cars} not listed, Levelators will be supptied on order at the same price.) 





$420; FL Deluxe 2-dr., $380*. °50 SL 
Special coupe, $345; SL Deluxe 4-dr., 
$305. '49 SL Deluxe 2-dr., $230. 
CHRYSLER—’53 NY 4-dr., $980* 
"52 Saratoga 4-dr., $550* (ps). 
FORD—'56 Parklane station wagon, 
200*. °'55 Fairlane (8) 4-dr., $1,900*; 
Country sedan, $1,710; Custom (6) 2- 
dr., $1,240. '54 Crest (8) Country sedan, 
$1,300*; Custom (8) 4-dr., $1,045; Main 
(6) °4-dr., $725. '53 Custom (8) 4-dr., 
$785, $750*; 2-dr., $740*. °52 Custom 
(8) 2-dr., $615; club coupe, $600. ‘51 
—s (8) 4-dr., $325*. '49 Custom (6) 
2-dr., $145. 
HUDSON—'54 Jet sedan, 
4-dr., $880. 
MERCURY—'51 
‘50 4-dr., $330. 
NASH—’54 Rambler Country club, $880. 


(ps). 
$2,- 


705. '53 Hornet 


4-dr., $475, $450, $440. 


PACKARD —’51 Hardtop, $400. 
PLYMOUTH—’55 Belvedere (8) Hardtop, 
$1,660. ‘52 Cranbrook 4-dr., $330. ’51 


Cambridge Suburban, $375. 
PONTIAC—’54 Chieftain (8) Catalina, $1,- 
365* (ps). °53 Chieftain (8) Catalina, 
$925*. '51 Silver Streak (8) coupe, $410*. 
’49 Silver Streak (8) 2-dr., $130*. 
STU DEBAKER—’52 Champion coupe, $310. 
WILLYS—’56 station wagon, $2,135. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of March 
15.) 

(Some units brought retail prices to- 


day. Consignments down, Sold 70 cars 
out of 79 offerings.) 

BUICK—’55 RM Riviera, $1,925* (ps); 
Special Riviera, $1,775*. '53 Special Rivi- 


era, $740. 
Super 2-dr., 
’49 Super 4-dr., 
$110. 

CADILLAC—’51 (62) 4-dr., 
coupe, $910*. 

CHEVROLET — '53 Two-ten 4-dr., $775, 
$700*. ’°52 FL Deluxe 2-dr., $510*. ‘51 
SL Deluxe 2-dr., $380*. "50 SL Deluxe 
4-dr., $170. 49 FL Deluxe 2-dr., $245; 
%-ton panel, $155. 

CHRYSLER—’53 Newport Hardtop, $980* 


’51 Super Riviera, $560*. °50 
$425*; Special 4-dr., $215. 
$210*. ’°48 Super sedanet, 


$700*. °50 (62) 


(ps). "52 NY 4-dr., $430 (ps). '50 iWind- 
sor 4-dr., $310. 

DeSOTO—’51 Custom 4-dr., $525. '48 Cus- 
tom conv., $140. 

DODGE—’55 Coronet (6) 4-dr., $1,200. '51 
Coronet 4-dr., $320*, $250. °'50 Coronet 
4-dr., $145; Meadowbrook 4-dr.. $125*. 

FORD—’55 Custom (8) 4-dr., $1,275, $1,- 
270; 2-dr., $1,225; Custom (6) 2-dr., 
$1,175. °54 Custom (8) 2-dr., $1,050", 
$930. °53 Custom (8) 4-dr., $830*; Main 


(6) 2-dr., $310. '52 Main (6) 2-dr., $360; 
Custom (8) 2-dr., $350. '51 Custom (8) 
2-dr., $400, $370*; conv., $325*; Deluxe 
(8) 2-dr., $130. °50 Custom (8) 2-dr., 
$285, $230. 

HUDSON — ’52 Hornet 4-dr., $570*. ‘51 
Pacemaker 4-dr., $235. 

MERCURY—’54 conv., $1,350*. 

NASH—’52 Rambler Hardtop, $500*. ‘51 


Rambler station wagon, $340*. 
OLDSMOBILE—'56 (88) Super Holiday, 
$2,790*. '52 (88) Super 2-dr., $620*. "51 
(88) Super 2-dr., $525*. '50 (88) Super 
4-dr., $310*; club coupe, $300*. 
PLYMOUTH—’55 Savoy (8) 4-dr., §$1,- 
250*. ’53 Savoy station wagon, $795. 
PONTIAC—’54 Chieftain (8) 2-dr., $860. 
’52 Chieftain (8) 2-dr., $300. °50 Silver 
Streak (8) 4-dr., $155*. 


STUDEBAKER—’52 Commander Hardtop, 


$300*; Champion club coupe, $185, $170. 
’51 Commander 4-dr., $165*; coupe, 
$150*. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues- 
day. Prices are for sale of March 13.) 

(Weather beginning to get good, and 
business is picking up. Sharp autos are 
bringing good prices. Sold 134 cars out 
of 303 offerings.) 


BUICK—’55 Super Riviera, $2,080* (ps); 
| Special 2-dr., $1,740. °54 Super Riviera, 
$1,735. '53 Special 4-dr., $845*. 
CADILLAC—'56 (62) coupe, $4,600* (ps); 
4-dr., $4,400* (ps). "55 (60) Special 4- 
dr., $3,900* (ps). '54 (60) Special 4-dr., 
$3,020* (ps). ‘53 (62) coupe, $2,200* 
(ps). °49 (62) 4-dr., $650*. 
CHEVROLET—’'56 Bel Air (8) Hardtop, 


Two-ten (8) station wagon, §2,- 
(6) 2-dr., $1,730. ‘55 

station wagon, $2,000*; 

station wagon, $1,610; Bel 
Air (8) 4-dr., $1,675*; Bel Air (6) 2-dr., 
$1,450; Delray, $1,430; 4-dr., $1,415, 
$1,380; %-ton pickup, $920. '54 Two-ten 
station wagon, $1,250. '53 Bel Air 2-dr., 
$940; 4-dr., 3910*, $900*; Two-ten club 
coupe, $685; One-fifty club coupe, $620. 

CHRYSLER — '51 Wir.dsor 4-dr., $440*; 
Traveler, $435*. °49 Royal 4-dr., $205. 

DeSOTO—’'53 Custom 4-dr., $965*. 

DODGE — ’53 Coronet Suburban, 
Meadowbrook 2-dr., $670. 

FORD—’56 Main (8) Ranch Wagon, 
160*; Fairlane (8) 2-dr., $2,115* (ps); 
4-dr., $2,010*. °55 Fairlane (8) Crown 
Victoria, $2,000* (ps); Victoria, $1,970*, 
$1,845*; Custom (8) 4-dr., $1,375. "54 
Crest (8) Victoria, $1,300*; conv., $1,- 
250*, $1,190; Custom (8) 4-dr., $1,100, 
$1,075*, $1,025; Main (8S) Ranch Wagon, 
$1,275; Custom (6) 4-dr., $820*; %-ton 
pickup, $820. '53 Main (8) Ranch Wag- 
on, $1,065*; 2-dr., $880*. ’52 Main (8) 
4-dr., $570*, $425; Crest (8) Victoria, 
$570*; Custom (6) 2-dr., $505. '51 Cus- 
tom (6) 2-dr., $450*; Custom (8) 4-dr., 
$485, $390. 49 Deluxe (8) 2-dr., $105*. 

LINCOLN — ’54 Cosmopolitan 4-dr., $1,- 
825°. 

MERCURY—’56 Montclair coupe, $2,830* 
(ps). '55 Monterey coupe, $2,300* (ps), 
$2,255*, $2,255. °54 Custom conv., $1,- 
750* (ps); Monterey 4-dr., $1,360*. °53 
Monterey coupe, $1,130". °52 Custom 
coupe, $820; 2-dr., $735*. ‘51 conv., 
$610*; 4-dr., $440. °50 coupe, $400*. 

NASH—’54 Ambassador Hardtop, $1,425*. 

OLDSMOBILE—’55 (88) Super Holiday, 


$2,415°*; 
205*; Two-ten 
Two-ten (8) 
Two-ten (6) 


$815*; 
$2,- 


$2,280* (ps); Deluxe Holiday, $2,190* 
(ps); station wagon, $2,165*. ‘54 (98) 
4-dr., $1,750*; (88) Hardtop, $1,650*; 
2-dr., $1,375. °53 (98) 4-dr., $1,290* 
(ps); (88) Super 2-dr., $1,300*; 4-dr., 
$1,100*. "51 (98) 4-dr.. $575*, $470; 
2-dr., $480*. ’50 (98) 4-dr., $300*; (88) 
4-dr., $280*; coupe, $270*. ’49 (98) 4- 
dr., $200*. 

PLYMOUTH —’'51 Cambridge Suburban, 


$530; Cranbrook club coupe, $400. °49 


2-dr., $215. 


(8) 2-dr., 
(8) 4-dr., $27: 


PONTIAC ‘51 Silver Streak 
$450. '50 Silver Streak 
STUDEBAKER ‘52 Champion coupe, 
$320*. ‘51 Commander 4-dr., $300", 
$230*. '50 Champion club coupe, $200*, 
‘49 Commander 4-dr., $225*. 
| WILLYS—’52 Aero Wing 2-dr., 
MISCELLANEOUS—'51_ Frazer 

$200*. 


$300*. 
Traveler, 


CHICAGO 


(Greater Chicago 
every Thursday. 
March 15.) 

(Market very 
for good autos. 
offerings.) 
BUICK—’'56 Century 4-dr., 

‘55 Super 4-dr., $2,075* (ps); Century 

Riviera, $1,950* (ps). '54 Super Riviera, 

2 at $1,550*; Century Riviera, $1,430*: 

Special 4-dr., $1,245*. ‘53 Super Riviera, 

$1,190*, $970*, $900*; 4-dr., $950*; RM 

4-dr., $1,060* (ps); 2-dr., $575*: Special 

Riviera, $720. '52 Special Riviera, $635* 


Auto Auction. 
Prices are for sale 


Sale 
of 


strong. Great demand 
Sold 174 cars out of 274 


$2,700* (ps). 





| PONTIAC- 


4-dr., $525. 

CADILLAC—’56 
"55 (62) coupe 
coupe, $3,375* 
"54 (62) coupe de Ville, 
$2,970* (ps), $2,905* (ps), 
coupe, $2,950* (ps), $2,745* (ps), $2,725* 
(ps), $2,700* (ps); 4-dr., $2,650* (ps) 
‘53 (62) coupe de Ville, $1,775* (ps), 
$1,750* (ps); 4-dr., $1,680* (ps), §$1,- 
655* (ps); coupe, $1,675* (ps), $1,650* 
(ps), $1,600*; (60) Special sedan, §$1,- 
660* (ps), $1,550*. °52 (62) coupe de 
Ville, $1,450* (ps); coupe, $1,400* (ps): 
conv., $1,250*; 4-dr., $1,200*. 

CHEVROLET—’55 Nomad station wagon, 
$1,925*; Two-ten (8) 2-dr., $1,375*: 
Two-ten (6) 4-dr., $1,350*, $1,350; 2-dr., 
$1,210; One-fifty (6) 2-dr., $1,070, $1,- 
050. '54 Two-ten 2-dr., $760. '53 Bel Air 
4-dr., $790*; Two- ten 4-dr., $510. ‘52 
SL Deluxe 4-dr., $450*, $315*. "51 SL 
Deluxe Bel Air, $425*: sedan, $350*. '50 
FL Deluxe sedan, $225. 

CHRYSLER—’'54 Windsor 
430°; NY 4-dr., $1,025*, 
4-dr., $1,085*, $1,000*; Windsor 4-dr., 
$875*, $430*. '51 Windsor club coupe, 
$250*. ‘50 Windsor club coupe, $240. 

DODGE—’55 Coronet conv., $1,685*. 
Meadowbrook 2-dr., $485; 4-dr. 
‘51 Coronet Diplomat, $355; 
$320. 

FORD—'56 Thunderbird, $3,200*. °55 Thun- 
derbird, $2,400*; Fairlane (8) Victoria, 
$1,590; Main (8) Ranch Wagon, $1,490; 
Custom (8) 2-dr., $1,225. '54 Crest (8) 
Victoria, $1,245* (ps). '53 Custom (8) 
4-dr., $860*; Custom (6) 2-dr.. $765; 
Crest (8) Victoria, $700. ’52 Main (8) 
aan $510; 4-dr., $245. '51 Custom 2-dr., 

fv. 

HUDSON—’56 Rambler 4-dr., 
Hornet 4-dr., $510*. 
$320*. 

IMPERIAL—’56 Southampton 4-dr., 
250* (ps). 

LINCOLN — '56 Premiere coupe, 
(ps). '54 Capri 4-dr., $1,425* 

MERCURY—’'55 station wagon, §$2,130*. 
‘53 Monterey coupe, $1,020*. 52 Custom 
4-dr., $305*. '51 club coupe, $415*; 4-dr., 
$360. 

NASH—'55 Rambler 4-dr., 
‘54 Rambler Cross 
Hardtop, $970, $950. 
$435, $350. 

OLDSMOBILE — '56 (S88) 
(ps). ‘55 (88) Holiday, 
$2,050* (ps); (98) 4-dr., 
’54 (98) Holiday, $2,020* 
(88) Holiday, $1,940* (ps), 2 at $1,885*, 
$1,690*; 4-dr. $1,350. °53 (88) 4-dr., 
$1,070*, $1,000*, $955*; 2-dr., $905. °52 
(88) Holiday, $950*, $775*; (98) 4-dr., 
$680*. ‘51 (88) 4-dr., $515*, $365*; (98) 
4-dr., $215*. ‘50 (88) 4-dr., $265*. 

PACKARD—'53 2-dr., $630*. '51 Hardtop, 
$650*. 

PLYMOUTH—’54 Belvedere 2-dr., $1,050; 
Plaza station wagon, $825. ‘52 Cran- 
brook Belvedere, $550; club coupe, $415. 

"54 Chieftain (8) 4-dr., $1,105*. 
‘53 Chieftain (8) 4-dr., $§830*; 2-dr., 
$810*, $750. '52 Chieftain (8) Catalina, 
$555*. 

STUDEBAKER ‘53 Commander 4-dr., 
$550*; Champion club coupe, $410*. ‘52 
Champion 4-dr., $300. "51 Champion 4- 
dr., $235. 


MINNEAPOLIS 


(Minneapolis Auto Auction. 
Wednesday. 
14.) 

(Market very strong on ’54s, 55s and 
older models. New-car business is still 


(62) conv., 
de Ville, 
(ps); 4-dr., 


$4,695°* 
$3,725* 
$3,150* (ps) 
$2,980* (ps), 
$2,885* (ps): 


(ps) 
(ps) 


Newport, §$1,- 
"53 Imperial 


"53 
$305. 
roadster, 


$2,000. °53 
’52 Hornet 4-dr., 


$4,- 


$3,815* 
(ps). 


$1,525, $1,175. 
Country, $1,300*; 
"52 Rambler sedan, 
conv., $2,820* 
$2,200* (ps), 
$2,150* (ps). 
(ps), $1,850*; 


Sale every 
Prices are for sale of March 





way off.) 

BUICK—'55 Century Riviera, $2,200*; 2- 
dr., $2,085*, $1,970* (ps); Special 4-dr., 
$2,150*; conv., $2,125*; Super Riviera, 
$2,020* (ps), $1,955* (ps); RM Riviera, 
$1,890* (ps). ‘54 Super conv., $1,600*; 
Riviera, $1,560*, $1,495*; Special 4-dr., 
$1,500* ; Riviera, $1,470*. ‘53 Super 
conv., $1,000*; Riviera, $940* (ps), 
$925*, $895*; RM Riviera, $900* (ps); 
Special 4-dr., $750*, $650. °51 Special 
2-dr., $420*°; 4-dr., $335*, $275; Super 
Riviera, $310. ‘50 Special 2-dr., $165. 

CHEVROLET — '56 Two-ten (8) station 
wagon, $2,100*, $2,050*. °55 Bel Air (8) 


sedan, $1,690*, $1,560*, $1,425, $1,315, 
$1,200; Two-ten (6) station wagon, §$1,- 
575; 4-dr., $1,285*. ‘54 Two-ten station 
wagon, $1,225* (ps); conv., $1,165*; 
Delray coupe, $1,010*; 2-dr., $815; Bel 
Air 4-dr., $960, $865. ‘53 Bel Air club 
coupe, $830, $750*; 4-dr., $675, $670, 
$625; Two-ten 2-dr., $655; club coupe, 
$650, $500; 4-dr., $580; One-fifty 2-dr., 
$455. °52 SL Deluxe station wagon, $600, 
$570; 4-dr., $440*; SL Special club 
coupe, $285. ‘51 SL Deluxe 2-dr., $385, 
$335*, $320*; 4-dr., $295; SL Special 
club coupe, $155. ‘50 SL Deluxe club 
coupe, $275*. 


DeSOTO—’53 club coupe, $595. 


DODGE—'54 Coronet club coupe, $760. ’52 
Coronet club coupe, $395, $340. 
FORD—'56 Custom (8) 2-dr., $1,700. ’55 


Fairlane (8) 4-dr., $1,430; Custom (6) 
2-dr., $1,215; Custom (8) 2-dr., $1,190; 
Main (6) Business coupe, $990. '54 Main 
(8) Ranch Wagon, $1,195, $1,155; Cus- 
tom (8) 4-dr., $905; Main (6) 2-dr., 
$750. '53 Crest (8) Victoria, $870, $850*; 
Custom (8) 2-dr., $700*, $640, $525, 
$500. '52 Main (8) Ranch Wagon, $725; 


Custom (8) 2-dr., $565, $395, $385, $355; 
Custom (6) 4-dr., $550, $400*. ’51 Cus- 
tom (8) Victoria, $450; 4-dr., $320, 
$305; Custom (6) 4-dr., $230, $225. ’50 
Custom (8) 2-dr., 2 at $175; Custom 
(6) 2-dr., $115. 

MERCURY —'55 Custom 4-dr., $1,555*; 
Monterey, $1,800" (ps). °'54 Monterey 
2-dr., $1,325* (ps); Custom 4-dr., $1,- 
020*, $1,010*. '51 club coupe, $165. ’50 
sedan, $145. 

OLDSMOBILE —’55 (88) 4-dr., $1,925*. 


(Continued on Page 53, Col. 3) 
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| Mishawaka Roundtable National | 
Dealer Feferman to Head Conference of Christians and Jews. | 


protherhood Dinner st The dinner honors three out- | 
Ss . — Henry Fefer- of Protestant, | 


man, president of Ben Feferman | %@nding me 


Motor Sales Inc., has been named Jewish and Catholic faiths for | 
general chairman of the sixth an-| their contributions to the two com- 








- 


Used-Car Auctions 





tgs , i 59 
nual Brotherhood Award dinner, | munities. Feferman was a Brother- | ee a eee ee 
sponsored by the South Bend-|hood award winner in 1954. | ‘54 (88) 4-dr., $1,515* (ps). ’53 (88) | 
“ 4-dr., $940*. '52 (88) 4-dr., $710*; 2-dr., | 











$680*. ‘51 (88) Super 4-dr., De- 
luxe 2-dr., $470*. 


| PACKARD—'50 4-dr., $130°. 
= PLYMOUTH — '54 Savoy station wagon, 
| $975*. '53 Cambridge 4-dr., $515, $255. 


S485*; 


i 

‘52 Cambridge Suburban, $580; sedan, 

: $105. °51 Cranbrook 4-dr., $215, $2005. 
| PONTIAC ‘55 Chieftain (8) Catalina, §1,- 
765*; 2-dr., $1,425. °53 Chieftain (8) 
Catalina, $930* (ps). ‘52 Chieftain (8) | 
4-dr., $785*, $750*, $700, $695, $675. "51 | 
Silver Streak (8) Catalina, $340*; 2-dr., 

*50 Silver Streak (S) 4-dr., $240. 


| 
$315. 


ieee - | JENISON, MICH. 


TH ee i 
4s TELL é WORLa?/ ? é; © i rete OR as (Grand Rapids Auction. Sale every Tues- | 
ME BUMPA-TEL SIGNS : TUL day, Prices are for sale of March 13.) | 
A son and © eae mane - : (Clean autos sold very well, Consign- 
~ : — me THE betas your ments in general not up to usual fine 
ee quality. Percentage of sales very good 


in spite of this. Sold 135 cars out of 193 
offerings.) 


BUICK—’'55 Super Riviera, $1,880*. ’54 
RM 4-dr., $1,465* (ps). '53 Special 4-dr., 
$715. °51 Super 4-dr., $480. °'50 Super 

|  4-dr.. $225. $165 | 

| CADILLAC—'53 (62) 4-dr., $1,705*. '52 |} 
r (62) 4-dr., $1,205*. '51 (62) 4-dr., $1,- | 
100* 


CHEVROLET 
$2.210*. '55 Bel Air (8) Sport coupe, $1.- | 


‘56 Bel Air (8) Sport coupe, | 








" . ror. ' 
ANNOUNCING BUMPA-TEL PETITE Pi te Saks, ee tee 
did > «~ ee q <— ° 04 é . 
: : ‘ 4 coupe, $1,190*; Two-ten 4-dr., $910, | 
We are now offering a Bumpa-Tel sign with a panel 12x 40 inches for those adver- $875; 2-dr., $900, $830; %-ton pickup, 
tisers who do not need as much space as is provided on our regular Bumpa-Tel Signs.| $800. '53 Two-ten 4-dr., $800, $740, $690. | 
a » ° ° CHRYSLER—’53 Windsor 4-dr., $740*. ’51 
The new Bumpa-Tel Petite is lower and blends into the body lines of most cars Windsor 4-dr.. $410*. °50 Windsor 4-dr.. | 
producing a very neat appearance. It is offered at the same price. In ordering be sure $175* .. 
and state Bumpa-Tel Petite. DeSOTO—'53 Custom 4-dr., $810* (ps). | 
°51 Custom 2-dr., $360 } 
os . ° ° ° DODGE—'54 Coronet 4-dr., $990*. ’53 Cor- 
Mount or Dismount Your Sign in Seconds Without one: 2-ar..s705*. '51" Coronet 4-ar., | 
$240*, 
"= | 
FORD—’55 Fairlane (8) Victoria, $1,.695*; | 
Tools, Absolutely No Damage to Car. DRD—'55 Fairlane (8) Victoria. $1.695°; | 
Ws 395; § - - 
® Mounted or Dismounted in Seconds* 320° 1.200" "BA Guu ‘sy ca” 9n38. 
® Polished Aluminum Frames ° Sheet Stee! Face $900. °53 Custom (8) 4-dr., $770, $710: 
® Sign Legs Telescope Into Non-Visible Brackets Mounted (Main (8) 2-dr.. $640. '52 Custom (8) 
hing Gunper Guards 4-dr., $495. '51 Custom (8) 4-dr.. $430, 
$425. °50 Custom (8) 4-dr., $275, °49 
® Does Not Interfere with Operation of Trunk Lid Custom (8) 4-dr.. $175, $160. 
* After original Installation. State Make and Model When Ordering. ME RCURY—'54 Custom 4-dr. $1,.610*. '53 
bi Custom 2-dr., $760*. °50 Custom 4-dr., 
. . ; ; a. 
Now Offered in Four (4) Options, Unlettered at $12.50, S31 io foar S200 S175 sow. ont 
. 4 “oo a. vo Bs -¢€ ee 4 e oo 
Lettered at $16.50, Lettered and Reflectorized at $21.50, = ss) s-ar.. si.s60*. °53 (88) 4-ar., S1.- 
- . O85*, $1.075. '51 (S88) 4-dr., $485*. °50 
Lettered on Full Scotchlite Background, the Top Sign for (<2) ¢:a-. s200*. 149 (88) dar, $170*. 
. PLYMOUTH—'55 Plaza (6) 2-dr., $1.075 
Night Use at $26.50. ’54 Cranbrook 4-dr., $720. '53 Cranbrook 
2-dr., $520. °52 Cranbrook 4-dr.. $360, 
F.0.B., MOUNDS, ILLINOIS $310. °51 Cranbrook Savoy, $435. ‘50 
2% Discount For Check In Full With Order. Svecial Deluxe 4-dr.. $305, $225, $195 
PONTIAC ‘55 Star Chief (8) Catalina, 
4 : $1.760*. °53 Chieftain (8) 4-dr.. $705*. 
Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, (53° Gnieriain (3) 4-ar., $460*. ‘51 Silver 
Streak (8) 2-dr., $310*. ’50 Silver Streak 


Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile, 


(8) 4-dr. $275*. $225*. 
Hudson, Nash, Packard and Studebaker. STUDEBAKER—'55 Commander 4-dr., $1.- 
O7TH* ‘°52 4-dr $370*. °51 2-dr., $165* 
MISCELLANEOUS—'50 GMC -ton pick- 


We will accept telephone calls collect on orders io 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 


103 NORTH BLANCHE MOUNDS, ILLINOIS 
102 Phone No. 498 


$310 


DANVILLE, VA. 


‘Danville Auto Auction,’ Sale every Wed- 
nesday. Prices are for sale of March 14.) 

(Demand very heavy. Entries light due 
to rain. Seld 90 cars opt of 126 offer- 
ines.) 











BUICK—’51 Super 2-dr., $460*: RM Rivi- 

= era. $260*. ‘50 Special 2-dr., $405*. $305: 

4-dr., $380. °49 Super 2-dr.. $200; RM 
?-dr.. $115* 

CADILLAC—'50 (62) 4-dm, $700*. °49 (62) 
2-dr.. S$465* 

CHEVROLET —'55 Two-ten station wagon, 
$1 320: 4-dr., $1,405*, $1,325: conv... $1,- 
435: Bel Air 4-dr $1,300. °'54 Bel Air 
4-dr.. $960* ’53 Bel Air 2-dr., $830; 
Two-ten club coupe, $790*; 2-dr.. $560 
'52 SL Deluxe 2-dr., $505. °51 SIL De- 
luxe 4-dr.. $480: 2-dr $400. °50 SL 
Deluxe 2-dr., $310, $230; 4-dr., $405, 
$240. '49 FL Deluxe 2-dr., $275. 

CHRYSLER—’51 club coupe, $355. 

DODGE — '55 Coronet 4-dr., $1.285. °53 
Coronet 4-dr., $660*. '48 %-ton pickup, 
$210. °47 4-dr., $125. 

FORD—’'56 Custom (8) 2-dr., $1.600. °55 
Custom (8) 2-dr., $1,340. °54 %-ton 
pickup, $750. ’'53 Crest (8) Victoria, 
$985; Custom (8) 4-dr.. $705; Main (6) 
2-dr., $500. °52 Custom (8) 4-dr., $595 
(Olds motor). °51 Custom (8) 2-dr., 
$405*, $310 (Olds motor); Deluxe (8) 
2-dr., $315. '50 %-ton pickup, $380; Cus- 
tom (8) 4-dr., $305, $295: 2-dr., $270, 
$240: Deluxe (8) 4-dr., $215, $165. 

HUDSON ’52 Hornet 4-dr., $400*. °51 
Hornet 4-dr., $260*. 

NASH—’51 2-dr., $140 

OLDSMOBILE—'52 (88) 2-dr., $545. ‘50 
(88) 4-dr., $485*, $400*, $305*; club 
coupe, $300; 2-dr., $370*, $360*, $335. 
'49 (88) 2-dr., $155*. 

PACKARD—’51 4-dr., $355*. 

| PLYMOUTH—’53 Cranbrook 2-dr., $660; 


| Cambridge 4-dr., $315. °52 Cambridge 
| 4-dr., $370. '51 Cambridge 2-dr., $330. 
PONTIAC—'54 Chieftain (8) 4-dr., $1,005*. 
| °53 Chieftain (8) 4-dr., $835*. ’52 Chief- 
| tain (6) 2-dr., $405. °51 Silver Streak 
(8) 2-dr., $320*. °50 Silver Streak (8) 
4-dr., $205*, $200*. °49 Silver Streak (8) 
4-dr., $280*. '48 Torpedo (8) 2-dr., $145; 
club coupe, $120. 


ton pickup, $1,000. ’51 Henry J 2-dr., 
$110. 
- * * 


— Auctions in Brief — 
INDIANAPOLIS 


Ken Schaefer Auto Auction. Sale every 
Thursday (March 15). Weather cold but 





Jum laysbar Oa sunny. A tremendous volume of exception- 
SS ally clean cars pushed our market higher 
‘ today. Demand very great. 
"He belonged to an old holy-man who only rode him a few * * * 
careful miles to the temple on feast days. HARRODSBURG, KY. 
That's a YUK .. . or is it? You're an honest merchant, doing an honest job, while Blue Grass Auto Auction. Sale every 
the public's laughing AT you, not WITH you! Tired of looking like you're in the “used || Thursday (March 15). A fair day and a 


good sale. Ninety-seven cars consigned, 70 


car racket?"' 
sold. 


Then “would you take’ a proven, respectable (and profitable) way to sell used cars 
that is NOT a guarantee, NOT a free trial, NOT just an advertising stunt? The method 
| want to sell you has worked (and been improved upon) over a 25 year period... 
now | think it's time to let other dealers in on it. Exclusive franchise for your area, of 
course . . . first in gets it. Want to gamble an air-mail stamp on details? Then decide 


* * * 


FORT WAYNE, IND. 


Fort Wayne Auto Auction. Sale every 
Tuesday (March 13). Prices were up con- 





| 


MISCELLANEOUS — ’56 International %- | 


90% of Your Work 
Can Be Handled by This 


PORTABLE 


Infra-Red 
DRYER 


THIS NEW TRIPPE 
IR-7 DOES A 
WONDERFUL JOB! 


Makes money for you immediately. « Low in 
cost, it ties up mighty little capital. e Famous 
Trippe 3-switch controls lights from 1 to 7 
bulbs in any combination. 


To Get the Story —Ask Your Jobber 
Or Write Us Now 


TRIPPE MFG. COMPANY vep:. s 


218 N. Jefferson St. Chicago 6, Illinois 











for yourself. Write DICK LEWIS, the Automobile Dealer, 600 E. 4th, Olympia, Washington. siderably and there was a big demand for 


good autos. Sold 50 out of 61. 


MONDILAUND 
WELDING NUTS 


-«e Make Tough Jobs Easy! 


If you’ve got a product involving metal fabricating, 
fastening or assembling, chances are you can use Mid- 
land Welding Nuts to big advantage. 


They come in all sizes for every-sized job. Welded 
to the part or parts concerned, they don’t have to be 
held while bolts are turned into them. Thus one man 
can often do the work of two. 


And they’re indispensable when it comes to those 
tucked away, hard-to-get-at places. Welded in advance 
to those inside spots where it is difficult—or impossible— 
for hands or tools to reach, Midland Welding Nuts hold 
fast while bolts are turned into them. 


If you’re a designer, you'll want to know about these 
time and labor-savers, too. Midland Welding Nuts will 
solve and simplify many of your problems, too. 


Write or phone for complete information! 


The MIDLAND STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Avenue * Detroit 11, Michigan 
Export Department: 38 Pearl St., New York, N. Y. 
Manufacturers of 
Automobile and Truck Frames ° Air and Vacuum Power Brakes 
Air and Electro-Pneumatic Door Controls 





54 


Full Branch for Mack 


Formed at Charleston 


PLAINFIELD, N. J.—L. E. Min- 
kel, general sales manager of Mack 
Trucks, Inc., has announced that 
Charleston, W. Va., has been es- 
tablished as a separate branch of 
the company because of expand- 
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|ing use and acceptance of Mack 
| trucks and buses in the area. 


Previously, Charleston was a sub- 
branch. E. C. Parker, manager of 
the Charleston sub-branch and 
wholesale representative, has been 
promoted to district manager at 
Pittsburgh. Howard Freeman has 
been named manager of the| 
Charleston branch. 
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time 


to hang your hat 


on a new 


peg! 


HERE'S WHY: CURRENT FACTORY REFORMS ARE MAKING 
DEALERSHIPS MORE ATTRACTIVE THAN EVER BEFORE! 


Many of the problems that have burdened new car dealers 
are fast being cleared up. Recent headlines announce . . . 


@ elimination of phantom freight rates, 


for the bootleg problem! 


e curtailment of unsound credit terms, which raise Cain 


with future markets! 


e factory agreement to buy back obsolete parts! 
@ new long-term dealer agreements, making your invest- 


ment far more secure! 


LACK CAPITAL? 


DON’T LET THAT STOP YOU! 


largely responsible 


The help you can get 


operation . . 


You will be surprised at the small amount of capital it takes 


to get into the automobile business! If you have the neces- 


sary qualifications, a modest outlay is all that’s needed to 


swing your deal! WRITE US TODAY! 


WE CAN HELP YOU! 


If you're looking for a profitable change . . . whether a new 


dealership or a different dealership . . 


good spots for you. Daily, from all parts of the country, we 


For complete details, 
in strictest confidence, 
write, wire or ‘phone... 


‘ 


A COMPLETELY CONFIDENTIAL SERVICE FOR ALL AUTOMOBILE DEALERS 


. we know of many 


AUTOMOTIVE ENTERPRISES 
Detroit 38, Michigan e 


10600 Puritan Ave. 


hear from dealers who want to sell or move up to larger 
operations. Available across the U. S. are all sizes of dealer- 
ships for all makes of cars. WRITE US TODAY! 


THERE’S NO GAMBLE IN IT! 


needn't stop after you’ 
ERAL ASSISTANCE PROGRAM assures you a profitable 
. by furnishing you UNLIMITED ADVISORY 
SERVICES, ranging from merchandising counsel through 
credit and collection systems from acting as your confiden- 
tial “right hand” here in the Motor Capital to quick bulk 
disposal of used cars in foreign and domestic markets. 


AT YOUR SERVICE! 


AUTOMOTIVE ENTERPRISES, the first and only automo- 
bile dealership service is not a broker. It is a personal, 
confidential service for automobile retailers. The company 
is headed by R. J. Young, whose 30 years’ experience in 
every phase of automobile retailing . . . through both good 
times and bad . . . is your assurance of knowledgeable and 
understanding assistance. 


But Many Defend Forgi 


Makers Seen 


Swinging 


To Cast Crankshafts 


(Continued from Page 43) 


that one forging authority claims 
an advantage even on this point. 
“With the added metal removal,” 
he says, “you buy good balance 
control.” The implication, ap- 
parently, is that through the neces- 
sity for machining all over, the 
forged crank offers an opportunity 
to pinpoint areas of unbalance and 
then proceed with precision balanc- 
ing which is beyond that normally 
attained in a large production run 
of cast cranks. 
* * x 
HEVROLET, which has one of 
the industry’s most modern and 
efficient press-forging facilities at 
its Tonawanda (N.Y.) plant, offers 
a prime example of what can be 
done in designing a compact engine 
around a forged crankshaft. 
When the Chevrolet V-3 was | 
being designed, its length was 
determined by the crankshaft 
length. After adding the widths 
of main bearings, connecting rod 
bearings, crank arms, bulkheads, 
etc., the crankshaft length was 
computed, and from this, the 
length of block was decided. 
Chevrolet engineers assert that 
the steel forged crankshaft in their | 
V-8 is 1% inches shorter than it 
would be if it were cast, which 
means that the entire engine is 
that much shorter. 
Since they were able to shorten 
the cylinder block a corresponding 


is “considerably lighter in weight.” | 
* * * 


HEVROLET makes full use of 
its new forging processes to 
reduce the draft angles of the 
crankshaft. This simplifies the 
cheeking process, reduces the 
amount of machining required and 
leads to minimum stock removal in| 
finishing the crank. 
Cheeking the sides of the Chev- 





from AUTOMOTIVE ENTERPRISES 
ve found your dealership. Our GEN- 
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| tubes, 4 
| well as where a venturi effect is 
| required, such as im carburetors, he 
| said. It also can effect savings in 
accumulators, strainers, dryers and 
|many other refrigeration and air- 


rolet crank arms and counter- 
weights can be held to plus or 
minus 0.010 inches, while cast un- 
cheeked counterweights are said 
to réquire a minimum of 0.040 
inches—which necessitates addi- 
tional length at each crank arm 
to allow for grinding-wheel clear- 
ance. 

The cast crankshaft counter- 
weights reportedly may warp out 
of shape, necessitating a “qualify- 
ing” operation—or, in effect, cheek- 
ing to clear the crankshaft grinder. 

According to Chevrolet, it would 





Spinner’s Product— 

This accumulator drier with an extruded 
orifice was fabricated by the new alumi- 
num-spinning process introduced by Whit- 
ing Tubular Products, Inc., of Detroit. The 
process, Whiting says, makes it possible 
to substitute low-cost aluminum for copper 


in many parts. 
a 


Spun Aluminum 
Offers Savings 


On Tubular Parts 


DETROIT. — Savings ranging up 


|to 33 percent for many tubular 


parts can be effected in the manu- 
facture of automotive, refrigeration 
and air-conditioning equipment by 
using spun aluminum processes, 
claims Whiting Tubular Products, 
Ine. 

According to Richard L. Whiting, 


| director of sales, the new and pat- 
| ented processes are similar to those 
|for spinning copper, but compen- 


sate for the different character of 
the two metals. This, he said, 
makes possible for the first time 
the spinning of aluminum in high- 


| volume production runs, both regu- 
|lar and in offset. 


The spun aluminum process 


| makes possible substitution of the 
| cheaper metal in such automotive 


integrals as overflow and vent 
and other similar parts, as 


conditioning assembly components, 
he said. 
The new method also enables 


| spun parts to be held to very close 


tolerances without costly machin- 
ing, Whiting said. 

“Although aluminum has _ been 
spun at various times before,” 
Whiting said, “most processes were 
too slow, cummbersome or costly in 
other respects to make the opera- 
tion economical. Until recently, it 
has been more practical to spin 
copper, despite its much greater 
cost. 

“However, because of the scarcity 
of copper, its relatively high cost 
and a fluctuating pricing structure, 
many manufacturers have been 
taking longing glances at the possi- 
bilities of substituting aluminum 
for copper wherever possible,” he 
said. 








| be necessary to allow about 0.090 


inches on each side of the counter- 
weights to eliminate all necessary 
cheeking operations. 
* * *~ 
7; A company with Chevrolet’: 
forging facilities, this require- 
ment would have offset the princi- 
pal advantage of a cast crank- 
shaft, which, in the view of Chev- 
rolet, was the elimination of cheek- 
ing operations. 

It allegedly still is necessary to 
make allowances on a cast crank- 
shaft for tool-bit clearance to the 
rough surface of the casting, even 
though the casting draft angle is 
smaller than that for a forging 

In contrast, on the forged 
shaft, Chevrolet reports that 
after the cheeking operation, it 
is possible to grind the pins to 
a position very close to the ma- 
chined surfaces, which is said to 
be impractical with a cast sur- 
face. 

To Chevrolet engineers, another 
important advantage of a forged 
crankshaft is that it permitted 
them to use the stronger steel (in 
comparison with cast alloys) of 
higher modulus. This, in turn, 
allowed the use of small crankpins. 

A pro and con discussion of this 
sort may appear to imply that a 
number of competent and able men 
are contradicting one another and 
challenging the line of reasoning 
laid down by the “other fellow.” 


‘Cast Vs. Forged’ Attitude 


Altered by Circumstances 

O AN extent, this is true, but 

there is equal truth in the plain 

fact that crankshaft design and 
manufacturing techniques must be 
judged according to the require- 
ments and “facilities in being” of 
the individual company which is 
making a decision. 

For this reason, what is best 
for one maker at any given time 
may not necessarily be most suit- 
able for another whose engineer- 
ing and manufacturing cost 
analyses will be predicated on 
entirely different assumptions. 

Design objectives and production 
facilities vary, and so must crank- 
shaft design and manufacturing 
techniques vary, to conform with 
individual requirements. 

In judging the relative merits of 
cast vs. forged crankshafts, a 
generalized appraisal can _ serve 
only as a guide to the points of 
investigation. 

co x * 

O THOSE who may wish to 

oversimplify this comparison, it 

well may seem that the preponder- 
ant weight of engineering ad- 
vantages lies with the forged 
crankshaft while the manufacturing- 
cost considerations generally favor 
east crankshafts. 

Others may turn this statement 
around and assert that modern 
forge facilities and machining 
methods will give the cost ad- 
vantage to the forged crank 
and, from an engineering stand- 
point, the cast crank is better 
suited to further current engine 
design trends. 

For those who accept this latter 
line of reasoning, it may be well to 
warn of the need for careful deline- 
ation between reasons which led to 
a change and advantages gained 
once a change has occurred. 

Fundamentally, then, it may be 
agreed that even for those com- 
panies which once used forged 
crankshafts and now proclaim the 
all-around superiority of the cast 
crank, the prospect of cost savings 
was the chief factor in the decision, 
with the several engineering 
“pluses” being in the category of 
incidental benefits or a “bonus” 
which made the decision all the 
more palatable. 


Chevrolet Plans 
Ohio Warehouse 


CINCINNATI.—A new parts 
warehouse and Chevrolet zone 
sales office will be built near here 
to serve dealers in Ohio, West Vir- 
ginia and Kentucky, according to 
T. H. Keating, Chevrolet general 
manager. 

The building will replace Nor- 
wood (0O.) facilities which now 
house the Cincinnati zone offices. 
More than 5,000 items will be 
stocked in the warehouse and Olds- 
mobile and Pontiac dealers also 
will be served. The structure will 
be of one-story brick and will be 
completed in the late summer of 
1956, Keating said. 
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-Lawsuits Affecting Dealers ... 





By Leo T. Parker 
Attorney at Law 

TILLIAM Ballard, Cincinnati, 
W asked: “What is the legal duty 
of an automobile dealer, 
ases and repairs automobiles, to 
yeep the floors clean? What I 
rally want to know is whether an 
gitomobile dealer is liable in any 
way for injuries sustained by a 
qustomer who slipped on a greasy 
foor after getting out of his car 
which he had driven 
garage for repairs?” 

Last month a higher court 

endered an important decision 
which clearly answers this last 
question in the affirmative. Also, 
this court held that the dealer 
must prove he kept his floors 
clean and reasonably safe to 
avoid injuries to customers who 

drive their automobiles into a 
service station for any purpose. 
Otherwise, he is negligent and 
liable in damages for injuries 
sustained by customers. 

For illustration, in Anaple_ v. 
Standard Co., 124 N. E. (2d) 128, 
it was shown that an automobile 
owner named Anaple drove his 
automobile on a lubricating rack 
and alighted from his automobile. 
Before reaching the rear of the 
automobile, he slipped on some oil, 
fell to the cement floor and was 
severely injured. Anaple sued the 
dealer for heavy damages claiming 
that he was liable for the injuries 
which were caused by carelessness 
and negligence in not properly 
keeping the floor in a clean and 
safe condition. 

During the trial Anaple testified 
that the grease on which he slipped 
consisted of a “heavy grease” 
which had been used for lubricating 
shacklebolts and lubricating joints. 

























\Dealer Held Liable 


The lower court held the proprie- 
tor liable in heavy damages to 
Anaple and said: “In order to 
prevent, remove or warn against a 
grease spot such as that involved 
in the instant case, the operator of 
a lubritorium would have to either 
have such grease mopped up as 
fast as it fell, or keep customers 
away from the lubritorium and 
have cars driven into and out of 
it only by his employees.” 

However, it is interesting to 
note that the Supreme Court 
reversed this verdict and held 
that the testimony did not prove 
conclusively that Anaple’s injur- 
ies resulted from the sole negli- 
gence of the proprietor. 

In this respect the court said: 
“Whether the duty of ordinary 
care, requires such proprietor to 
prevent, remove, or warn against 
a particular hazard will necessarily 
depend on factors such as the 
potential hazard involved, the op- 
portunity which such customer 
apparently would or would not have 
to avoid that potential hazard by 
the exercise of ordinary care, and 

e practicability of preventing, 

moving or warning against such 
hazard. 

For comparison, see Parras vs. 
Stadia, 160 Ohio St. 315. This court 
Said: “Everybody knows that in a 





Herb’s Signs with Hudson 
Herb’s Auto Sales at 1818 
Second St. S. W., Rochester, 
Minn., has been named a new 
Hudson dealership. Herbert W. 
Davison is the dealer. 





_ Of your nearest. 
representative. 


who | 


into the | 


Court Decisions 


lubritorium where automobiles are 
greased and lubricated there is 
|bound to be oil and grease around 
and it is not the duty of persons 
in control of such lubritorium to 
constantly keep moppers and clean- 
|ers wiping up the oil and grease 


jas fast as it accumulates.” 

Stop Sign Accident 
ECENTLY a higher court ren- 
dered an unusual 
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decision to} 





the effect that a city which removes 
a stop-sign is liable in damages 


mobiles which collided at the street 
| intersection. 

For example, in Irvin vs. City 
of Pomona, 273 P. (2d) 539, it 
was shown that city officials re- 
moved a stop-sign to repair it. 
One Irvin was seriously injured 
in a collision with another auto- 
mobile, driven by one Pad, at the 
intersection from which the stop- 
sign had been removed. 

In _ subsequent litigation, the 
higher court held the city liable 
in damages to Irvin, saying: 

“By temporarily removing the 
stop-sign the city created a danger- 
ous condition. It follows naturally 
that the removal of the stop sign 
was the proximate cause of Pad 
entering the intersection without 
first coming to a complete stop. 
Had the stop sign been in its 
proper position Pad would have 
obeyed the iaw, made a complete 
stop and thereby prevented the 
accident.” 


Pa * * 
Court Decision Hurts 


Minn. Fair-Trade Act 

ST. PAUL. Efforts to enforce 
Minnesota’s fair-trade act have 
been suspended pending revision of 
the statute, according to Howard 
Gelb, special assistant to the attor- 
ney general. 

Gelb said a recent court decision 
made it “next to impossible” to 
|enforce the law. In the decision, a 
judge refused to enjoin a St. Paul 
supermarket chain from selling so- 
called “loss-leader” items below 
cost. 


Freight Tonnage ; 
Up 13% in January, 
ATA Check Finds 


WASHINGTON. — Truckloadings 
of intercity general freight in Jan- 
|uary were up 12.9 percent over 
|January of last year and 3.4 per- 
}ecent over December, 1955, accord- 
ing to the American Trucking 
Assns. 


The unadjusted monthly figures | 


are based on a survey covering 
approximately one-third of all 
|Class I intercity common carriers 
|}of general freight. During January, 
|1956, the 351 operators included in 
| the 
|tons compared to four million tons 
|in January, 1955. All geographical 
| regions registered increases for 
| January, 1956. 

January tonnage figures by 
regions, (1956 vs. 1955): New 
England, 29 carriers; 234,185 tons 
vs. 202,643; up 15.6 percent. Middle 
| Atlantic, 61 carriers; 626,740 tons 
vs. 520,745; up 20.4 percent. Central, 
110 carriers; 1,717,212 tons vs. 1,- 
539,421; up 11.5 percent. Southern, 
47 carriers; 593,035 tons vs. 525,- 
|982; up 12.7 percent. 
| Northwest, 24 carriers; 392,933 
tons vs. 319,735; up 22.9 percent. 
Midwest, 26 carriers; 214,379 tons 
vs. 188,932; up 13.5 percent. South- 
west, 20 carriers; 443,002 tons vs. 
419,067; up 5.7 percent. Rocky 
Mountain, 13 carriers; 104,864 tons 
vs. 100,745; up 4.1 percent. Pacific, 
21 carriers; 190,355 tons vs. 182,- 
342; up 4.4 percent. 


Hertz Goes 


International 


CHICAGO. — Hertz Rent A Car 
System has established an inter- 
national division to facilitate 
handling of reservations for foreign 
deliveries. 

Cars may be rented and reserved 
in the U. S. and Canada and picked 
up for use in any of 82 cities in 
20 foreign countries. 
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Oxnard (Calif:) Dealers 


Vote to Close Sundays 
OXNARD, Calif. — The 17 mem- 


bers of the Motor Car Dealers of | 


Oxnard have voted to close Sun- 


AUTOMOTIVE NEWS, MARCH 26, 1956 


| A .member of the Oxnard group, 
| A. J. Dingeman (Ford), recently re- 
ceived a Ford Motor Co. Four- 
Letter award for 1955. The dealer- 
ship was commended for “sound 
finances, efficient management, al- 


days. The organization includes 
both new and used-car dealers. 
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ONLY 7 MOVING PARTS 
FRONT WHEEL DRIVE 


Germany's most Sensational Low Priced Car 


Product of the Auto Union 


A few profitable, select franchises still available. 
Write or Telephone. 


Peter Satori Co., Ltd. 


Importer & Distributor, West of Mississippi 


325 W. Colorado St., Pasadena 













Ryan 1-8362 


Top Quality 
Front-End Unit 
that Fits 
Every Car— 
and Every 
Pocket! 


You already have the men and facilities to install 
automobile air conditioning. You have the prospects 
—more of them this year than ever before! So, 
why not get in on the PROFITS to be had? 


But do it right. Offer FRIGETTE—a sturdy, high- 
capacity unit that mounts quickly and easily in 
the front, with the evaporator case beneath the 
dash to save valuable trunk space. FRIGETTE fits 
95% of all cars and trucks, with two-man installa- 
tion requiring less than three hours. 


FRIGETTE is engineered to a standard, not a price. 
Its LeHigh compressor is the only one specially de- 


signed for automotive use. Yet its cost is such that 
every interested prospect can afford to buy! 


MAIL THE COUPON NOW FOR THE FRIGETTE STORY! 


SCCCSHSSCSCOSSSSSSSSSSeeseeeeeeeeeeee 


frigiquip Corporation 
P.O. Box 7205 

Oklahoma City, Okla. 
NAME 
FIRM 
ADDRESS 


CITY ZONE 
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SEND ME THE FRIGETTE FACTS! 
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STATE ; 


ways competitive spirit and com- 
pletely modern facilities 
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On the Financial Front. . . 





| year ended March 31, 1955. Nine 
Anal sts Kix ect 1956 month sales were $21,103,000 and 
earnings were $555,000. 


To Eclipse 1955 Highs 


AST year was a record breaker 

and 1956 promises to be even 
better, despite an easing tendency 
in autos, according to Standard & 
Poor’s Outlook. 

The financial publication fore- 
sees a gross national product of 
more than $400 billion, the high- 
est in history and a 4 percent 
gain over 1955. 

However the cate of increase is 
likely to be much slower this year, 
| Standard & Poor's says, noting that 
|1955’s gross national product was 
|7% percent ahead of the previous 
| year’s. 

The publication contends that the 
slackening, which the Federal Re- 
serve Board has sought to accom- 
plish through a restrictive credit 
policy, should greatly minimize 
the chances of a “boom-bust” 


| threaten. 

i a * * 

Cr SEES a high, relatively stable 
level of activity through the 

spring, a moderate setback in the 

summer, a renewed rise in the fall 

and a firm and improving picture 

at yearend. 


Standard & Poor’s says that the 
easing in automobile and _ resi-~ 
dential building: is: being offset by 
strength. elsewhere and predicts 
that the threes majer purchasing 
groups — individuals, business and 
government — will spend a bit 
}more this year thar last. 


It notes that states and muni- 
cipalities are increasing outlays 
for roads and schools, that 
Federal spending is rising and 
that business has charted record 
expenditures for new plant and 
equipment. 
| This heavy spending presages a 
|good employment picture despite 
current automotive layoffs, the 
publication says. It believes that 
manpower and productive capacity 
| will be close to maximum and that 
|personal income is headed for a 
new high. 
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TANDARD & POOR’S says that 
any appraisal of 1956 must take 
notice of a possible reduction in 


Calendar 


Continued from Page 10) 


General 

March 24-April |—General Motors Motor- 
ima v Auditoriur San Franciseo 

March 27-29 Canadian Automotive 
Wholesaler & Manufacturers Assn 
King Edward Hotel, Toronto 

April 11-14 Middle Atlant Re 
Pr adeionia 

April 16-20 — New York's annual Safety 
Convention and Exposition, Hotel Stat- 
ler, New York, 

Apr. 19-29—General Motors Motorama, 
National Guard Armory. Boston 


April 21 - May 2—38th International Motor 
Show, Turin, Italy. 
April 23-24—American 

nual Meetina Hotel 


Zinc Institute An 


Statler, St. Lo 


April 28-May 6—International Automobile 
Show, Exhibition Hall, Coliseum, New 


June 3-8— Society of Automotive Engi- 
neers Summer Meeting, Chalfonte-Had- 
don Hall, Atlantic City, N 


June 11-15—National Plastics Exposition, 
New Coliseum, New York, 

June 14-17—1956 National Truck, Trailer 
| and Equipment Show, Great Western 
| Exhibit Bldg., Los Anaeles. 

July 18-19 Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 

Sept. 20-22—Automotive Parts Rebuilders 

ation Convention and Trade Show, 
yewater Beach Hotel, Chicago. 

Sept. 21-29 International Commercial 
Motor Transport Show, Earls Court, 

| London, England. 
| Oct. 4-14 Par Auto Show, Grand 
j Pala Paris, 

Oct. 10-12 — National Transportation 
Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 

| Oct. 17-27 — International Motor Show, 
| E Court, London, England, 


arls 
Nov. 1-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 8-9—National Fuels and Lubricants 
Meeting, Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Jan. 14-18—Annual Meeting, 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn. Hotel Del 
Coronado, San Diego, Calif. 


Society of 








which an unbridled fast rise would | 


| 





personal income taxes and the at- 
tendant jump in disposable income. 
The pressure of an election year is 
cited as a “possible overwhelming 
consideration” in the tax-cut pic- 
ture, 

The publication also notes that 
the FRB credit policy, which 
now is on the restrictive side, 
is flexible enough to change 
quickly if it appears that busi- 
ness needs credit stimulants. 
Standard & Poor's also points 

out that there is every assurance 
that the Administration stands 
ready to assist business, but notes, 
“Our present projections do not in- 
dicate that such help will be re- 
quired, at least during 1956.” 


Motor Wheel Nets 
$2,990,353 in °55; 
Wheels Up 59 Pet. 


Motor Wheel Corp., Lansing, has 
reported 1955 net 
$2,990,353, according to the annual 
report. This compares with 1954 
net earnings of $1,729,458. 


Sales in 1955 were $78,595,517, 
compared with $53,873,726 in 1954, 
an increase of 46 percent. Net 
earnings for 1955 represented a 
return of 3.80 percent on _ sales, 
against 3.20 percent for 1954. 

Sales of passenger car wheels, 
hubs and drums increased 59 per- 
cent over 1954, the company said. 

Motor Wheel said it is continuing 
its program of accelerated auto- 


mation started two years ago. 
ad a * 





Clark Sales, Earnings 


For 1955 Set Records 


Clark Equipment Co., Buchanan, 
Mich., has reported that sales and 
earnings set alltime records in 1955. 
Sales were 48 percent ahead of 1954 
and earnings climbed 67 percent. 

The company earned $9,535,626 on 


|gross sales of $150,689,688. The 1954 


figures were $5,710,986 and $101,- 
983,120, respectively. 


Crowell-Collier Shows 


$773,917 Profit for °55 


Crowell-Collier Publishing Co. 
climbed into the black last year 
with a net profit of $773,917. The 
company showed losses of $2,419,539 


in 1954 and $4,009,827 in 1953. 
President Paul C. Smith said 
combined revenues from magazine 


advertising, magazine circulation 
and book sales totalled $69,443,000, 
an increase of $5,412,000 over 1954. 


Modine 
Modine Mfg. Co., Racine, Wis., 


reported that sales and earnings for 


e 










Detroit Dealers Win DeSoto Sales Awards— 


Dave R. Crandall, center, DeSoto central zone manager, presents silver platter to 
Sid Brand, Leo Adler, Inc., for placing first in zone sales in 1955. Three other De- 
troit dealers also received platters. From left are A. B. Nielson; DeSoto general sal 
manager; Brand; Ed Start, A. D. Stuart Sales and Service, ninth in sales; Crandall; 
Glenn Walker, Glenn Walker, Inc., third in sales; Lloyd Heussner, Louis Rose Highland 
Park Co., eight in sales; and E. G. Bath, Detroit regional manager. 


earnings of | 


| the nine months ended. Dec. 3 
|exceeded the figures for the entir 


* * * 


Western Auto Suppl 
Western Auto Supply Co., 1955 
vs. 1954: Earnings, $5,004,575 and 
$4,028,303. 
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Associates Reports Netting 


Record $19 Million in °55 

Record earnings of $19,004,135 in 
| 1955, a 21 percent increase over 
| 1954, were reported by Associates 
|Investment Co. and _ subsidiaries. 
| Previous high earnings were $15,- 
| 679,790 in 1954. 

The 1955 volume was $1,560,672 
229, a 47 percent increase over the 
1954 volume of $1,058,501,445. 

* of z 


|Seiberling Profits Zoom 


\In Record Sales Year 
Seiberling Rubber Co.. reported 
1955 was its biggest year of sales 
and one of its best years of profit. 
J. P. Seiberling, president, said 
| in the annual report that 1955 
| net sales were $45,987,064, up 28 
| percent from the $35,714,299 re- 
ported for 1954. Net profit was 
$1,127,085, more than five times 
greater than the $215,789 earned 
in 1954. 


* * * 

Dover 
| Dover Corp. and_ subsidiaries, 
1955: Net sales, $27,053,000; net 
| profit, $2,459,000. 

* + * 


($15 Million ’55 Sales 
Reported by Gabriel 


Gabriel Co., Cleveland, has re- 
| ported 1955 net sales of $15,295,612 
| as compared with $18,310,269 in.1954. 


Net income after taxes totalled 
| $262,923, against a net loss of $23,- 
| 891 in 1954. Fourth quarter net sale 
were $4,990,750 contrasted with $3,- 
856,413 in 1954, while net quarterly 
income was $193,018. For the last 
|quarter of 1954, the company re- 
ported a net loss of $113,193. 


Olin Mathieson Profit 


Hits $44,558,000 in °55 


Olin Mathieson Chemical Corp., 
| New York, has reported 1 net profit 
of $44,558,000 in 1955 in a prelimi- 
nary report. This compared with 
| $38,075,000 reported for 1954. 





| Sales for last ‘year were $560,- se 
/480,000, a rise from the $502,478,- pe 
090 in sales during 1954. al 
. a 
Federal-MVogul-Bower ‘ 
Earns $7 Million in °55 Ir 
Federal-M o g ul-Bower Bearings, : 
Inc., Detroit, has announced sales 
of $84,976,000 and earnings of $7,- 
843,000 for the year 1955. “= 
These figures compare with $69,- 
983,000 in 1954 sales and $5,858,000 lo 
in 1954 earnings. we 
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i 
ag competitors are maintaining these 
75 a 4 standards. 

" But the dealers view the credit 

situation differently. 

, Said a Lincoln-Mercury dealer, 
ing "The credit situation is simply 
55 awful. I think the tightened credit, 


4,135 inf after the President’s heart attack, 
se over§is one of the contributing factors 
sociates § to the present sales lag. 

as . * * * 

diaries, 

re $15-8 ONEY to finance’ used-car 


60,672 gRa threw seven used-car deals in our 

ver the f face. It’s not just a matter of 
terms or downpayment—these com- 
panies are just afraid to risk their 
money on people as they did 
formerly.” 
A DeSoto-Plymouth dealer 
ported asserted, “Credit is becoming 
sales § impossible. We've noticed a ter- 
rific tightening in the past 

profit. eagetth 

, said “They're cutting back on the 

f 1955 advances on almost every deal. On 

up 28 § 4 transaction on which they've 

9 re- regularly advanced us $1,900, they'll 

t was only go $1,750 now. 

times “The situation is so bad that 

arned we're going to have the district 
manager of our finance company 
out here next week to explain some 
of these rejections to us.” 

liaries, Tite a aa 

): net SUBURBAN Studebaker dealer 

who does all his financing at 

his local bank took a more moder- 
ate position. 

Said he, “Credit is a little tougher 
now. We notice it particularly 

ae re because you can’t use the price 
295.612 | ee any more to get more financ- 
’ in ‘ef 
i Se explained that formerly a 
otalled dealer could raise the price of 
f $23,- the tradein and the new car by 
t sale ¢400 each, making financing 
th $3,- easier. He said that the new-car 
arterly price could be hiked by merely 
ie last} selling a standard model and 
any re- reporting it as a super deluxe 
model. 

“Now,” he continued, “the banks 

have smartened up. They’ve learned 
the prices and motor numbers and 
| they'll only give so much on each 
Corp., § model.” 
profit * * #* 
‘elimi- A CONSUMER sidelight on the 
with present situation is that any 
. buyer who has had a car repos- 
$560,- sessed recently now is being 
2.478,- # permanently “blackballed” by the 
_auto credit companies. 

Said one official, “Unless there 
are some very important extenu- 
ating circumstances, we want 
nothing further to do with any 

rings, buyer who has a repo 

sales history.” 

f $7,- Conversations with several bank 
A and finance company officials turned 
$69 up these unanimous conclusions: 

* 000 1. They do not look for any 








remainder of this year. 





_ executives. 
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available. And again, this 
'the problem. 


Cross-Country Test 





ter to ous components of the turbine 
1 De- perform in actual city and high- 
sale way traffic, under various climatic 
indall; conditions and at different alti- 
hland tudes. 








which we began to notice shortly 


sales is particularly scarce. On 
a recent day our finance company 





loosening of auto credit during the 


2. There is plenty of money avail- 
able. Consequently, a recent Gov- 
ernment ruling which made a little 
more money available for consumer 
' credit was all but ignored by these 


THE fact that this is a Presi- 
© dential election year will have 
practically no effect on the loosen- 
ing or tightening of credit, since}: 
the principal action open to the 
U.S. would be to make more money 


4. The principal effect of the 
Presidential election year is that 
the credit men feel confident that 
neither the Administration nor 





Turbine Plymouth Begins 


NEW YORK. — History’s first 
coast-to-coast highway test of a 
gas-turbine-powered auto—a 1956 
Plymouth sedan—will get under 
way here today (March 26). 

Chrysler Corp. research engi- 
neers are making the 3,000-mile 
run from New York to Los 
Angeles to obtain technical data 
on how long and how well vari- 





| cisco regional manager. 


Descriptions for Auto Credit Situation . . . 


Tight, Terrible and Healthy 


Congress will seek more Govern- 
ment control of auto financing— 
as was recommended by President 

Eisenhower at the beginning of 

the year. 

5. Lending houses will continue 
to try — possibly harder—to weed 
out the poor risks. 

6. Credit will continue on the 
present sound basis, with more 
buyers getting in cars they can 
afford, in contrast to the reckless 
situation last year. 


* * * 

A FINANCE company vice- 

president declared, “We're ex- 
pecting a lot of good spring busi- 
ness on a sound basis. You’re not 
going to have people buying a 
$3,000 car with $200 down. Those 
people will be getting into a $1,500 
used car. 

“This is going to have a bene- 
ficial effect on the used-car business 
which was hurt badly last year by 
the loose new-car credit. 

“Also, this reasonable credit will 
have a good effect on both the 
new and used-car businesses by 
bringing these buyers back into 
the market sooner.” 

He said that in a year or two 
these people will have purchased 
their cars or have a good equity 
in them and they can buy again. 

He added, “Now, our 1955 chick- 
ens are coming home to roost and 
we'll still feel repercussions of the 
wild 1955 credit in the 1957 and 
1958 markets.” 


* * * 


ea finance company exe- 


cutive said he was optimistic 
about 1956 sales in Detroit because 
“the factories won’t be pouring cars 
into Wayne County as they did last 
year. 

“Half the cars received here by 
dealers last year were wholesaled 
out of town. The factories, for one 
reason or another, are using 
sounder distribution practices this 
year.” 

He predicted that new-car sales 
would not be nearly as numerous 
as last year, but that used-car 
sales would be much better. 

A banker said that everybody 
(banks and finance companies) is 
trying to get away from the loose 
credit and to strengthen the down- 
payments. 

He continued, “Last year most of 


Erickson Succeeds 


Crews at Mercury 


DETROIT.—Appointment of E. A. 
Erickson as manager for the cen- 
tral sales region of Mercury, suc- 
ceeding N. E. Crews, who is retir- 
ing, is announced by Joseph E. 
Bayne, general sales manager. 

Erickson joined Lincoln-Mercury 
in 1947 as parts and accessories 
manager after 27 years of experi- 
ence with General Motors. More re- 
cently he was manager of Mer- 
cury’s parts and service sales de- 
partment. 





the houses were trying to gobble 

up all the business. They didn’t 

look for the layoffs that have come 

and the subsequent repossessions.” 
* * * 

E ADMITTED that used car 

credit is tight these days, but 
said it is because the lending 
houses have had so much bad 
experience with used cars—partly 
traceable to the used-car buyers 
and partly to the used-car dealers. 

A finance firm official explained 
the rather tight credit in this way: 
“The salesmen just seem to be 
running into more bum credit 
risks.” 

Commenting that the attitude 
of some risks is changing these 
days, a banker said, “You never 
encounter a case where a fellow 
can’t pay just you. Invariably, he 
can’t pay any of his creditors.” 

“A current anecdote is typical. A 
collector went to the home of a 
delinquent bill payer and after 
some heated conversation the man 
said, ‘Here’s how I pay my bills. 
I put them all in a hat. Then I 
pull out two names and I pay them. 
If you get tough with me, I won’t 
even put your name in the hat.’” 

—JosepH M. CALLAHAN. 


Why Salesmen Vanish .. . 


‘Dealers Don’t Help’ 


WEST COAST man who has 
sold cars for 34 years claimed 
last week that auto salesmen are 
leaving the business because the 


dealers and sales managers do not |" 


encourage and assist the salesmen 
as they did formerly. 

Replying to a recent Automo- 
tive News story about the short- 
age of auto salesmen, this. sales- 
man, who requested anonymity, 
wrote, “In those days (the old 
ones) the dealers considered a 
salesman as a man in business 
with him. They gave you any 
kind of letters, postcards to help 
you retain your clientele—and 
no one was ever fired. 

“They helped you stay on top 
and by no means would they let 
you quit or change jobs. They were 
out to your home until you re- 
turned to them. 

“Today, the dealers will not sup- 
port a salesman. They want him 
to buy all advertising, government 
postcards, printing, rubber stamps, 
etc. Also, they do not encourage 
a salesman to stay and build up 
a clientele. I am not talking about 
my dealer in particular, but about 
all the dealers on the Pacific 
Coast.” 

* * * 

H® SAID that dealers nowadays 

do not encourage salesmen to 
follow up on their prospects and 
buyers, and that the dealers don’t 
care whether a prospect walks out 
of the showroom or not—assum- 
ing that another will walk in mo- 
mentarily. 

Switching his attack to sales 
managers, the salesman said, 
“Sales managers think their duty 
is to take care of their paper 
work first—and don’t bring a 
deal to them unless its completed. 


“They do not want to sit in on 


he any deal—and they do not want 


DeSoto Honors Freed— 


J. Bracken Lee, !eft, Governor of Utah, 
was among 70 persons who turned out 
to honor Charlies C. Freed, right, presi- 
dent, Freed Motor Co., Salt Lake City, 
on his appointment as a DeSoto Quality 
Dealer. The presentation was made by 
David H. Copeland, DeSoto western zone 
manager, and T. L. McManus, San Fran- 





to appraise a car until the deal is 
completed. They want to know 
how much discount you have to 
give him. Never do they try to 





Monroney to Query GM, 


Ford on Outside Ties 


WASHINGTON. — Senator A. 
S. Mike Monroney said a ques- 
tionnaire will be sent to General 
Motors and Ford inquiring about 
outside business and political in- 
terests among their officers and 
zone and district representatives. 


In testimony before Monroney’s 
subcommittee, a former GM 
dealer said dealers were “urged” 
to buy from suppliers in which 
factory officials had an interest. 
GM president Harlow H. Curtice 
denied both the alleged coercion 
and that GM officials had in- 
terests in such firms. 














By Chek-Chart 


|made in 








Borge Buys Fire Engine— 


Victor Borge, famed pianist-comedian, 
signs purchase papers for a Willys Jeep 
fire engine which he purchased from 
Henry W. Moss & Son, Detroit. Borge, 
who will use the vehicle on his commer- 
cial Cornish hen farm, near Waterbury, 
Conn., is flanked by L. S. MacKay, left, 
Willys 
Robert Moss, dealership manager. 


purchasing vice-president, and 


Save the house any extra dollars 
by talking to the customer. And if 
they do talk to the prospect, it’s 
only for a minute. 

“Now, I am not beefing. This is 
just what I hear from many sales- 
men who are on the move—from 
dealer to dealer. I would like to) 
see the situation improve more}! 
like the days before the war.” 


56 Lube Guide 


Is Announced 


CHICAGO. — Chek-Chart Corp. 
has announced that its 1956 Guide 
to Approved Lubrication for Pas- | 
senger Cars and Light Trucks is | 
ready for distribution. 

Among the 160 pages of lubrica- 
tion charts, service instructions | 
and tabular data are two pages of | 
lubricant recommendations for 
popular European passenger cars. 

The guide has the requirements 
for all 1956 models along with data 
for older cars, revised to reflect 
any changes manufacturers have 
lubricant and _ service | 
specifications. Similar information | 
is included for light trucks. | 


Additional information and prices | 
may be obtained from Chek-Chart’s | 
sales department, 33 E. Congress 
Parkway, Chicago 5, IIl. 











6-Volt Generator | 


Rides ‘Piggy-Back’ 


ANDERSON, Ind. — Delco- 
Remy division of General Motors is 
offering a “piggy-back” generator 
installation kit as a _ low-cost 
method of obtaining extra electrical 
power for vehicles where charging 
at low speed is important. 

It would be useful, the company 
said, for taxis, police cars, light 
delivery trucks and cars equipped 
with “ham” radios or radio-tele- 
phone service. 

Delco-Remy said a six-volt gen- 
erator can be mounted “piggy- 
back” with a 12-volt original-equip- 
ment generator to provide a sep- 
arate six-volt system for radios, 
sirens, flasher lights and other 
emergency units. 


$200,000 Fire at Smith 


HENDERSON, Tex. — A fire did 
an estimated $200,000 damage at 
Smith Chevrolet Co. The loss in- 
cluded a half dozen or more auto- 
mobiles in the paint department, a 
large stock of paints, oils, parts 
and other items. All new auto- 
mobiles in the display room were 
removed safely. 


»|}March 20. He was 76. 


Obituaries 


W. B. Stout, 76, 
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| || Sire of ‘Scarab,’ 


Ford Tri-Motor 


PHOENIX, Ariz. — William B. 
Stout, self-designated “screwball” 
designer of unusual automobiles 
and inventor of the famed Ford 
Tri-Motor airplane, died here 


Mr. Stout’s most famous auto 
design was the “Scarab,” a beetle- 
shaped vehicle with engine in the 
rear, which he developed in 1934. 
In 1946, he refined the “Scarab” 
to give it a fiberglass body and 
do away with its chassis and axles. 

He designed the “Helicar” in 
1943. It was a combination heli- 
copter and automobile which he 
envisioned carrying vacationers 
leap-frogging over traffic jams, 
lakes and trackless wastes. None 
was ever built. 

Mr, Stout entered the auto busi- 
ness in 1914 as chief engineer for 
Scripps-Booth Co. In 1917 he 
moved to Packard, where he helped 
develop the Liberty engine used in 
World War I aircraft. In 1918, 
he was called to Washington as 
technical adviser to the Aircraft 
Board. 

He founded the Stout Engineer- 
ing Laboratories after the war and 
in 1922 built the first all-metal 
torpedo plane for the Navy. Sub- 
sequently, he founded Stout Metal 
Airplane Co. and developed the 
famous tri-motor transport. He 
sold both plane and company to 
Henry Ford in 1925 and became 
head of the Stout Metal Airplane 
Division of Ford Motor Co. 

In 1926 he started the first all- 
passenger airline in the U. S., with 
service between Detroit and Grand 
Rapids, Mich. He later sold out 
to a predecessor of United Air 
Lines. He also was a founder of 
Northwest Airlines. 

In 1931 he designed a “flivver 
plane” for Ford, a cheap two- 
seater intended for mass produc- 


ition. The idea fizzled out, however. 


Two years later, he constructed the 
first gasoline-driven, high-speed 
passenger rail car for Pullman Co 

Mr. Stout moved here from De 


|troit several years ago. 


He had spent the last few years 


|studying birds and insects in an 


attempt to develop a plane that 


|would flap its wings like a bird 


when in flight. 


* * * 


George S. Matick sr. 

DETROIT. George S. Matick sr., a 
36-year veteran of auto retailing and presi- 
dent of Northwest Auto Co. (Dodge- 
Plymouth) here for the past six years, died 
Feb. 26 in Hollywood, Fla. Mr. Matick, 
63, had been ill for two years. Among the 
survivors are two sons, Robert and George 
jr., vice-presidents of Northwest. 

* * * 


Leo Grabski 
CLEVELAND. — Leo Grabski, 51, for 
more than a decade the owner of a Ford 
dealership in Cleveland, died in his suburban 
Brecksville home March 15 after suffering 
a heart attack. 


* * * 

Robert M. Sims 
SCRANTON, Pa.—Robert M. Sims, 71, 
truck manager of Roy Stauffer Chevrolet 


Sales Co. at his retirement Jan. 1, 1954, 
died March 14. Mr. Sims entered the auto 
business with Frank Matthewson Co. 
(Dodge) in Wilkes-Barre, Pa., one of the 
first Dodge dealers in the county. Later 
he joined Conrad Motor Co. (Dodge) here. 
He had been with Stauffer 21 years when 
he retired. 


Sawed-Off Auto 


N. Y. Inventor Patents 


Short, High Car 


WASHINGTON. — A New York 
inventor who believes cars should 
be short and high rather than long 
and low has been granted a patent 
on the Chemobile, which is only 
60 percent as long as today’s av- 
erage car. 

Dr. Peter Schlumbohm’s machine 
has one front door on the right 
and two rear doors. It utilizes two 
frames, one for the wheels and 
motor and the other for the body, 
riding above. 

Schlombohm intends to build a 
full-scale model of the Chemobile 
although he fears it may cost $15,- 
000. Meanwhile, he is driving a 
long, low, air-conditioned 1956 Cad- 
illac. 


Mlinots on Wheale 


SPRINGFIELD, Ill.—Car regis- 
trations in Illinois totalled 2,618,777 
as of March 1. The total for all of 
1955 was 2,858,869. 
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Dealers Promised ‘Competitive’ Franchise .. . 


Chrysler Plans Liberal Changes 


(Continued from Page 1) 


be the fact that the dealers in 
each of the lines desperately want 
certain things, while to them 
some other concessions are al- 
most worthless. 

Herpolsheimer’s statement last 
week came after the conclusion of 
the DeSoto- Plymouth Factory- 
Dealer Conference in Detroit at 
which DeSoto dealers told the top 
brass what they wanted. 

Nineteen dealers, elected by deal- 
ers in each of DeSoto’s 19 U. S. 
sales regions, attended. 

o + * 


EPRESENTING DeSoto was L. 
I. Woolson, president; J. B. 
Wagstaff, sales vice-president; A. 
B. Nielsen, general sales manager, 
and Herpolsheimer. 
Representing Plymouth was 
John Mansfield, president; Wil- 
liam Bird, sales vice-president, 
and Bill Martin, general sales 
manager. In addition, each divi- 
sion sent top departmental men. 
While admitting that no improve- 
ments had been granted, one dealer- 
delegate said the factory officials 
conveyed this feeling to the dealers: 
“We need you dealers. If it’s 
right and if it’s necessary to make 
you and us competitive, we’re going 
to give it to you.” 


MONG the matters brought up 

and upon which the dealers 
were given to understand that 
favorable factory action will be 
taken are: 

1. A 100 percent warranty con- 
cession. 

2. Dealer insurance plan. 

3. More advertising help. 

4. Parts obsolescence plan. 

5. Larger discount for new cars 
carried over into a new model 
year. 

6. Improved quality control. 

7. Improved dealer heir clause. 

8. An improved routine that 
financially would be more advan- 
tageous to cancelled or terminated 

dealers. 
* - * 
E delegate reported that many 
dealers were apprehensive 
about losing their Plymouth fran- 
chises. 

He said this immediately was 
brought to the attention of man- 
agement and the dealers were told 
by Mansfield: 

“At present there are only 
seven separate Plymouth dealer- 
ships in the U. S., and dealers 
bordering these dealers are not 
a bit unhappy about the situa- 
tion. 

“All these separations have been 
peaceful settlements and they will 
continue to be amicable settlements 
—when and if they are made. And 
they will be made strictly on the 
terms expressed in the letter on 
the subject by L. L. Colbert, Chrys- 
ler Corp. president. 

“If any factory roadman threat- 
ens or pressures you on this mat- 
ter, let us know and that man will 
be fired immediately. So quit wor- 
rying about losing Plymouth and 
go back home and sell the cars.” 

* * 
EALERS who attended the con- 
ference gave this chronological 
report. 

The conference was opened 
March 15 in a conference room at 
Detroit’s Park Sheraton Hotel by 
Wagstaff, who shortly left and took 
all factory personnel with him. 

The 19 dealers then elected 
Tom O’Brien, Indianapolis, as 
chairman. They also voted to 
have one factory man sit in on 
their meetings as an observer and 
Herpolsheimer was selected. 

Earlier, factory officials had 
brought up six subjects for dealers 
to discuss and to decide on recom- 
mendations. These were: 

1. What the dealers would like 
in a new sales agreement. 

2. Advertising. 

3. The DeSoto field organiza- 
tion, which has been expanded 
from 130 men last April to 350. 
4. Salesmen’s incentive programs. 


5. Introduction of special models, 
such as the Adventurer. 


6. Any suggestions on product 





improvement for this or future 
years. 
* +. * 

HE dealers were then divided 

into two major committees— 
contracts and advertising. Discus- 
sions continued through the day on 
the factory-recommended subjects 
as well as on matters of particular 
regional concern. 

Breakfast was served at 7 a.m. 
the next morning and discussions 
resumed. By noon the dealers had 
agreed to a presentation of 28 ques- 
tions. 


The factory brass and the deal- 
ers were then assembled in the 
hotel’s ballroom and questions 
were tossed at the DeSoto and 
Plymouth presidents. 


Each question received one of 
three treatments: 

1. The president answered it. 

2. He referred it for an immedi- 
ate answer to one of his top aides. 

3. The officials flatly stated that 
they didn’t know, adding that they 
would soon get the answer and give 
it. to all dealers. 

In this connection, Herpolsheimer 
said that very shortly the factory 
will send a complete report on the 
meeting to each DeSoto dealer. 

* * * 


dealer said that he under- 

stood that all factory answers 

(and probably the improvements) 
would be forthcoming in 60 days. 


He said he was amazed by the 
extremely frank, yet cordial, 
spirit of the discussions. 


He said factory officials admitted 
several practices were wrong and 
promised correction. He added that 
dealer criticisms frequently were 
wrong and factory men unhesitat- 
ingly pointed out these instances, 
usually selling the dealers with 
their arguments. 

Among the 28 items brought up 
by the dealers were: 

1. Pricing discounts and bonuses. 


2. Factory-dealer conference— 
ways to better it. 


3. Technician training program. 
4. Salesmen’s training program. 
5. Factory participation in fleet 
sales to municipalities. (Herpol- 
sheimer said that while DeSoto 
doesn’t enter this sales area, the 


French Predict 
Car Output of 
800,000 in °56 


PARIS, France. French car 
production, based on early indica- 
tions, will reach 800,000, an increase 
from 1955’s 725,000, according to 
industry observers. 

During the first two months of 
the year, Simca’s output was up 
45 percent over 1955, Citroen’s was 
up 18 percent and Peugeot’s up 23 
percent. The story was much the 
same for Renault, the firm said. 

It was said that the market here 
is being improved through foreign 
purchases, notably at the expense 
of the British, who are experi- 
encing a sharp sales slump. 

The industry granted a 15 per- 
cent wage increase last year, but 
ear prices have been held fairly 
stable due to the increased produc- 
tion, according to industry spokes- 
men. 


dealers wanted assurance that it 
would not and it was given.) 

6. The feasibility of a DeSoto en- 
gineering show along the lines of 
some of the GM shows. 

* +. + 

ACTORY officials told the deal- 

ers that DeSoto would endeavor 
to maintain a high quality of deal- 
ers and the car distribution pro- 
gram would be improved. Also, the 
factory’s position on the best intro- 
duction date was explained. 


Discussing the 28 topics which 
dealers brought up, Herpolsheimer 
said, “They didn’t ask for anything 
that we didn’t have under consid- 
eration and study. 


“The dealers were very cooper- 
ative. We get as much out of 
these conferences as the dealers 
do. The four previous conferences 
have produced 70 recommenda- 
tions which have been adopted.” 


In earlier discussions, DeSoto 
dealers agreed that they had no 
need for a vice-president of dealer 
relations as GM has created. It was 
felt that their factory-dealer con- 
ference provided an adequate chan- 
nel for communicating with top 
management. 

The dealers also passed a resolu- 
tion complimenting Plymouth and 
DeSoto for the good quality of the 
field men that they have added. 

The dealers also rejected an um- 
pire for adjudicating cancellations, 
apparently feeling that this was no 
problem. 

* * * 
pOwnvEn, they did ask for an 
improved clause that would 
permit transfer of their dealerships 
to sons, sons-in-law or other indi- 
viduals. 

Also requested was a clause 
providing for the appointment of 
an impartial third party to de- 
cide on the fair value of a deal- 
er’s building, parts, signs and 
equipment when he is cancelled 
or terminated. 

Product quality was mentioned 
and the factory men admitted that 
much could be done. It was agreed 
that dealers should immediately 
report defective cars directly to 
Woolson and Mansfield 

Unethical advertising was dis- 
cussed and factory executives and | 
dealers agreed on an allout drive 
to end “suicide advertising’—the 
kind that promises discounts of 
$1,150 and nothing down. 
x * x 


HE dealers asked for a contract 

with “mutual responsibility and 
enforceable in court” but said that 
they preferred the permanent type 
franchise now used by DeSoto in 
preference to term agreements. 
Cancellation is provided only for 
cause. 

They also opposed government 
controls but said there was a need 
for “simple ground rules” to pro- 
tect the public by protecting the 
dealer. 

The advertising committee 
asked more voice in spending of 
ad funds. The factory said this 
was not workable as most of the 
dealers were not located in or 
near Detroit for easy consulta- 
tion. 

One delegate said of the con- 
ference as a whole, “I honestly be- 
lieve we’re going to wind up with 
the most sought after contract in 
the business.” 








Dodge Names Miller Quality Dealer— 


Leonard Miller, holding plaque, president, Miller & Sons Motor Co., Mattoon, Iil., 
receives the Dodge Quality Dealer Award as civic officials look on. The presentation 
was made by Jim Davis, Dodge's St. Lovis regional manager, and Jack Corlew, district 


manager. 





At DeSoto's Factory-Dealer Conference— 


Dealers attending DeSoto's factory-dealer conference in Detroit included J. R. 
Henderson, Elkhorn, Wis.; Albert Franta, Baytown, Tex.; Lester R. Glover, Ottumwa, 
la.; Paul Herpolsheimer jr., DeSoto assistant general sales manager; Herbert Morgan, 
Anniston, Ala.; Dan O'’Shaughnessey, Lansing; W. L. Stone, Muskogee, Okla.; Paul 
Davis, Buffalo; Nelson K. Mintz, New Brighton, N. Y.; Tom O'Brien, Indianapolis; 


Dalton Feldstein, Sacramento, Calif., and Leo B. Carey, West Warwick, R. |. 


Also 


Jack Sarver, Columbus; Dale Tuttle, Sioux Falls, S. D.; W. C. Shelton, Washington, 
Wally Howe, Terre Haute, Ind.; J. Edward Enany, Uniontown, Pa.; Herman Rodell, 
Spokane; Henry Frost, Glendale, Calif.; William J. Rennix, Baltimore; Layton Picard, 
Kennett, Mo.; M. Rockman, Maplewood, N. J., and Guy Rawls, Raleigh, N. C. 





MIAMI.—Miami used-car dealers 
are fighting an attempt to restore 
the City ordinance which required 
all used cars to bear a City inspec- 
tion sticker before being turned 
over to a purchaser. 

The agitation was revived when 
newspaper pictures of a car in- 
volved in an accident showed an 
outdated sticker on the wiad- 
shield and a front tire which had 
a big spot worn down to the 
fabric. 

The owner of the car claimed the 
tire was unsafe when the car was 





Air Spring Ready 
For Fullest Use, 
General Tire Says 


AKRON. — The General Tire air 
spring has successfully passed all 
experimental tests and is now 
ready for use in the trucking in- 
dustry, according to L. A. McQueen, 
sales vice-president for General 
Tire & Rubber Co. 


McQueen said that General’s air 
spring is unique in construction 
and performance and can greatly 
extend the life of tires, increase the 
safety of both driver and cargo 
and insure less maintenance work. 


Designed with a long, narrow 
area of support, General’s type of 
air spring acts as a cushioner and 
provides a wider spring center 
than other types of air springs, 
thus simplifying the stability prob- 
lem in the suspension, he said. 

During its experimental stages, 
said McQueen, General’s air spring 
enjoyed extensive service in the 
trucking industry. It is the only 
air suspension system used by 
truck and trailer fleets including 
the Pacific Intermountain Express 
Co., Consolidated Freightways, 
Yellow Transit Fleet, A. F. Posnick 
of Detroit, William F. Crossett, 
Inc. of Pennsylvania, and Transcon 
of Los Angeles, he said. 


Response Brisk 


To Safety Week 


WASHINGTON.—M. R. Darling- 
ton jr.. managing director of the 
Inter-Industry Highway Safety 
Committee, reported Thursday that 
192 cities and 10 counties already 
have agreed to take an active part 
in National Safety-Check Week. 


A total of 1,025 cities and 35 
counties have been invited to 
participate. Co-sponsors of the proj- 
ect are Look Magazine, National 
Safety Council and the _ Inter- 
Industry committee. 


‘Sticker Law’ Opposed 


Miami Used-Car Dealers Fight Proposal 
To Restore City Inspection Tag 


| purchased from a used-car lot and 
that the brakes failed to function. 


When the matter was brought 
before the Miami Used Auto Deal- 
ers Assn., Lou Sussman, operator 
of the lot, declared that the car 
when sold had good tires all around 
and that the purchaser had driven 
the car for more than two hours 
before purchasing it. 


“I understand the man had a 
puncture and replaced the good tire 
with one that was unsafe,” Suss- 
man said. “Furthermore, this acci- 
dent occurred six weeks after the 
car was delivered to him.” 


Used-car dealers argue that it 
is unfair to require them to have 
each car inspected before sale. 
They insist there is no such re- 
quirement in any other city. 


“Under the strict requirements 
of the law,” one dealer said, “unless 
the purchaser lived within the city 
limits of Miami the sticker would 
do him no good. If he lived in 
Coral Gables, Miami Springs or any 
of the many municipalities which 
have local inspection laws, the Mi- 
ami sticker would be illegal. 


“As it is now, we advise every 
purchaser that he is required to 





have his car inspected within three 
days after delivery—and it should 
be inspected in the community in 
which he lives.” 





NASCAR Lists 
$500,000 Prizes 
For °56 Season 


DAYTONA BEACH, Fla.—More 
than $500,000 in prize money has 
been allocated by the National 
Assn. for Stock Car Auto Racing 
for its 1956 season, the organiza- 
tion said last week. 

Late-model cars will compete in 
three NASCAR divisions this year 
—the Grand National Champion- 
ship Circuit, the Short Track Di- 
vision and the National Convertible 
Championship Division. 

Each of the divisions will have 
its own point standings for drivers 
and car owners and each will 
crown its own national champion. 

So far, 36 races have been 
scheduled in the grand national 
circuit, and 31 in the convertible 
circuit. 

Best known of the events is the 


500-mile Labor Day event at Dar- . 


lington, S. C. 


Hamilton Heads Guild 


LOS ANGELES.—William Ham- 
ilton, Salta Pontiac, Long Beach, 
has been elected president of the 
Pontiac Master Salesmen’s Guild. 
Basil Poynter, Banning, is vice- 
president, and Paul Giakas, Long 
Beach, is secretary. : 
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: n Hunt for New Revenue 
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NEW YORK. — New and in- 
_greased municipal income taxes are 
‘being increasingly proposed as a 
-polution to local revenue problems, 
‘reports from major cities disclose. 
. A proposal for such a levy will 
be submitted to Kansas City, 
' voters at the Aug. 7 primary 
election there. It would be im- 
posed at the rate of 1 percent 
on wages of all persons who ‘live 
in the city and those who work 
in the city but live elsewhere. 

It also would be imposed on the 
net incomes of all incorporated and 
‘unincorporated businesses and pro- 
fessional groups in the city. 

After the Kansas City referen- 









J. OR, ° 
mwa, | Factories Issue 
organ, ° 
Pou Field Reports 
polis; 
A | On Auto Sales 
odell, (Continued from Page 2) 
icard, 1956 totalled 162,667 which was 4 
percent ahead of last year’s record- 
setting used-car pace. 
Attending the General Motors 
Motorama in San Francisco, Wolf- | 
ram said Oldsmobile new-car regis- 
trations in the Bay area climbed 
from 6,800 in 1950 to 10,450 in 1955, 
a gain of 54 percent. Total regis- 
trations for the area increased 15 
percent for the period, he said 
and and added that Oldsmobile now 
tion. holds fourth place in the section. 
ught Wolfram noted that hardtops 
eal- now account for 67 percent of 
rator Oldsmobile production. 
car 
ound Nash 
‘iven John W. Raisbeck, Nash sales 
ours @ea§ Vice-president, said the division’s 
sales in the first 10 days of March | 
da were 32.7 percent ahead of the last 
tire 10 days of February and 11.8 per- 
luss- cent greater than the first 10 days 
acci- of March, 1955. 
the Sales totalled 2,902 units, Rais- 
beck said. He announced the fol- 
‘ lowing increases by series over the 
tit last 10 days of February: States- 
on man, 88 percent; Rambler, 25 per- 
jm cent; Ambassador, 23 percent, and 
5e- Metropolitan, 11 percent. 
ents Mercury 
less Mercury sales during the first 
city 10 days of March were 25 percent 
ould above the same period in February, | 
| in according to Joseph E. Bayne, gen- 
any eral sales manager. 
nich He said Mercury dealers sold 
Mi- 8,673 new cars in the March period 
compared. to 6,939 in the first 10 
ery days of February. 
to 
iree 
uld 
r in 
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Cities Show Trend 
To Income Taxes 


|dum plans were made known, 
Mayor Paul F. Mitchum, of Kansas 
City, Kans., suggested, that other 
cities in the Greater Kansas City 
area consider similar earnings tax 
levies. 

“We appreciate the position of 
Kansas City, Mo.,” Mitchum de- 
clared, “And we don’t want to start 
jan intercity feud. But it just 
wouldn’t be fair for Kansas people 
working in Missouri to be charged 
that earning tax without a similar 
tax being levied against Missourians 
who are employed here in Kansas.” 

Under present laws, cities in 
Kansas lack authority to impose 
local income or earning taxes. If 
necessary, Mitchum said, enabling 
legislation for such levies could be 
introduced at the next session of 
the Kansas Legislature. 

The mayor of Denver has pre- 
dicted that voters there will have 
a chance to decide on a munici- 
pal income tax within the next 
or year and a half. 

An increase from % to 1 percent 
in the rate of a municipal income 
tax being levied in Columbus, O., 
has been advocated by Mayor M. E. 





|pressions. It also blacklists ads 
|indicating giveaways or discount- 


|ing of accessories or optional items | 


|and giveaways of anything of value 
|with the purchase of a new car. 

x 

HE document further stipulates 
that when a retail price is ad- 
| vertised, the model must be identi- 
\fied fully and that the price must 
jequal or exceed the 
|}accepted price for the model 
the Los Angeles zone. 


The code will be administered by 
the board of directors of the Olds- 
|mobile group. 

An ad placed by Byron Stout 
headlined that “Stout 
about 


| * ~ 


| Pontiac 
| dares to tell the truth” 
| the Wichita car market. 

The copy exposed packed prices, 
gimmicks and overallowances “for 
|what they are” and declared that 
|Stout resorts only to reasonable 
|offers and terms. 

* * * 

| @TOUT’S ad also gave details of 
the Pontiac written warranty 





PROTECTS 
a ta 


I iia Li 


generally | 
in | 


| Salisbury, 


Sensenbrenner as a means of boost- 
ing that city’s revenues by $5 
million a year. 

Mayor Richardson Dilworth of 
Philadelphia recently declared that 
his proposed $30 million boost in 
city taxes would have to be 
“whacked up” between real estate 
taxes and the city’s wage and in- 
come tax. 

Philadelphia’s wage tax is cur- 
rently imposed at a rate 1% per- 
cent. It has been estimated that 
each % percent increase in the levy 
would yield $10 million a year. 

An increase from 1 to 1% percent 
in the Louisville “occupation” tax 
on wages and net profits went into 
effect March 1, to provide additional 
revenue for pay boosts to city 
employes. 

The Kentucky Legislature also 
approved a bill to permit the Louis- 
ville and Jefferson County boards 
of education to impose a similar 
tax of % percent, if approved by 
local voters. 

Meanwhile, the Michigan Sen- 
ate’s taxation committee killed a 
bill to permit cities to levy local 
payroll taxes up to 1 percent, 
after approval by local voters. 

Among other developments on 
the local tax and revenue fronts, 
plans of the Mississippi Municipal 
Assn. to ask the State Legislature 
for $1,500,000 in additional state 
aid to municipalities were announ- 
ced by Mayor Bill Caraway of 
Leland, president of the group. The 
money would come from an in- 








GM Dealers Push Drive 
Against Misleading Ads 


- 


(Continued from Page 2) 


and explained the firm’s used-car 
operation and its guarantee system. 
On the eastern seaboard, Ashley 
Chevrolet Sales, Inc. Baltimore, 
told readers, “We want you to 
know how we operate At 
|Ashley Chevrolet you can select 
the car and equipment you desire 
without being pressured into a 
deal. 
“You will be shown the 
delivered price with a top allow- 
| ance for your present car and 
legitimate finance charges will 
be fully explained to you.” 
| Norton Buick Co. Oklahoma 
|City, suggested recently that buy- 
jing a car is like marriage—the car 
|becomes part of the family. 
Norton suggested that in buying 
an auto, “It might be wise to check 
into the background of the family 
(the dealer).” 
ok 
OUNTLESS other dealers long 
have championed the principles 
lof straight advertising as news- 
| paper readers in every part of the 
country can attest. Some have 
|linked their clean-ad pleas to 
Better Business Bureau campaigns. 


One of the latter was the Chev- 
rolet Dealers Assn. of Boston 
| which, at the beginning of the 
| 1956 model year, presented a 
| message from Kenneth B. Back- 
man, manager of the city’s BBB. 

Backman pointed out that the 
|Boston Auto Trade Committee and 
|the BBB had set up a standard of 
business and advertising ethics and 
urged buyers to look for the seal 
displayed by all dealers subscrib- 
;ing to these standards. 

The ad listed the members of 
the Chevrolet association subscrib- 
| ing to the code. 


I 


* * 





* 
N MARTINSBURG, W. Va., price 
packs were blasted by Dailey 
\Motors, Ine. (Pontiac-Cadillac- 
|GMC-John Deere farm equipment). 

Dailey’s ads follow the theme, 
|“Our prices are not packed. They 
jare factory-delivered prices.” One 
|of the firm’s ads under this head 
|listed the “factory-suggested retail 
|prices delivered at Martinsburg” 
for each of Pontiac’s 1956 models. 

And Powell Motor Co. (Buick), 
Md., refused to be 
stampeded into blitz advertising 
even during last year’s cleanup 


* 
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wo Central Cadillac Co., Cleveland 
Di- 
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. dennite SJ I6- attracts customers... 
a reduces black top upkeep 
vill 
n. * 
en j By using Jennite J-16 surface seal, you make 
nal > both your showroom and your used car lot 
ble ‘ outstandingly attractive. Also, you double asphalt | 
& service life and substantially reduce maintenance costs. 
- 7 Jenniting stops destructive effects of gasoline | 
' ae and oil, seals out frost, eliminates crumbling | 
ki and retards drying action of the sun. 
x The attractive satin black Jennite finish is tough, 
oes easy-to-clean...a sound merchandising investment. 
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che . Write for bulletin 1352-56. 
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S WAINTENANCE INC. 
ng r ; 


distributors in principal cities 


| period. 

In a full-page ad Powell de- 
|clared, “Service is our business.” 
|The ad pictured service manager 
|Wilson Wharton who advised, 
|“Much of the care and performance 
of your Buick is a matter of pre- 
|cision adjustments . . . Our techni- 
jcians are best qualified to make 
‘these accurately.” 


WOOSTER OHIO: 








creased premium tax on fire insur- 
ance. 

Nevada’s Public Service Com- 
mission has issued an order permit- 
ting two utilities companies to pass 
on to their customers in Sparks a 
5 percent gross business levy im- 
posed upon utilities by that city. 


A New York state constitutional 
amendment to create a new State 
Department of Local Government 
was recommended to the Legislature 
by the State Board of Equalization 
and Assessment. 

Purpose of the proposal is to 
expand state services to local 
governments and to expunge, if 
possible, the tinge of partisan 
politics that often colors relation- 
ships between astate administration 
and the officials of counties, cities, 
towns and villages. 

The proposed amendment would 
leave for determination by the 
Legislature the specific powers the 
contemplated new department 
would hold. 


Exclusive DeSoto Deal 
KANSAS CITY. — Sites Bros., 
4901 Troost, Overland Park, a sub- 
urb of Kansas City is the first 
exclusive DeSoto dealer appointed 
in this area. 


Studebaker Aids 
06 Youth Meeting 


On Conservation 


SOUTH BEND. The Stude- 
baker factory and dealer organiza- 
tions have joined with the Izaak 
Walton League to sponsor the third 
annual Young Outdoor Americans 
conference on conservation to be 
held Apr. 18-20 in Sioux City, Ia. 


Two delegates will be chosen 
from each state by the Boy Scouts, 
Future Farmers of America and 
4-H clubs. Objective is greater 
conservation consciousness. 


Studebaker’s financial backing 
for the program, said Harold E. 
Churchill, general manager, was 
prompted by the increasing de- 
pendence of conservation on mo- 
torists. 

With over 80 million Americans 
in 30 million cars scheduled to be 
on the roads from April to Septem- 
ber, auto drivers and their families 
become the most important single 
group who must practice “good 
conservation,” said Churchill. 
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EXCLUSIVE! 
& Late models illustrated for 
fast recognition 


» 1956 cars listed in proper 
sequence (not an insert) 


& Foreign cars generally sold 
in USA asa separate section 


> Appraisals show real value 
—impartial, realistic 


DE LUXE NATIONAL 


AUTO PARTS and 
We ee ele 


FOR THE RIGHT PRICE 
ON EVERY REPAIR JOB 


Covers all cars and all models 
back through 1949. Includes 
time charges, automatically fig- 
ured at your scale per hour; 
parts list prices, always up-to- 
date; and illustrations of front 
and redr suspension, grilles, 
power steering, front bumper 
assemblies, and body diagrams 
of 1954-56 models. 


NATIONAL MARKET REP 
900 S. Wabash Avenue, Ch 


Specializing in automotive publice 


your 30-day free-trial guarantee. 


C] Pacific Coast Edition “C’’... 


"7? Check enclosed 
Firm name 

Street address 

City 


Ordered by 


ee eee eee ee eee ee 


DE LUXE MANUAL including Illustrations—Year's Service 
STANDARD MANUAL (Illustrations omitted)—Yeatr's Service $12.50 


NATIONAL MARKET REPORTS, INC., 900 S. Wabash Ave., Chicago 5, lil. 


Please enter our order for 1-year’s service as indicated below, subject to 


{) Red Book Official Used Car Appraisal Guide... 


() DeLuxe Parts & Labor Manual, with Illustrations... 
{_] Standard Parts & Labor Manual — (no Illustrations) 
{] Automotive Service Digest ............. 


[] We'll pay pos 


You can bank on 


USED CAR 
APPRAISALS 


They're authentic, unbiased—nationally 
recognized for 45 years. 80,000 users 
rely on Red Book true-worth appraisals: 


e Reliable finance or cash values 
e Average ‘‘as is” or wholesale values 
e Realistic retail values 
—or all passénger cars since 1947 and 
trucks through 1!/, ton capacity since 
1949. Also listed: important specifica- 
tions, data, and insurance symbols—ev- 
ery detail to help you identify used cars 
quickly and appraise them accurately 
and profitably. : 
YEAR'S SERVICE JUST $7.00 
Subscribe now! You'll receive a com- 
plete revised edition every 6 weeks— 
with prices adjusted to your trading 
area—a dependable appraisal service you 
can bank on. 


YOUR SATISFACTION IS GUARANTEED 





For profitable estimating and billing of 
collision, chassis, mechanical, trim, glass 
or body repairs, order your P & L Man- 
ual now. You receive a complete loose- 
leaf book plus a year’s continuing revi- 
sion service which keeps your manual 
current and accurate. 


$16.50 


ORTS, INC 


icago ~% 


iu ee 


$ 7.00 
as .$ 9.50 
.$16.50 
$12.50 
$ 3.00 
harges) 


tman on delivery (plus ¢ 


Zone State 
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$11 Million in Tools 


: Displayed in Chicago International Amphitheater. 

ICAGO.— Nearly $11 million The show included exhibits of 
worth of tools was displayed by the 500 companies and presented more 
American Society of Tool Engi-|than 28,000 tools. 


|neers at the six-day exhibit which 
closed Saturday (March 24) at the 












Published 
Every 

30 Days 
In 6 
Regional 
Editions 
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New Feature in the 


N.A.D.A. OFFICIAL USED CAR GUIDE 


AVERAGE 
WHOLESALE VALUE 


Compiled by Direct Reports From Dealer Sales and 
Wholesale Markets throughout Your Trading Area. 
Complete, Factual, Usable. 





IN ADDITION 


e Average Loan 
(Except West Coast) 


e Average Retail 


e Identifying 
Specifications 


oe 





Quantity Prices on Request 


AUTOMOBILE DEALERS 
: Useo CAR Guipe Co. 


1800 H Street, N.W. Washington 6, D. C. 


NATIONAL 
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Owen’s ‘Public Relations Dept.’ iki 


Friendly Attitude Hikes Service 


By L. H. Houck 

Staff Correspondent 
FORT SCOTT, Kans.—“We con- 
sider our service department one 
of our best public relations depart- 
ments and encourage friendliness 
and informality between mechanic 
and customer,” said V. H. Owen, 
Owen Motor Co. (Pontiac-Cadillac). 
The public relations policy ex- 
tends to owners of all makes of 


cars and has helped keep Owen’s 


service absorption figure well 
above the national average for 
several years. 

All Owen’s mechanics are fac- 
tory-trained and many are _ spe- 


| cialists, but the specialty is toned 


down and the mechanics are urged 
to do any work for which they are 
qualified. 


They're also encouraged to make 


|friends with customers and as a 


result many have built a loyal fol- 
lowing of customers who ask for 
them when they bring their cars 
to Owen's. 

A big factor in boosting service 
business, Owen said, is having a 
large stock of parts for all cars. 

“We stock most of the com- 
monly used parts for all makes,” 
he said, “but because of our vol- 
ume, the inventory isn’t exces- 
sive or burdensome. In addition, 


Tax Shift Studied 
OTTAWA. 


Walter Harris, following requests 


from dealers’ groups, has stated in| 


Parliament that the Canadian gov- 
ernment” will consider a proposal 
that the 10 percent federal excise 
tax on new automobiles be applied 
on sales direct to consumers, in- 


stead of on the factory shipments | 
| to the dealers. 





jobbers and other dealers can 
furnish parts when we need 
them.” 

In addition to regular service 
work, Owen keeps two men busy 
in his modern body shop, enabling 
him to handle body and upholstery 
jobs speedily and profitably. 

All service advertising empha- 
sizes that Owen’s mechanics are 
trained and experienced on all 
makes of cars. 

Contrary to the policy in many 
service departments, Owen encour- 
ages customers to come in and 


Willys Launches 


‘TV’ Contest for 
Jeep Dealers 


TOLEDO. — “Operation TV,” a 
new sales contest for Willys 
dealers, has been launched as part 
of the company’s Jeep merchan- 
dising program. 

The contest, which will last 
through May, is designed so that 
all dealers, large or small, will be 
competing on an equa: basis. Prize 
winners will be determined by the 
total number of units sold by the 
dealer over his established base 
record. 

Grand prize will be a choice of a 
two-week all-expense visit to a 


|Colorado resort ranch, a one-week 
Finance Minister | 


trip to Hawaii or a week at Banff- 
Lake Louise in the Canadian 
Rockies. In addition, 80 prizes 
will be awarded monthly to lead- 
ing dealers. 

The contest acquires its name 
from Jeep “Traction-Versatility,” 
plus the fact that dealers will also 
conduct local public contests with 
TV sets as top prizes. 





33 Years with Division . . . 


Meet Buick’s Ragsdale 


FLINT. — Edward T. Ragsdale, 
Buick’s new general manager, 
comes to his present position with 
a background of nearly 33 years at 
Buick and nearly 40 in the auto 
industry. 

Immediately before being ap- 
pointed to replace Ivan T. Wiles, 
now heading up General Motors 





Production Chiefs 


Open Conference 


On Cost Cutting 


DETROIT. — More than 500 
production executives will review 
cost-cutting methods and their ap- 
Plications to various kinds of 
manufacturing in an American 
Management Assn. conference 
which opens here today (March 
26). 





The three-day meeting is one of 
20 special parleys the management 
association will hold this year. 

Today’s program will consist of 
case studies in cost cutting pre- 
sented by Johnson & Johnson, New 
Brunswick, N. J.; Chase Copper & 
Brass Co., Inc., Waterbury, Conn., 
and Ansul Chemical Co., Marinette, 
Wis. 

The final two days will be 
devoted to a discussion of the cost- 
cutting contributions that can be 


made in such areas as safety, 
traffic and distribution, plant 
layout, maintenance, supervisory 


training, value analysis, automation 
and linear programming. 

At a Wednesday luncheon, Nevin 
L. Bean will report on his recent 
inspection tour of Russian produc- 
tion facilities. Bean is technical 
assistant to the general manager 
of Ford’s automatic transmission 
division. 


Dealer Fink Elected 
PONCA CITY, Okla. Jerry 
Fink (Dodge-Plymouth) has been 
elected president of the Ponca 
City New Car Dealers Assn. for 
the coming year. Other officers 
are Ray Eisele, 








vice-president, | 


Corp. dealer relations, Ragsdale, 
58, was for seven years general 
manufacturing manager. 


In the view of a subordinate, the 
new general manager “has a tre- 
mendous capacity for work, plus 
the ability to get the utmost out of 
those who work for him.” 


Ragsdale’s early training was in 
the engineering field and he also 
developed a flair for design, his 
friends said. He owns several pat- 
ents in windshield and body con- 
struction which he worked out 
while with Pierce-Arrow. 

He also 


top. The idea was said to have been 
suggested by Ragsdale’s wife, 
Sarah, who never wanted to drive 
anything but a convertible. 

Asked by her husband why she 
insisted on driving the car with 
the top up, she explained she 
liked the lines of a convertible 
but never put the top down be- 
cause her hair got mussed. 

Ragsdale asked GM styling to 
build him a convertible with a steel 
top. It was an immediate hit with 
GM executives and Buick brought 
it out in 1949. 

He was born in Hopkinsville, Ky., 
May 15, 1897, and entered the auto 
industry as a tool designer for the 

old Maxwell Motor Co., New Cas- 
tle, Ind., in 1916. 

While working there he studied 
kinematics (a branch of mechanics 
treating with the motion of bodies 
in the abstract) at Indiana State 
Normal School. 

After service in World War I, 
Ragsdale returned to Maxwell in 
1919 but quit the following year 
to become chief tool designer for 
Midwest Engine Co. In March, 
1920, he went to Prest-O-Lite Co., 
Indianapolis, three months later 
to Pierce-Arrow. 

While in Buffalo he married. He 
and his wife, the former Sarah 
Judd, have two children and three 
grandchildren. 

Ragsdale joined Buick in 1923 as 
a draftsman, later he became chief 
draftsman, assistant body engineer 
and in 1935 was appointed body 
engineer. He became assistant chief 


and Wendell Wilkins, secretary-|engineer in 1939 and general man- 


treasurer. 


ufacturing manager in 1949 


é 


is credited with being | 
| responsible for Buick’s first hard- | 








watch the work being done on their 
own or other cars. He’s found that 
it doesn’t delay or interfere with 
jobs and that it increases business. 

“While watching a mechanic 
work on a car, a man often thinks 
of things his own car needs and 
starts asking about procedures 
and prices,” Owen said. “Also, an 
owner watching us work on his 
car usually is impressed by our 
thoroughness.” 

The public relations-service tieup 
also spurs sales of new cars and 
accessories, Owen said. 

“After watching our mechanics 
|at work, people often wander 
through other parts of the dealer- 
ship. They visit the showroom, 
parts department and look over all 
| our displays. 

“They know they’re welcome, 
and they learn more about our 
operation and our products than 
we cculd ever show them on 4 
casual visit to the showroom.” 


Clark to Display 
Newly Designed 
Fork-Truck Line 


BATTLE CREEK, Mich. — Clark 
Equipment Co. has announced it 
will introduce the Clarklift Line— 
line of fork-lift trucks which Clark 
said marks the first major depar- 
ture in fork truck design since 
World War II—at the Materials 
Handling Institute Exposition in 
Cleveland, June 5. 

Current automotive trends are 
reflected by the inclusion of a 12- 
volt electrical system, automatic 
transmission, emergency fuel tanks, 
foam rubber seats and automobile- 
like controls as standard equip- 
ment, Clark said. 

Features include self-adjusting 
brakes, a balanced swing-up hood, 
solid tire models with drive and 
steer wheels of the same diameter, 
combination lift-tilt controls on 
the steering column, optional radi- 
ator screens for dusty operations, 
and deep-tapered forks. 

Newness is accentuated, Clark 
said, by styling by Harley Earl, 
Inc., marked by chrome-plated air 
scoops framing the driver’s seat 
and a swept-back counterweight. 

The Clarklift line includes 
pneumatic-tire modéls designed for 
outside work. Designated the Su- 
per Yardlifts, they have more 
powerful engines, high under- 
clearance and drive wheels the 
same diameter as steer wheels. 
Tubeless, high flotation, deep width 
tires of new design are available 
|with pressures of 30 psi or 75 psi, 
and are interchangeable on each 
Super Yardlift model. 

os 








Quick Access— 


An engine compartment which is ex- 
posed by raising a balanced one-piece 
hood, shown above, is a feature of Clark 
Equipment Co.'s Clarklift line, a new 
series of fork trucks to be introduced at 
the Materials Handling Institute Exposi- 
tion in Cleveland in June. By removing 
1a four-bolt floorplate (lower picture) oc- 
‘cess is gained to the ferque converter, 
transmission and other compartments. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 








Week Week dan. 1 
Ended Same Ended March, To 
March 24, Week, Marchi7, 1956, March 26, March 24, 
1956 1965** 1956* ToDate 1955** 1956 
AMERICAN MOTORS 3,870 6,049 3,749 12,750 44,593 41,285 
Hudson 1,155 2,464 1,160 3,777 17,726 12,909 
ee 2,715 3,585 2,589 8,973 26,367 28,376 
CHRYSLER CORP. 18,050 34,236 16,311 58,326 385,039 233,091 
ED. stacesscsrsbscceets 2,400 5,215 2,530 8514 54,545 33,119 
ee 2,250 3,182 2,179 7,648 41,068 28,484 
EINE: “Sieweiccresinisetevennestere 3,500 7,503 2,928 11,201 93,610 47,416 
IEEE subrevocseciersscosies 9,900 18,336 8,674 30,963 195,816 124,072 
FORD MOTOR .............. 31,536 46,382 31,727 110,619 524,090 405,351 
Continental .................. Oe 24  __—_—- 746 
ET  Dckcssverrcnndhveebiqevovise 26,500 35,397 28,180 93,741 414,448 332,680 
eo 850 1,244 607 2,573 10,387 13,280 
SEINE + csomiddussessvocsoustecs 4,150 9,741 2,916 14,192 99,255 58,645 
GENERAL MOTORS .. 75,999 85,545 76,662 260,771 980,334 900,522 
IEE th ndiakeiccivetaipernnsineel 15,200 18,169 14,818 51,095 193,853 181,031 
eee 3,360 3,209 3,385 11,469 40,419 39,885 
Sn 36,100 37,355 36,991 126,001 450,968 430,343 
Oldsmobile _.................. 12,139 12,800 12,095 41,017 147,762 141,630 
IED © cestcsvenvencessiuncsace 9,200 14,012 9,373 31,189 147,332 107,633 
SE IEEE Wasctbiiconcnctonssine 2,971 5,407 2,742 7,378 57,474 35,482 
Packard ............ 1,929 671 2,073 17,495 6,086 
Studebaker 3,478 2,071 5,305 39,979 29,396 
Total Cars, U. S......... 132,426 178,066 131,191 449,844 1,995,543 1,615,731 





*Revised 


-**Totals for 1955 include Kaiser-Willys production. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 





Week Week Jan.1 Jan. 1, 
Ended Same Ended March, To To 
March 24, Week, March 17, 1956, March 26,March 24, 
1956 1955* 1956* ToDate 1955* 1956 
CHEVROLET ................ 7,600 9,507 7,738 26,956 56,087 98,957 
DIAMOND T ................... 110 130 107 362 1,061 1,166 
I Bisa atindicécsecesainansite 80 60 80 256 768 1,071 
ee 1,750 2,168 1,620 5,657 17,874 19,736 
I  iilccictinskidcsatstaiiscinnndaiiods 6,000 7,689 6461 21,086 93,724 76,051 
SL ierian sninscnchdtndnaiaeesbateti 2,250 1,966 2,251 7,575 10,666 25,137 
INTERNATIONAL ...... 2,930 2,778 2,945 9,660 28,762 35,508 
I aiisidlihsiissiatseccstssccbines 400 274 355 1,217 2,563 4,604 
Rl nics debate stoscnnisasnetues 80 95 74 228 1,060 869 
STUDEBAKER ............ 240 500 154 518 5,236 2,937 
eS caret mondiice 380 295 356 1,190 3,282 4,594 
nici aac cisanes 1,420 269 1,314 4,718 18,534 15,745 
MISCELLANEOUS*** 50 74 46 160 876 570 
Total Trucks, U. S..... 23,290 25,805 23,501 79,583 240,493 286,945 
Total Cars, Trucks, 
CN cde ad oecael 155,716 203,871 154,692 529,427 2,236,036 1,902,676 
Total Cars, Trucks, 
I, icp A eastacacses 12,210 12,013 12,036 36,722 106,330 95,618 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....167,926 215,884 166,728 566,149 2,342,366 1,998,294 


*Revised. 
Federal, etc. 


Miscellaneous includes Corbitt, Marmon H., Brockway, Four-Wheel Drive, 


N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar and Sterling are included in White totals. 





Studebaker Launches Drive 


_To Up Dealer 


SOUTH BEND. What was 
called the “most extensive dealer 
aid program in Studebaker history” 
was announced last week by Wil- 
liam A. Keller, general sales man- 
ager. 

The program — called “FAME” 
—was created, Keller said, to 
provide a Studebaker dealer with 
the “complete implement” for 

obtaining maximum profits and 
maximum sales in his market. 

It will show the dealer how he 
can increase sales and profits a 
minimum of 100 percent, said 
Keller. 

The program was set up as a 





San Francisco Dealers 
Defeat Auction Plan 


SAN FRANCISCO.—In a hear- 
ing before the San Francisco 
Police Commission, the city’s 
auto dealers successfully opposed 
the establishment of a wholesale 
used-car auction. 

The dealers contended that 
such an activity was not in the 
public interest, would contribute 
nothing to the economy and 
might provide an additional out- 
let for bootlegged cars. 





Sales, Profit 


continuing long term “way of doing 


business” and is being offered to: 


the dealers immediately. Dealers 
who qualify by agreeing to install 
the tested procedure in their 
dealerships will receive factory 
assistance. 


The plan first calls for analyzing 
market potential and then the 
planned improvement of facilities, 
attitude, manpower and effort in 
the dealership, said Keller. 

It was prompted by analysis of 
the needs of independent dealers 
who must be able to compete in 
the market for volume sales. 

“FAME?” is tailored, said Keller, 
to the growth potential of Stude- 
baker dealers specifically. 

He said factory personnel and 
program seek to help the dealer get 
his dealership and personnel in 
shape and then give him special 
merchandising campaigns to back 
the sales effort. 


Yeggs Scramble Cook 


NORMAN, Okla. — Amateur 
burglars attacked the safe of Cook 
Motor Co. (Studebaker) here with 
more apparent enthusiasm than 
technique. The $1,500 in cash and 
checks were safe in the safe. And 
now even Cook can’t open it. 


Despite Storms in East... 





Car Output Steady 


= |AE 132,000 in Week 


(Continued from Page 1) 


ules at Plymouth, Dodge and De- 
Soto. Chrysler division was the 
corporation’s only unit to show a 
decline from the previous week. 

A breakdown of Chrysler Corp. 
production for last week showed 
Plymouth with 9,900 units, as com- 
pared with 8,674 the previous week; 
Dodge with 3,500 cars last week, as 
compared with 2,928 the previous 
week; DeSoto with 2,250, as com- 
pared with 2,179 a week earlier, and 
Chrysler division with 2,400, as 
compared with 2,530 the previous 


week. 
* * * 


OTH Packard and Studebaker 
showed output increases last 
week. Packard turned out 801 cars, 
as compared with 671 a week ear- 
lier, and Studebaker upped its pro- 
jections to 2,170 units last week, as 
compared with 2,071 a week earlier. 
AMC’s production hike came 
about entirely through increased 
schedules at Nash. The division 
turned out 2,715 cars last week, 
as compared with 2,589 a week 
earlier, while Hudson dropped 
five units from the previous 
week’s 1,160 cars to 1,155 last 
week. 
Ford Motor’s car output last week 





Kentucky to Order 
Refund of Excess 


Auto Premiums 


FRANKFORT, Ky. — Thousands 
of dollars paid by Kentuckians 
since 1954 in overcharges on col- 
lision insurance premiums will be 
ordered refunded, the State Insur- 
ance Department has announced. 


It said most of the excess 
charges were paid by persons who 
bought cars under package deals 
offered by finance companies. 
Frank Hart, director of the depart- 
ment’s casualty section, blamed 
the overcharges on improper classi- 
fications. 

Persons 25 or over, he said, were 
put in the under-25 category where 
premiums are as much as $40 
higher. Records of every finance 
company in the state will be ex- 
amined, Hart added. 

All Kentucky finance companies 
have been ordered to send out 
questionnaires to all persons in- 
sured. Hart said the questionnaires 
will reveal proper classification. 


MeMillen Heads 


Tool Engineers 


DETROIT.—Howard C. McMillen, 
Bedford, Ind., has been elected 
president of the American Society 
of Tool Engineers to succeed Dr. 
Harry B. Osborn jr., Cleveland. 
McMillen is plant manager of 
Philco Corp.’s Bedford (Ind.) plant. 

Other officers are: H. E. Collins, 
Hughes Tool Co., Houston, first 
vice-president; G. A. Goodwin, Mas- 
ter Electric Co., Dayton, O., second 
vice-president; Wayne Ewing, Ar- 
rowsmith Tool & Die Co., Inc., Los 


Angeles, third vice-president; H. 
Dale Long, Scully-Jones & Co., 
Chicago, fourth vice-president; 


John X. Ryneska, General Electric 
Co., West Lynn, Mass., treasurer, 
and William Moreland, Meyers 
Pump Co., Ashland, O., secretary. 


Fargo-Moorhead Unit 


Studies Ethies Codes 


FARGO, N. D. — The Fargo- 
Moorhead (Minn.) Automobile 
Dealers Assn. has appointed a com- 
mittee to study codes of ethics 
which have been adopted in various 
cities in the country. 

Bronko Danovic, Service Chevro- 
let, and Charles Corwin, Corwin 
Churchill Co. (Chrysler-Plymouth), 
are the Fargo members, and Merle 
Anderson, Anderson-Stadum Pon- 
tiac Co., Inc., and Rolly Holsen, 
W. W. Wallwork-Moorhead (Ford), 
are the Moorhead members. 





totalled 31,536 units, as compared 


with 31,727 a week earlier. 
* od * 


ORD division, with its Mahwah 

(N. J.) plant closed the early 
part of the week due to a snow- 
storm, turned out 26,500 cars, while 
Mercury, with its Metuchen (N., J.) 
plant out of operation on Monday 
and Tuesday, turned out 4,150 units. 
Lincoln turned out 850 cars last 
week, as compared with 607 a year 
earlier, and Continental upped its 
output from 24 units a week earlier 
to 36 cars last week. 

GM also showed a slight de- 
cline as it dropped from 176,662 


units a week earlier to 75,999 last 
week. 

A breakdown of GM output 
showed Buick with 15,200 cars last 
week, as compared with 14,818 a 
week earlier; Cadillac with 3,360 
units last week, as against 3,385 the 
previous week; Chevrolet, with 
36,100 last week, as against 36,991 a 
week earlier; Oldsmobile with 12,- 
139 cars last week, as compared 
with 12,095 the previous week, and 
Pontiac with 9,200 last week, as 
against 9,373 a week earlier. 

* * * 

oo production last week 

totalled 23,290 units, as com- 
pared with 23,501 a week earlier. 
Truck production to date is run- 
ning approximately 19.3 percent 
ahead of the same period of a year 
ago. 

Truck output is expected to 
total approximately 102,000 units 
during March. 

Canadian car-truck assemblies 
totalled 12,210 units last week for 
a slight improvement over the 12,- 

036 vehicles turned out a week 
earlier. 


‘Public Wants ‘Em,’ Some Say . . . 


Dealers Defend Price Ads 


(Continued from Page 8) 


leans, offered a ’56 Fairlane V-8 
four-door for $1,441.25 “plus any 
of the following cars in good con- 
dition.” The list included 10 cars. 
Many groups working to clean up 
auto advertising have objected to 
the term “good condition” as an 
arbitrary designation. 
* * * 
OC ad concluded, “Our 
salesmen do not have the right 
to say ‘no’ to any deal.” 

Stein (Chrysler-Plymouth), Mil- 
waukee, offered ’56 Plymouths at 
“wholesale factory invoice plus $89 
handling and conditioning charge.” 
Models listed included a Plaza club 
sedan at $1,691 and a Belvedere 
hardtop at $1,944. 

Suggested list price on the later 
model is $2,313 including Federal 
tax and suggested delivery-and- 
handling charges, but not includ- 
ing state and local taxes and 
freight. 

Stein also advertised “20 percent 
off list price on all '56 Chryslers.” 
7 * * 

N HOUSTON, Quality Buick 

announced modestly in big red 
letters, “We murder prices.” The 
ad mentioned ’56 Rivieras for 
$18.50 a week and offered to ex- 
change the '56 for a ’57 after a 
year. “You still pay only $18.50 a 
week,” the dealership said, “there’s 
not another downpayment.” 

Cornish Auto Sales (DeSoto- 
Plymouth), Elmira, N. Y., sought 
to help finance milady’s Easter 
bonnet by giving $100 cash with 
each purchase of a new car dur- 
ing March. Cornish also offered 
to make the customer’s first 
monthly payment. 

Television was the gimmick used 
by Hannah Motors, Inc. (Oldsmo- 
bile), Milwaukee, which said it 
would give a portable TV set with 


Ford’s Statement 
Disappoints Bell 


(Continued from Page 3) 


producer is only half of the in- 
dustry. The dealers are the other 
half. “Unless both halves are 
healthy,” said Monroney, “they 
will both soon be sick to death.” 
He attacked “blitz advertising” 
and “price packing” as twin evils 
that will bring sure death to pub- 
lic confidence in the auto industry. 


Arthur H. Kenny (Chevrolet), 
Vallejo, Calif. was named presi- 
dent of the dealers association. 
Other officers are Ferris Miles 
(Dodge-Plymouth), Redwood City, 
vice-president; Joe Buchanan 
(Oldsmobile-Cadillac), Hayward, 
secretary, and A. J. Schilder 
(Ford), Ukiah, treasurer. 


New directors elected for a four- 
year term are: A. W. Sanderson 
(Ford), Petaluma; Hanford A. 
Crockard (Chevrolet), Berkeley; 
Jack M. Roth jr. (Chevrolet), 
Merced; George Crowney (Buick), 
Red Bluff, and Gene Ford (Chev- 
rolet) Visalia. 











every new car sold during a 10-day 
period. 

Hannah urged prospects to take 
advantage of the offer in time to 
see the television Emmy awards 
and the motion picture Academy 
Award shows. The dealership also 
offered half a gallon of ice cream 
to anyone who “figured” with 
Hannah during the 10-day period. 


Ford of Canada 
Nets $20,729,823 


TORONTO.—Ford Motor Co. of 
Canada, Ltd., has reported a net 
income for 1955 of $20,729,823, com- 
pared with $14,243,319 in 1954, 

The firm’s annual report also re- 
vealed that Ford set records in 
production and sales despite the 
1954-55 strike which delayed 
changeover until early in 1955. Sales 
were $346,143,702, including exports, 
up from 1953’s record of $309,443,- 
029. 


British Uncrowned 
U. S. Takes Top in Sales 


For Delivery Abroad 


NEW YORK. The United 
States has captured the lead from 
the British Commonwealth as the 
top foreign market for the sale 
of automobiles for delivery in 
Europe, according to Robert A. 
Wimbush, manager of the overseas 
department of Rootes Motor Inc., 
U.S.A. 


For more than 30 years, Rootes 
has been operating a plan whereby 
travelers from any country in the 
world may order their automobiles 
at home and pick them up any- 
where they wish, complete with 
license plates, insurance and travel 
documents. But the company did 
not install its system in the United 
States until 1948. 


According to Wimbush, the Brit- 
ish Commonwealth for years held 
first position in the number of 
sales. 

“However, the plan has caught 
on quickly in the eight years it 
has been offered to Americans, and 
this year the United States will be 
in first place, ahead of the British 
Commonwealth in business  vol- 
ume,” he said. 





Ex-Nash Dealer Phillips 


Heads McKay Campaign 


SALEM, Ore. — Interior Sec- 
retary Douglas McKay has named 
William L. Phillips sr., a retired 
Nash dealer, to manage his cam- 
paign for the U. S. Senate. Me- 
Kay, former Oregon governor, 
seeks the Senate seat held by 
Senator Wayne Morse, Democrat. 

The McKay- Phillips tieup 
brings together two men who 
once were business rivals. McKay 
formerly headed McKay Chevro- 
let Co. 
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55 Economy Winner Located... 


55 Economy Winner Located . . 
‘Queenie’ Finds a Home 


SAN DIEGO, Calif. — What be- 
comes of the “Queen of the High- 
way” when the glamour wears off 
was revealed last week when Mo- 
bilgas Economy Run sleuths traced 
down last year’s winner. 

The car, a 1955 Studebaker 
Commander Custom V-8, now is 
owned by Charles J. White, first 
class electrician’s mate in the 
1 Navy who lives at 2498 Island 
| Ave. here. 

The auto, with Dick Johnson at 
the wheel, averaged 27.43 miles per 


| 4 Dealers Join 
To Stage Selling 
‘Used-Car Show’ 


BUFFALO. — Four Buffalo area 
Dodge dealers joined hands in an 
: unusual used-car promotion in 
} which they took over the exhibit 
floor of the city’s Memorial Audi- 
i torium for three days of selling. 
| Brost Motors, Conshafter & La 
| Spisa, Great Lakes Motors and Jos. 
} W. Snider teamed up for the “Used- 
j Car Show” which was promoted 
{ with full page newspaper and other 
advertising. 

The dealers offered a collection 
of more than 560 used cars and 
trucks which they said had to be 
disposed of in the three-day period. 
Selling hours were 10 a.m. to 10 
p.m. 


MIDDLE ATLANTIC 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because ail titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





AUTO AUCTION 
TIM ANSPACH 


"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





New Jersey's 
Only Original Auction 


LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 


Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 





EAST NORTH CENTRAL 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Every Monday, 12:30 P.M. 

“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Rovte 20A Phone 5-9535 









Sale 















GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half at west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "'Bill'' Nagy 
"Michigan's Best" 

Phone: ARdmore 6-4720 


Se a 


gallon on the run last year from 
Los Angeles. 


For several weeks after the 
run, J. R. Townsend Co., Inc. 
(Studebaker-Packard), used the car 
for exploitation. It went on display. 
It paraded the streets. It was shown 
at almost every Mobilgas station in 
this area. 

By September, the signs which 
had been painted on for the run 
were removed, the original robin’s 
eggs blue finish was restored and 
the car put up for sale. 





FW SP Vey 


Reaching an estimated 
RATES: TWENTY-TWO CENTS 


150,000 readers 


(22¢) 


engaged in all branches 


PER WORD FOR EACH 


of the nation's 
INSERTION. 


automotive industry 


POSITION WANTED ADS 


lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates 


Add One Dollar 


Sib Ta 


Box Number ads are forwarded to advertiser, unopened. Display ads 


TEN DAYS 


HELP WANTED 


HELP WANTED 


insertion for 


use of a box number 
$12.30 per column inch. CLOSING 
IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


Replies to 





POSITION WANTED 





GENERAL MANAGER. Exceptional 
portunity, 


op- 
with one of Chicago’s largest 


The car went directly to the 
Townsend used-car lot and was 
advertised as a “slightly used 
car.” White saw it. The sales- 
man explained to him the back- 
ground of the car. White bought 
it. 


“I don’t know what mileage it 
had on it,” said White, “because 
while they sold it as a used car, 
they turned the speedometer back 


volume Ford dealerships handling more 
than 3,000 new cars per year, for ambi- 
tious, thoroughly experienced man to 
assist and take over management from 
dealer. Must have proven record of auto- 
mobile merchandising and management 
and be capable of directing large sales 
organization, handling volume service 
management problems and be well versed 
in used car market conditions. This is a 
top-flight job for a top-flight man. Salary 
open. Write, giving full personal and 
business data and record of past experi- 
ence. All replies confidential. Box 5910, 
c/o Automotive News, Detroit 26. 


to zero and gave me a brand-new- 
car guarantee on it.” 


Mrs. White uses the car to drive 
to work and White said that per- 
haps they’ve put 6,000 miles on 
the Studebaker. 

“But we don’t get the same 
mileage it got on the run,” said 
Mrs. White. “I think we do 
pretty well, though, in traffic. 
We get between 18% and 19 
miles per gallon.” 

However, White expects the “ex- 
Queen” to last until 1960. 





EAST NORTH CENTRAL 





Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 


| Here in the shadow of General Motors, you 
get the best buys. 


—Why not visit us real soon? 
Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 ——- SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 








| NEW CAR DEALERS balance their stock here 








SALESMEN 


If you are interested in working hard as a 
Chevrolet salesman and providing your 
well as 
the year 


famity with a good income as 
east coast Florida sunshine 
around—aonswer this ad. 


If you are looking for a soft touch this is 
| not it. 
Write, giving full background, age, ex- 


perience and marital status. 
Box 732 











JOHNSON AUTO AUCTIONS | 


LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 


Crossroads 


and sellers ... new and used-car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 
You will reach both groups through 
an ad in Automotive News. 





Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 


Conveniently located % mile from Detroit City Limits 


Fidelity Insured Checks 


WEST NORTH 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 

Owned and Operated by 

BILL McCRACKEN and 
ROY McMANAMA 


(Dealers Only) 
Since 1946 


CENTRAL 











TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Phone Dunkirk 3-0150 





MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 





Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
, Cole. 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 


All cars paid for by our own check through 


the First National Bank of Englewood. 


SALES MANAGER—200 car Ford dealer- 


ship in south central Pennsylvania town 
of 20,000. Our present manager is in 
poor health and is to be relieved of 
managerial duties so that he can be free 
to sell. We are making money, have a 
well trained sales force, excellent plant 
and facilities and have enjoyed leader- 
ship for over three years. We want a 
man who can assume full responsibility 
for sales, under 45, preferably from 
small city or town. Excellent salary, 
bonus and extra benefits. Moving ex- 
penses will be paid. Please send complete 
details of yourself in letter. Box 5881, 
c/o Automotive News, Detroit 26. 





SALES MANAGER FOR 350 car GM deal 


near Washington, D. C. Must be able to 
train salesmen and demand results not 
promises. Not a high pressure or volume 
deal, Salary and percentage of profits 
with many other benefits—opportunity to 
buy in if satisfactory after six months. 
Box 5938, c/o Automotive News, Detroit 
26. 





Jacksonville Beach, Fla. 


GENERAL SALES MANAGER for 1000 


car volume New York City Ford dealer. 
Excellent salary plus generous bonus for 
top man. Box 5903, 


News, Detroit 26. 





c/o Automotive | 


for Cadillac distributor in Florida, Gulf | 


or Pacific coast states. Age 51, married, 
college education. In present position with 
large metropolitan Cadillac distributor for 
last 10 years. Proved earnings in excess 


of $25,000. Strictly at home with Cadil- | 


lac clients. Alert, aggressive, good 
closer, capable of hiring, training and 
directing activities of a producing sales 
organization. Only reason for move, a 
more desirable climate. Salary and bonus 
or override. Box 5825, c/o Automotive 
News, Detroit 26. 





FLORIDA RESIDENT, 33, married. Auto 


business since 1948 as sales manager 
and independent used car dealer (now 
selling). Interested 
manager of established progressive Flor- 
ida dealer. Excellent character, good 
health, nice appearance, sober. Refer- 
ences. Available 30 days. Write 
Talbot Ave., Jacksonville 5, Fla. 








| MANAGER OR BUY IN partner (out of 


profit plan). 37 years, college, excellent 


1160 | 


in job as general| 


background in sales, service, accounting, | 
advertising, wholesale and retail volume | 


operations. Now managing volume Chev- 
rolet/Cadillac deal. Prefers southern lo- 
cation with GM product. Box 5942, c/o 
Automotive News, Detroit 26. 





SERVICE MANAGER — Experience in 


Chevrolet 450 unit dealership. Good cus- 
tomer relations. Would like to locate in 
south or southwest but would consider 
elsewhere. Box 5887, c/o Automotive 
News, Detroit 26. 





SERVICE MANAGER. Family man wishes 


permanent connection. Knows how to 
operate profitably and secure best cover- 
age of fixed expense. 25 years’ GM ex- 
perience, Capable and conscientious. Res- 
ume upon request. Box 5914, c/o Auto- 
motive News, Detroit 26. 





TRUCK MANAGER OR SALES manager. 


Twenty-five years’ experience truck and 
fleet sales, Considered top notch man in 
all phases of truck selling. If you want 
profit and volume, I am your man, Box 
5939, c/o Automotive News, Detroit 26. 





SERVICE MANAGER, 48, single. Sixteen 


years’ experience. Now employed large 
Chevrolet dealer. Can assume full respon- 
sibility any size. South and Chevrolet 
preferred. Box 5940, c/o Automotive 
News, Detroit 26. 





GENERAL MANAGER. Aggressive execu- 


tive with 20 years’ experience operating 
his own dealership. Experience in all 
phases of dealership management. Can 
take complete charge and assume full 
responsibility for profitable operation. 
Can invest $50,000 or more. GM or Ford 
dealership preferred. Give full details. 
Write Box 5941, c/o Automotive News, 
Detroit 26. 





SALES OR GENERAL MANAGER with 


22 years’ heavy-duty truck selling, serv- 
ice, advertising and dealer management. 
Employed. Top references. Desire per- 
centage ownership accumulation plan for 
part compensation. Box 5943, c/o Auto- 
motive News, Detroit 26. 





| GENERAL MANAGER or sales manager | GENERAL MANAGER. Record of profita- 


ble retail operation. Wholesale, business 
management, sales training experience. 
Proven ability to get the job done. Will 
consider buy-out arrangement. Box 5912, 
c/o Automotive News, Detroit 26. 








“HELP WANTED — 


CHEVROLET PARTS MANAGER. Sixteen 


years’ experience as parts manager. 
Capable of handling all phases of parts 
department operations including factory 
claims, order pad systems and balanced 
inventories. Prefer south or west loca- 
tion. Best of references. Box 5954, c/o 
Automotive News, Detroit 26. 


AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For o readers who 


wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 


Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 














Salary $15,000 to $25,000 
And an Opportunity to Make More 


You must be a leader able to assume complete 
charge of our sales force and the operation of a 
successful "Big Three" new cor dealership. 


You must have exceptional abilities and prove 
them with an up-to-date record of successful 
sales and sales administrative accomplishments. 
You must be able to build profitable sales volume, 
hire and train sales personnel, initiate produc- 
sales promotional programs and always 
employ ethical, good-will and prestige-building 


tive 


methods. 


You must have highest character, provide best 
references and stand rigid investigation. 

If you are this man and your knowledge and 
experience can be effectively applied, then—and 


only then—apply. 


Send a detailed resume for our confidential con- 
sideration to Box 5818, c/o Automotive News, 


Detroit 26. 


Are You This 
Sales Manager? 


This is a Permanent Career Position 
in the Metropolitan New York Area 
for an Outstanding Sales Manager. 
































































POSITION WANTED 


WILL MANAGE RETAIL automobile busi- 
ness for absentee or retiring owner with 
option to buy. Age 51; 28 years’ experi- 
ence in automobile business as _ retail 
salesman, used car manager, new car 
_ manager and general manager of one of 
x the largest dealerships in the United 
h States; 20 years in the same place; last 
' 7 years owned agency in city of over 
200,000. Have plenty of money to buy 
ny deal. Only interested in business that 
will stand most rigid investigation and 
that needs this type of man. Prefer GM 
deal; not interested in multiple dealer 
city. Can give highest personal and bank 
references. All information confidential. 
- Reply Box 5886, 
’ Detroit 26. 
FFICE -PARTS MANAGER. 15 years 
' service, parts, office in GM dealership. 
College and G.M.I.T. training. Prefer 
midwest or Florida. Box 5858, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIPS AVAILABLE 
CENTRAL INDIANA dealership handling 
















c/o Automotive News, 
































e in Ford. 37% profit first nine months of 
cus- 1955 before sickness. Well equipped— 
te in 200-250 car—industrial and farming com- 
sider mynity. Town of 20,000—only one in 
otive county. Top location. No used cars. No 

accounts. No blue sky. Had heart at- 
item tack—doctor orders sell. Will sell at 
ishes inventory—approximately $43,000. If in- 
y to terested, hurry. Box 5932, c/o Automo- 
over- tive News, Detroit 26. 

— FOR SALE BY OWNER—Old established 
Res- and profitable dealership and distributor- 
a ship handling Dodge car. Including sub 

dealers, serving population 50,000 in 
intermountain state, well equipped ga- 
‘ger. rage, low rent. Approximately $50,000 
and for parts at actual inventory and fixed 
n in assets by outside appraisal, low over- 
i head. Sales $2,000,000 last’ year. Box 
.y 5904, c/o Automotive News, Detroit 26. 
DEALERSHIP HANDLING DeSoto-Plym- 
teen outh—state of Connecticut. 75 car fran- 
arge chise. Equipment and parts—$5,800. No 
pon- used cars. Factory approval. Good lease. 
rolet Low rental. Box 5944, c/o Automotive 
tive _ News, Detroit 26. 
——— DEALERSHIP HANDLING Chevrolet. 
ecu- Small midwestern town. Prosperous farm 
ting area, Good potential, adequate facilities 
all Write Box 5945, c/o Automotive News, 
po Detroit 26. 

u a sade 
‘ion. DEALERSHIP, ESTABLISHED 1907, han- 
‘ord dling Dodge-Plymouth. North central 
ails. Iowa city of 30,000. Reasonable rent. 
ws, Parking and used car lot on roof. Clean 

parts stock and equipment. Buy the best. 
— Box 5946, c/o Automotive News, De- 
rg troit 26. 
erv- hn se 
ent. DEALERSHIP AVAILABLE handling c ‘ad- 
per- illac-Pontiac-GMC—in small midwestern 
for college town. Excellent potential, low 
uto- overhead, reasonably priced, no real es- 
tate, used cars or accounts. Box 5947, 
7 c/o Automotive News, Detroit 26. 
_ . FOR SALE — ESTABLISHED dealership 
nce S handling DeSoto-Plymouth in large mid- | 
Will west city. Over 500 units in 1955. Out- 
12 standing facilities and lecation. If de- 

- sired, nothing to buy except equipment 
— Owner retiring. Box 5948, c/o Automo- 
een » tive News, Detroit 26. 
ger. FOR SALE — ESTABLISHED dealership 
rts handling Buick cars—150 to 175 car po- 
ory tential in Knox, Indiana. Will sell or 
ced lease building. Buy only actual inven- 
ca- tories, approximately $13,000. No ac- 
c/o counts or used cars. Reason for selling— 

owner desires to retire. Goodall Buick 

Sales, 604 S. Heaton St., Knox, Ind. 
"DEALERSHIP HANDLING Chevrolet- 

Cadillac. Prosperous southern Illinois 


town headquarters for vast tri-state oil 
field. No used cars or real estate to buy. 
Excellent building available on long lease. 


e 

& 

. $36,500 wiH handle. Yearly volume near 
t million. Box 5949, c/o Automotive News, 
d Detroit 26. 

a \FLORIDA — ONE 0 OF THE oldest ‘Big 
u | Three’’ automobile and tractor agencies. 
Le © $75,000. $25,000 will handle. H. L. Cham- 
- " bers, Wauchula, Fla. , 

; DEALERSHIP HANDLING FORD—Colo- 


rado. Excellent town of about 5,000 cov- 
ering a large prosperous trade area. In- 
ventory and equipment only. Building 
and lot can be favorably leased. Approx- 
imately $28,500. Inquiries confidential. 
Box 5950, c/o Automotive News, Detroit 
26. | 
SOUTHERN CALIFORNIA dealership han- 
dling Clipper, Packard. Excellent terri- 
tory. Fifteen miles from Los Angeles. 
Modern building, used car lot. Good 
lease. Parts and equipment only. Owner 
has other interest. Write Box 5951, 
Automotive News, Detroit 26. 


DEALERSHIP, OHIO COUNTY seat, now 
Pax handling Packard Studebaker open. 
: No used cars or receivables. Parts and | 
equipment at depreciated price. Box 5952, | 
c/o Automotive News, Detroit 26. 


FOR SALE 


Now Handling 
PONTIAC and GMC TRUCK 


Z FRANCHISE 


New brick garage. 50x!40 feet. Three outside 
doors. Back entrance to shop with large lot 
"and outside sales platform. Plenty of space 
all around garage. Parts, accessories. Two 
“twin post hoists—new. Old established busi- 
"ness for 40 years. Will sell lock, stock and 
“barrel for $35,000. In a town of 4,000—good 
‘farming area. Doing a good business. Reason 
“for selling—old age. Parts, accessories, equip- 
“ment, full office equipment, files, parts bins 
and etc. inventory at cost for $16,000. 


Mail !nquiries to 


B. L. CROWELL 


Coudersport, Pa. 
in center of town—on Route 6) 





c/o} 
| 































On Main St. 













ATTENTION, 
MANUFACTURERS REPS. 


“DO YOU NEED NEW LINES? 
Automotive News can help you by 
bringing your wants to the atten- 
“tion of manufacturers. 

7An advertisement in this section 
will do the trick at a nominal 


oe 


DEALERSHIP HANDLING CHEVROLET. 


HANDLING CHEVROLET - Oldsmobile | in | 


AVAILABLE 


heat. Box 5934, c/o Automotive News, | 
Detroit _26. EER a 
ONE OF “BIG THREE” in wonderful | 


DEALERSHIPS AVAILABLE 


Ready now. Prosperous northern Ohio 
manufacturing and agricultural com- 
munity. County seat. The only Chevrolet | 
dealership in town. On main highway. | 
1955 sales over $1,000,000. Will sell 
sizeablé modern brick and steel building, 


large adjoining paved used car lot, ma- 
chinery, tools, and furnishings, all at 
write-down figure. No used cars or 


accounts receivable unless desired. Parts 
at cost. A well manned, going concern. 
Have never shown a loss. You must | 
meet Chevrolet qualifications. Owner re- | 
tiring. This is owner’s ad. Write Box 
5901, c/o Automotive News, Detroit 26. 


prosperous northern Indiana manufactur- | 
ing and agricultural community. On 
transcontinental highway, adjacent to 
large metropolitan and industrial area— | 
nearby lake resorts. Territory includes | 
two other towns within six mile radius 
having no other dealerships. Lease or 
sell post-war building, adjacent used car 
lot. 150 unit potential. Box 5957, c/o 
Automotive News, Detroit 26. 





DEALERSHIP handling 
Chevrolet and Buick. Netted over $23,000 
and sold over 160 new units in 1955. 
Small Wyoming town. Two hours from | 
Salt Lake City on coast to coast high- | 
way. Low overhead. Sure profit. $10,000 | 
will buy parts, tools and accessories. 
Lease building for $225 per month. Gas 


Florida sea coast town. $40,000 will han- 
dle. All replies confidential. Box 5956, 
c/o Automotive News, Detroit 26. 








This is a good time to get into the automo- 
bile business. A liberal number of dealerships 
available at prices representing a true value 
of the assets only—exclusive of used cars, 
receivables 


ments. Profit possibilities are improving daily | 
—so let us know your wishes and we can | 
serve you. 





| 429 S. Western Ave. 





‘ AUTOMOTIVE NEWS 
‘Classified Want Ad Department 











| 
| 


10600 Puritan Ave. 


“BIG 3'' DEALERSHIP Metropolitan | 
Philadelphia area—250 new car poten- 
tial. Service shop completely equipped | 
and doing excellent business. Will sell all | 
assets including real estate or will lease 
real estate. Write Box 5874, c/o Auto- 
motive News, Detroit 26. 

DEALERSHIP HANDLING FORD in 
Midwest town of 25,000. Located in 
manufacturing and irrigated farming 


WANT BUICK DEALERSHIP on the went | 


DEAL ERSHIP 





© Buy Right 


e e A disinterested certified physical 


10040 Freeland, Detroit 27, Mich., WE 3-6445 








New apartment motel overlooking boardwalk 
and ocean 
furnished efficiency apartments complete in 
every detail. 
rigid 
tractive terms to qualified buyer. 


2026 South Atlantic Ave. 








Choice corner Iccation on 3 heavily travelled 
tourist and commercial highways in prosper- | 
ous southern city. 31 units plus office lobby, 


| nati, 


FRANCHISES 
OPPORTUNITIES 


and other nonessential require- 


AUTOMOTIVE ENTERPRISES 
Detroit 38, Michigan 


area. Potential over 300 units. Lease can 
be arranged on modern building and lot. 
Box 5906, c/o Automctive News, Detroit 
26. 





DEALERSHIP WANTED 








coast of Florida—200 or better units. 
Can get factory approval without delay. 
Immediate cash to invest having sold my 
northern dealership. Box 5928, c/o Auto- | 
motive News, Detroit 26. | 





Chevrolet or 
150 to 200 
Box 5955, c/o! 
26. 


Ww ANTED. 
or south, 
cash. 
_ Detroit 





dual in midwest 
potential. Will pay 
Automotive News, 





Inventory Service 
Buying or Selling a Dealership? 
® Sell Right | 


Parts—Accessories—Equipment 


Inventory will save you money *® ®@ 
DON’T GUESS—BE SURE 
Call or write for service details. 
Automotive Inventory Service Co. 


Western Dealers Attention 
Los Angeles 5, Calif. 
Du 9-5095 | 


BUSINESS OP PORTU "NITIES 





DAYTONA BEACH, FLORIDA 


(AAA location). Six beautifully 


Will stand 
(FIRM). At- 


Finest construction. 


inspection. Price $72,500. 


A. E. Cleveland, Realtor 


Daytona Beach, Fla. 





VALUABLE 
NEW MOTEL 


owner's apartment. Most modern in every 

respect. Last vacancy December 20th. Price 

$250,000. Income records available to finan- 

cially responsible buyer. EM 2758 EXC. sale. 
WADE BROWNE, Broker 

2640 Stewart Ave., S.W. Atlanta 15, Ga. 





BUSINESS W ANTED 





AUTO AUCTION SALES. Auctioneer inter- 


ested in buying complete or into auto 
auctions. Several years’ auto sales ex- 
perience. Age 33. Write Roger Farr, 


Little Falls, Minn. 


MANUF FAC TU RERS’ REPRESENTATIV ES 


CHOICE TERRITORIES—Many U.S. areas 


AUTOMOTIVE NEWS, 





FORD — General 





CARS FOR SALE 


Buy in Miami 
400 1956 Models 
Ford, Chev., Plym., Olds, 
Buick and Cadillac 


Sedans — Convertibles — Hardtops 
— Station Wagons—driven 3,000 to 


4,000 miles—delivery arranged. 


MORSE AUTO 
RENTALS 


7726 N.E. 2nd Ave. 


Miami, Florida 


ROBINSON AUTO RENTAL 


FLEET LEASED CARS 
1954 - 1955 


CHEVROLETS, FORDS, PLYMOUTHS 


Deluxe and Standard— 
Many two-tones 

Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
Louisville, St. Louis, Kansas City, Lin- 
coin, Neb., Oklahoma City, Fort Worth, Dal- 
las, New Orleans, Atlanta. 


ROBINSON AUTO RENTAL 


DIVISION 
218 S. Wabash Ave. 
1. E. Spatig, Used Car Mgr. 


Chicago 4, Ill. 
Webster9-5165 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


| Excellent Bodies - Good Motors - Heaters 


Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 





CADILLAC 
body styles. 
senger sedans only. 
McClintock-Cadillac. 
sing, Mich. 


SHARP 1952’s-1956’s. 
Chrysler, 


All 





EX-TAXIS 
PRICED RIGHT 
1954-55 Fords—Chevys—Plymouths—DeSotos 


Our great taxi volume assures steady supply. 


FUTURE MOTORS 


37-01 Queens Blvd. Long Island City, N. Y. 
ST 4-635! 


Ask for Manny Mouber or Harold Peterfreund 











1955—NEW 3104—unserv- 

iced. For Export. Denslo F. Hamlin, Ex- 
port Sales Director, 124 Oak Avenue, 
Hempstead, N. Y. IVanhoe 3-9490. 


PARTS FOR SALE 


SCARCE CHRYSLER Corporation parts 
for old timers and late models. Priced to 
move. Serro Motor Sales, Irwin, Pa. UN 
3-4400. 


SCARCE PACKARD BODY parts—i935 to 
1947 models. Rosenberry Auto Sales, New 
Philadelphia, Ohio. 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


CHEVROLETS 








Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 








~ PARTS WANTED 


CHEVROLET CYLINDER heads new - 
1929/1936. Denslo F. Hamlin, Export | 
Sales Director, 124 Oak Avenue, Hemp- | 


stead, N. Y. IVanhoe 3-9490. 





ENGINES WANTED 
FOR SOUTH AFRICA 


sub assemblies also used 
suitable for reconditioning. 


ucts. New 
assemblies 





New patented spark plugs with first 
major improvements in 50 years. Terrific 
money maker. Market in billions yearly. 
American Eagle Corp., 655 Military, 
Detroit, Mich. Ty. 7-0800. 


tor Co., 
Africa, or to Brown Bros. 
Shippers, 1225 Broadway, New York |, 





MARCH 26, 





1956 


NEW LINES WANTED 


MANUFACTURERS AGENT wants auto- 
motive lines of all kinds, parts, acces- 
sories and equipment. Complete following 
in new car dealers and jobbers through- 
out Connecticut. Box 5897, c/o Automo- 
tive News, Detroit 26. 


TRUCKS FOR SALE 
FOR SALE — AMERICAN LaFrance fire 
engine. Perfect running condition—$800. 
Rodosta Motors, Inc., 2035 Poydras St., 
New Orleans, La. 


BUSES WANTED 
WILL BUY USED school buses—36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 5880, c/o Automotive 
News, Detroit 26. 








SHOP EQUIPMENT FOR SALE 


FOR SALE—PACKARD signs, 
fixtures, equipment and parts 
Buy entire lot at depreciated price. 
5953, c/o Automotive News, Detroit 26. 





furniture, 
inventory. 


ANTIQUE CARS FOR SALE 

1923 FORD MODEL T canopy truck. 
pletely restored. Side curtains, 
body, motor in excellent condition. 
for show purposes. Make offer. 
Motors, 1700 Calhoun St., 
Phone Export 4-5264. 





Com- 


MISCELLANEOUS 





Automatic BraKinG 


Is the Cheapest 
INSURANCE 


You Can Buy 
COMPLETE with $61 


Guide Cables and 
1.C.C. Requirements 


BRAKE HOOK-UP.......... 
Meets ALL 


WITH BRAKE HOOK-UP 


LESS 
GUIDES 


ONLY. .°51* sits: 


Meets |. C. C. Strength Requirements 
WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 





DeSoto eight pas- | 
Prices gladly quoted. | 
Ivanhoe 7-5046, Lan- | 


Motors and Chrysler prod- 
sub | 
For | 
further information reply to Mike Appel Mo- 
Ltd.. Box 3648, Johannesburg, South 
Export neces 
m: ¥, 


Our Prices Include Federal Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


w h 
Call Collect “s Pix fags 


40 So. Clinton St., Chicago 6, Ill. 





Box | 





seats, | 
Ideal 
U. 8.) 
Trenton, N. J. | 





MISCELLANEOUS 


The NEW 
BLUE @ CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
Meets I.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


* 
FOUR CLAMPS TO FIT 
98°% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


SPECIAL (F.0.B. Factory Net) 


77" = 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


A Worthy Companion to Our 
Famous Moto-Matic 
TOW e@ GUIDE 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 


COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 
1467 Bathurst St. 
TORONTO 10, ONTARIO 





AUCTION SALE 
March 27—2 p.m. 


1916 Chevrolet Baby Grand 
1928 Chevrolet Truck 
Surplus shop and service equipment 
HARDEN CHEVROLET CO. 
CIRCLEVILLE, OHIO 





CARS FOR SALE 


ATTENTION DEALERS! 


World's Largest Wholesaler of fine used cars has large selection 
of Beautiful 1953-54-55 Ford, Chevrolet and Plymouth 2 and 
4 doors. Every color to choose from, many two-tones. All cars 


ready for your floor. 


SPECIAL QUANTITY PRICES 


INDOOR DISPLAY 
GUARANTEED TITLES 
STOP AND SHOP—300 TO CHOOSE FROM 


THE R. A. COMPANY 


13315 Brookpark Road 


Cleveland 11, Ohio 
Clearwater 2-2400 


Street Address....... 
a ee 


Car Dealer (1) 
Jobber [] 


ne OR Es sii sie Feaee~s 


Insurance [] 


ee 


THE R. A. COMPANY 


3722 Market Street 
Philadelphia 4, Pa. 


EVergreen 2-0400 





es ee ee 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
~ One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


SPOR eRe Hee EEE EEE HEHEHE EEE EEE EEE EEE EEE EEE HEHEHE EERE EEE EE EE EE EEE 


Zane Mb. vsceca's 


Sere eeeeeweee 


BeOS  6.0:000 task 


TRADE CONNECTION: 
Truck Dealer [] 


Manufacturer [_} 


Financial [) Supplier [1 


OP. wee rcencececsescces 


3-26-56 








qc sn cin Samm sie ‘ei elu abe QD sn GINS <ENND SRE ESD SERED SD GS sein Cen emu. deem est eich bai end isis seaplane 


Sealed Power has a way with Chrome 


not duplicated by others 


Here’s how Sealed Power engineers have licked the heat, friction, 
abrasion, and corrosion caused by higher engine speeds in modern 
motors. 


THE CASTING... For better bond- 
ing of the chrome face, Sealed Power 
developed a special chrome-alloy 
cast iron. Oil-carrying grooves are 
machined into the face of the casting 
for better lubrication. 


THE PLATING... The chrome face 
is then electro-plated on the casting, 
to a thickness of not less than .004”. 
Note that the oil-carrying grooves 
are still apparent. They are an im- 
portant factor in the ring’s success. 


THE LAPPING... After plating, 
the ring is factory-lapped to a light- 
tight finish, which is equivalent to 
300 to 500 miles of actual road 
wear. This expert lapping is the 
reason for the ring’s quick seating. 


In cases where exceptionally hard service is demanded, Sealed 
Power’s exclusive Cyclan ring iron may be used for top compression 
rings, with the chrome plating added as illustrated here. Whatever 
your chrome ring problem, you are invited to use Sealed Power’s 
long years of successful experience. 


SEALED POWER CORPORATION—MUSKEGON, MICHIGAN—ST. JOHNS, MICHIGAN—ROCHESTER, INDIANA 
DETROIT OFFICE—7-236 GENERAL MOTORS BUILDING—PHONE TRINITY 1-3440 


Sealed Power ings 


PISTONS*«CYLINDER SLEEVES 


Leading Manufacturer of Automotive and Industrial Piston Rings Since 1911 - Largest Producers of Sealing Rings for Automatic Transmissions—Power Steering Units 





